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‘IAC Plan to Broaden 
Scope of Conference 


Offered at Meeting 


R E. Brown of Aetna Affiliated 


Cos. Suggests Seminars Cover- 
ing Wide Range of Subjects 


: _ PROPOSALS WELL RECEIVED 
Bothwell, Commercial Union, New 


President, With Carlier Vice Presi- 
dent, Doty Secretary-Treasurer 


By Wattace L. CLapp 


Skytop, Pa., Sept. 15—A program for 
broadening the scope of the Insurance 


’ Advertising Conference and increasing 


its usefulness to the fire and casualty 


P industry is in the making as the out- 
come of the three-day annual meeting 


here at Skytop Lodge of this organiza- 


| tion, composed of company advertising 


: and sales promotion managers, 
_ journals and affiliated interests. It was 
' the 30th 


trade 


anniversary gathering and 


| nearly 100 attended. 


1954 Meeting at Montauk 
The 1954 annual meeting of the IAC 


Meili be held June 13-15 at Montauk 


4 Manor, Montauk, Long Island. 


Responsibility for the enlarged pro- 


gram will be vested in Irving D. Both- 


_ well, Commercial Union-Ocean Group, 


| who was elected president of the con- 
| ference this morning, and his fellow of- 
- ficers who were elected as follows: Vice 


’ aes, sere V. Carlier, 
- Assurance; 


Northern 
secretary-treasurer—William 
'H. Doty, ‘Aetna Insurance Group, and 


jl the new executive committee consisting 


| of Rhea Hurd, Jr., 


American-Associated 


' Companies, ex officio, IAC’s immediate 


' past president; 


Alwin E. Bulau, Home 


| Insurance Co. of New York; W. Win- 
_ throp Clement, American International 


F Underwriters Corp., 


and Herbert W. 


' Talbot, United States Aviation Under- 


: 


4 tive secretary; 


writers, Inc. 

M. C. Elston, Fire Association, execu- 
Leonard . Snyder, 
| United States Review, Philadelphia, edi- 
tor of IAC Bulletin; Wallace L. Clapp, 


7 B Fastern Underwriter, publicity chairman. 


Addresses by Bennett, Cole, Brown 


Opening session yesterday produced 


three outstanding addresses with a field- 


_man of 41 years experience, a prominent 


; insurance broker, and a nationally known 
' company advertising man sharing the 


| Fire Dept. 


(Continued on Page 33) 





Brokers & Agents 


_ Marine Dept. 





_ Casualty & Surety 





the sad story of the 
CAREFUL 


family 
Z 





Simple isn’t it. Even the most careful 
families can be the victims. That’s why 
an L & L Residence & Outside Theft 
policy is so necessary. 


London & Lancashire 
GROUP 


THE LONDON & LANCASHIRE INSURANCE COMPANY, LID. © ORIENT INSURANCE COM- 
PANY ¢ LAW UNION & ROCK INSURANCE COMPANY, LTD. © SAFEGUARD INSURANCE 
COMPANY OF NEW YORK ° STANDARD MARINE INSURANCE COMPANY, LTD, 
(Fire Department) e LONDON & LANCASHIRE-INDEMNITY COMPANY OF AMERICA 


THE 


en; 
GROUP 








II 


A WELL-BALANCED COMPANY 


balance... 
smoothes the way 


In sailing, balance is essential 
to successful performance. 
In a life insurance company, 
success is attained by a balance of 
past performance, present progress 
and future objectives. 
Fidelity is 
a well-balanced company. 
yd 


Anniversare 
1878 1953 


: The 
FIDELITY MUTUAL 
1IFE INSUHANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA * PENNSYLVANIA 





New Life Institutesurance 


Advertising to Use 
500 Daily Papers 


Each of 14 Advertisements Will 
Show How Life Insurance 
Paces Changing America 


REACH 52 MILLION PEOPLE 


Four Major Farm Papers To Be 
Used; Headings of Some 
of Advertisements 


The significant and continuous social 
and economic 
affecting every home in 
be the subject of a new 


changes which take place, 
America, will 
advertising cam- 
paign to be undertaken by the Institute 
of Life Insurance, 
of October 5. 


beginning the week 

Using about 500 daily newspapers and 
six major farm publications and reach- 
ing a total audience of more than 52,- 
000,000 people, 
in 1,000-line 


series of 14 advertisements that will con- 


the campaign will appear 
space and will comprise a 


tinue throughout the winter and spring. 


Dual Objectives of Campaign 


“From the inception of the Institute’s 
public relations work, the objective of its 
advertising program has been to give the 
American people useful information on 
life insurance or on a subject of public 
interest having a natural relationship to 
life insurance,” Holgar J. Johnson, In- 
stitute president, said in announcing the 
new campaign. “This new campaign em- 
braces both the informational and public 
People are aware that 


service areas. 


America is changing. But how marked 
the changes have been and how sub- 
stantially these changes affect their own 
lives and needs are not appreciated fully. 
advertising is designed to em- 
relate them to 


The new 
phasize the changes, 
needs, show how life insurance has kept 
pace and help people see if their life 
insurance also has kept pace with their 
changed needs.” 

Each piece of copy in the new cam- 
paign will have a dual objective: To 
show how America is changing; and to 
show how life insurance is keeping pace 
with. the changes. The campaign “trade 
mark” will be the slogan, “How America 
Is Changing,” which will appear in each 
message. Under this “flag,” each ad will 
cite one of the big changes which have 
taken place in the past 10 to 15 years; 
will then show how these changes have 
affected people’ s needs and way of living ; 
will explain how life insurance has kept 
pace in responding to these changes; 
and will conclude with a suggestion to 
the reader as to keeping his life insur- 
ance in line with the changes discussed. 

The first advertisement will headline, 


(Continued on Page 17) 
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“This is the kind of a job where 


I can LOOK UP 
to MYSELF!” 


By B. B. Equitable Society Representative 


Maybe the reason | can look up to myself is because the folks 
I’ve helped over the years can sort of look up to me... 


Folks like Jim Britt. He likes to smoke his pipe on his 
front porch. Whenever I pass his house Jim’s smile tells 
me how grateful he is that I talked him into that retirement 
policy years ago. Thanks to the fact that Jim listened, he’s 
independent today. There’s a lot of peace and happiness in 
Jim’s mind because once a month there’s a good-sized 
Equitable check in Jim’s mailbox. 


I’ve made a lot of different friends like Jim Britt over 
the years by solving their different insurance problems. 
These friends look up to me, just as my family looks up to 
me, because in doing what I like to do, I’ve been a good 
provider ...and a good asset to my community. 


If I had it to do all over again, I’d still do the job that 
enables me to look up to myself. And I’d do it again with 
a company that I can look up to with the greatest pride, 
the Equitable Society! 





393 Seventh Avenue, New York I, N. Y. 


One of a series of advertisements illustrating how a 
representative of The Equitable Life Assurance Society 
serves his community by selling life insurance. 
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Minnesota Mutual Regional at Atlantic City 


A. W. Theiss on Business 
Insurance Potentials 


MARKET IS MOSTLY UNTAPPED 





Minnesota Mutual Executive Says Most 
Businesses in Country Have Not 
Been Solicited 





The business insurance market was 
discussed by Arthur W. Theiss, director 
of public relations, Minnesota Mutual at 
its regional field conference in Atlantic 
City last week. He discussed the market 
itself, how to make a survey of the mar- 
ket in a specific territory and how a 
prospect list can be used successfully in 
approaching this market. : 

Business insurance, he said, simply 
means life insurance which will guaran- 
tee the money to carry out the obliga- 
tions or demands on a business that re- 
sult when the owner or a keyman dies. 
People most concerned are the business 
owners, sole proprietors, partners, cor- 
poration heads and stockholders, and 
such keymen as managers, executives, 
specialists, technicians and others upon 
whom the successful operation of a busi- 
ness may hinge. The importance of busi- 
ness insurance has been enhanced today 
by good business conditions, inflation 
and high taxes. Business influenced by 
these three conditions are confronted 
with problems, and solutions to these 
problems frequently require life insur- 
ance. 

Business Insurance Unknown to Many 


In the opinion of Mr. Thiess the field 
is largely untouched. A recent survey 
of 22,000 firms (10,000 wholesalers and 
12,000 manufacturers), revealed that only 
6,200 or about 25% had life insurance 
coverage for their business needs. In 
addition 1,650 had considered and dis- 
carded the idea; and 671%4% had never 
seen or heard of the idea of applying 
life insurance to protect their business 
interests. 

“Reason for the last named situation,” 
said Mr. Theiss, “is largely because too 
few agents understand the needs of busi- 
ness for life insurance and too many lack 
confidence in their ability to sell it. They 
shy away because they think the market 
too complicated. 

“In the United States,” continued the 
speaker, “there are more than 4,000,000 
business firms in existence. Each year 
500,000 new firms are started while 
400,000 change hands and 350,000 more 
drop by the wayside. Each new oc- 
currence in this vast field represents an 
opportunity to sell this coverage. 


Most Employ Less Than 100 Persons 


“Of the more than 4,000,000 business 
firms 98% employ fewer than 100 per- 


sons. Thus, are classified as small busi- 
ness 
“Thus, the life insurance market for 


business purposes is not primarily among 
the multi-million dollar companies but 
among the thousands of smaller busi- 
ness concerns which exist because of 
these large industries. The majority of 
these small business units are found in 
distribution and service rather than 
manufacturing, construction and heavy 
industry. 

“Actually, less than 10% of these firms 
are incorporated, and it is difficult to 
separate arbitrarily the sole proprietor- 
ships, partnerships and close corpora- 
tions for selling purposes. Close corpora- 
tions are often nothing more than in- 
corporated small proprietorships or part- 
nerships. Even a partnership may closely 
resemble a sole proprietorship in its 
operation when one of the partners is 
silent or inactive. By far the greatest 
number of businesses—approximately 
3,070,000—are sole proprietorships; 819,- 
000 are partnerships ; 60,000 are corpora- 
tions, and even 90% of this last group 


Meeting Arthur Godfrey Competition 


Minnesota Mutual Agents on Evening Calls Take Parents 
From TV Room to Kitchen and Present 
Insurance Program 


By CLarENCE AxMAN 


At a sales panel held during Minne- 
sota Mutual’s regional field convention 
in Atlantic City last week the subject 
of Television was introduced from 
standpoint of its impact on night-calling 
life insurance agents. As is the case 
with thousands of agents making calls 
when all the family is at home and glued 
to TV a problem is presented as to what 
should be the procedure after the agent 
arrives and finds himself in competition 
with Arthur Godfrey, Milton Berle or 
Ed Sullivan and his entertainers. Should 
he leave to return at a more appropriate 
time, or should he interrupt the show? 


Maybe the Parents are Bored 


Chairman of the panel was C. D. Odell 
of Charlottesville, Va. First he called 
on agents present to narrate some of 
their experiences in this connection after 
which he asked the wives of the agents, 
also sitting in the panel, for their views 
as housewives. 

First speaker was Clyde Greco of 
Greensburg, Pa. He has arrived at a 
number of homes to discuss an insur- 
ance program, only to find all the family 
gathered in front of TV. 

“T quickly learned that if I joined the 
group sitting in front of TV there was 
no telling how long before the set would 
be turned off,” he said. “If children are 
present they seem insatiable in wanting 
to keep the entertainment going. When 
the commercials are on they just don’t 
listen except to the plug songs of the 
advertiser. Sometimes neighbors are also 
present. But I have found that the head 
of the household is frequently bored by 
TV, and so is his wife, which makes an 
interruption welcome. Neither the hus- 
band nor the wife objects to going into 
another room for the purpose of dis- 





are classified as small, closed corpora- 


tions, 
“So, the major part of the market for 
business insurance which concerns 


agents will be the ieall business, those 
little firms with which the agent and 
his family are in close contact,” said 
the speaker. 


Insurance Averts Failures 


Discussing the large number of busi- 
nesses which fail Mr. Theiss said the 
major causes are unwise management, 
or abuse and over-extension of credit or 
adverse personal factors. 

“The fact that so many lose out mainly 
because of the human element is impor- 
tant for insurance agents to remember 
since business insurance involves pro- 
tection of that same human element. 
Many of these business failures would 
have been averted through a proper 
business insurance program.” 

As for the future, Mr. Theiss quoted 
authorities to indicate that the good 
business of today will be pretty good 
tomorrow. Present prosperity will not 
last forever, but the end of prosperity 
is not in sight. 

In discussing a survey of potential 
business insurance market Mr. Theiss 
said that there is a large potential in 
every area but downright digging for 
information on the agent’s part is neces- 
sary. He recommended paying attention 


cussing their future financial affairs and 
similar problems which insurance can 
adjust. They know, too, that the chil- 
dren will not object to their going and, 
furthermore, the kids will not be pulling 
down the curtains and overturning the 
furniture in some other room of the 
house.” 
Kitchen a Favorite Retreat 


Several other agents said they took 
the first opportunity to steer the family 
head into the kitchen. Said Elmo Haw- 
kins of Norfolk: 

“The kitchen is a room where most 
men like to go as they regard it as the 
most friendly room in the house. Thus, 
removed from the crooners, the crime 
dramas and the commercials, they wel- 
come the respite and are in a mood to 
discuss their personal problems. Often, 
the wives come along with them leaving 
to the children a full monopoly of the 
TV room.” Hawkins believes that the 
wives should be there as from his view- 
point she frequently makes the decision. 
“And I never knew a wife who does not 
like going to the kitchen, especially 
when she has no duty cooking job to 
do,” he commented. 


Viewpoint of Wives 

One of the wives then spoke. She is 
Mrs. Victor A. Richard of Norwich, 
Conn. 

“It is my observation that wives do 
not object to leaving the TV room espe- 
cially when they know théir children are 
there enthralled,” she said. “The wives 
are as much interested in insurance pro- 
grams which take care of the family as 
their husbands are, and certainly want 
to be consulted when the interview is 
in their own home. The kitchen is as 
good a place as any to hold this confer- 
ence with the agent and in participating 
in it the wives are members of ‘the 
kitchen cabinet’ in a realistic definition 
of that designation.” 


Telephonic Approaches 

Another subject in the panel was that 
of the telephone approach. Most agents 
have their own technique in such ap- 
proaches although some companies, one 
of which is Minnesota Mutual, has a 
technique printed which agents find ef- 
fective. Generally speaking, it is wise 
for an agent calling up someone he has 
never met with the objective of an in- 
terview to mention the name of one of 
his policyholders who knows the man to 
whom he is talking. If the insured is an 
officer of a bank, for instance, the re- 
sponse of a prospect who works in the 
bank or has a deposit there or has bor- 
rowed money from it is instantly recep- 
tive. Some agents over the ’phone say 
they have an attractive proposition to 
make, or they think their consultation 
may develop solutions to problems which 
had not been recognized by the prospect 
but which through life insurance will 
make his way of living more easy to 
maintain. 





to city directories, directory of di- 
rectors, Editor and Publisher Market 
Guide, county and city data books, visits 
to banks in the agent’s area, visits to 
Chamber of Commerce. “And prospect- 
ing for business insurance, however, be- 
gins at home. One of the most helpful 
ways to line up your business insurance 
prospects is to go through your policy- 
owners file,” said Mr. Theiss. 








HAROLD J. CUMMINGS 





Minnesota Mutual’s 
Atlantic City Meet 


FEATURES BUSINESS INSURANCE 





Company Distributes New Literature on 
Subject; President Cummings Tells 
of Company’s Progress 





At its field convention in Haddon 
Hall - Chalfonte hotels in Atlantic City 
last week President Harold J. Cummings 
in his opening address told of the spe- 
cial progress the company has made in 
the first eight months of this year, one 
feature of the year being that it has 
passed the billion mark in life insurance 
in force. Founded 73 years ago, the 
company has 115 agencies and its assets 
are approximately $160,000,000. 

Business insurance was featured at the 
meeting. The company has issued new 
literature on the subject, one brochure 
being a manual of 40 pages which dis- 
cusses sole proprietor, partnership, cor- 
poration and key-man insurance; valua- 
tion of a business; contract ownership 
—Premium Payments and sample agree- 
ments are also given. Presentations 
were also given of Success Bonds and 
Success-O-Graph. 


Demonstrates Meaning of 
“Going Concern” 


Another brochure issued was entitled 
“It Doesn’t Cost Money to Buy Ideas.” 
It demonstrates what “a going concern” 
means for a man and his family with 
income and security for today and op- 
portunity for tomorrow. It then enters 
the other side of the picture and shows 
how death of a partner may bring death 
to a partnership because at the moment 
of death a problem is born. The prob- 
lem may be whether to liquidate or reor- 
ganize. In case of liquidation the prob- 
lems for the heirs are recited. Or, in 
case of reorganization may be critical 
situation facing the survivors. The best 
solution for heirs and survivors alike 
is written agreements properly financed 
to guarantee cash to heirs for the full 
value of their interest in the business 
and control to survivors of full owner- 
ship of the business. Experience proves 
that at the death of the sole propri- 
etor, for instance, the solution is found 
in owning business insurance to offset 
shrinkages or to fund a “buy or sell” 
agreement. 
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Good Claims Work 
Builds Good Will 


L. W. DAWSON TELLS CLAIM MEN 


Mutual Life President Sees Expanding 
Social Security as Government 
Encroachment 


Expansion and liberalization of Federal 
Social Security and world-wide security 
plans of the United Nations agency, the 
International Labor Organization, were 
examples of government en- 
croachment on private enterprise and 
freedom and dignity of the individual 
by Louis W. Dawson, president of Mu- 
tual Life of New York speaking before 
the International Claim Association at 
Lake George, N. Y., this week. 

The “surest way” to combat these in- 
roads, Mr. Dawson declared, is for 
private business “to demonstrate con- 
stantly, by our day-to-day operation, 
that free enterprise does an excellent 
job that warrants public support.” 

The Mutual Of New York executive 
reminded the audience that insurance 
companies are in business to pay claims. 

‘There is no greater service the indus- 
try can render than to devise procedures 
for paying a death benefit as promptly 
as possible. In our own company we 
have set up a procedure under which 
routine death benefit cases up to $15,000 


cited as 


are paid across the counter, at agency 
offices all over the country, in exchange 
for proof of death. In 1952, 45% of our 


death benefits were paid in ‘this manner. 
Of the total of $57,000,000 in death bene- 
fits last year, more than 99% were 
paid within 24 hours after the necessary 
proof was received at the home office. 


Makes Claims Suggestions 


convinced,” Mr. Dawson 
the good will our 


“T am firmly 
said, “that much of 
business enjoys flows from widespread 
performance of this nature.” But he 
added that there were other “forward- 
looking steps” by which the private in- 
surance industry could gain the contin- 
ued support of the public. He recom- 
mended: 

1. Easing of the requirements for is- 
suing a duplicate policy where the origi- 
nal has been lost. 

2. Simplifying requirements for pay- 
ment in community property states. 

3. Waiving requirements for periodic 
current certificates of guardianship in 
connection with monthly disability bene- 
fits. j i 

4. Waiving requirements which call 
for an administrator to be appointed be- 
fore payment can be made under paid-up 
policies. 

5. Elimination of affidavit forms and 
even requirements for witnessing of sig- 
natures 

6. Simplifying the statement of an 
attending physician in a routine death 
case, or accepting an official death certi- 
ficate in lieu of an attending physician’s 
statement. 

_“I am quite certain,” Mr. Dawson con- 
tinued, “that most of us who have devel- 
oped these new practices have found 
that the assumption of the reasonable 
risks involved in the liberalization of 
requirements was more than compen- 
sated for by an improvement in policy- 
holder relation and savings in admin- 


istration costs.” 


Heads Claim Association 


EDWARD 


J. BOHNE 


Edward J. ‘Bohne, Equitable Life As- 
surance Society, was elected president 
of the International Claim Association 
at the 44th annual meeting this week at 
Bolton Landing, New York. Mr. Bohne 
recently celebrated his 20th anniversary 
with the Equitable which he joined as a 
senior claim examiner and is presently 
the associate superintendent of the claim 
department. He has been active in the 
affairs of the International Claim Asso- 
ciation for many years, serving on vari- 
and for several years 
relations committee, 
the chairman of 


ous committees 
headed the public 
and was more recently 
the executive committee. He was born 
in Brooklyn, attended St. John’s Uni- 
versity Law School and is a member of 
the New York Bar. In the past he has 
the secretary, vice chairman and 
the Eastern Life Claim 


been 
chairman of 
Conference. 

In addition to his claim activities, 
Mr. Bohne is a well known speaker and 
writer in the field of medical jurispru- 
dence and is presently vice president 
of the Society of Medical Jurisprudence 
of New York. He is a member of the 
Catholic Lawyers Guild of Brooklyn hav- 
ing served in the past as a member of 
the Board of Governors. Among his 
other activities is the Boy Scouts, 








Great-West Production 


Great - West Life’s year-to-date total 
now amounts to $241,370,000, which is a 
10% increase over the same period of 
1952, and is greater than the full year’s 
production of 1949. New business for 
August amounted to $29,251,000. 

I. A. Ward, Chicago, was leading rep- 
resentative for the company with $371,- 
250. J. M. McLean, Nova Scotia, 
was leading Canadian representative 
with $282,312. Other agents who ex- 
ceeded $100,000 of new business dur- 
ing the month were: C. Milton Sher- 
man, Cleveland; Morris Galnick, Chi- 
cago; H. Zlotnick, CLU, Vancouver; 
SK. Gole:* CLU, “Vancouver: A. OR: 
McIntyre, Regina; J. C. Toombs, Sas- 
katoon; J. Hinds, California; and R. 
Simard, Quebec. 


Honor Louis L. Graham at 
Intl. Claim Assn. Meeting 
Bolton Landing, N. Y., Sept. 14—The 


International Claim Association annual 
meeting at the Sagamore here today was 
dedicated to Louis L, Graham, vice presi- 
dent of Business Men’s Assurance, in 
recognition of his 25th anniversary as 
secretary of the association this year. 
He was presented with a suitably in- 
scribed gold wrist watch as a memento 
of the occasion. 





Greater New York Council of which 
he has been co-chairman of the life 
insurance section since 1946. 

Other officers elected are John Mc- 
Alexander, assistant secretary, Bankers 
National Life, vice president; Louis L. 
Graham, vice president, Business Men’s 
Assurance, secretary, reelected; F. L. 
Templeman, manager, accident and health 
department, Maryland Casualty, treas- 
user, reelected; L. L. Phelps, assistant 
secretary, North American Life of Chi- 
cago, chairman of the executive com- 
mittee. Members of the executive 
committee for two years are John G. 
Kelly, assistant general counsel, Mutual 
Life of New York; O. D. Welch, as- 
sistant secretary, Kansas City Life; 
Edwin Linthieum, manager, accident and 
Group claim department, the Travelers; 
Frederick T. Bernhard, claim manager, 
Home Life of New York. Members of 
the executive committee for one year are 
John W. Fischbach, general counsel, 
Minnesota Mutual; Luther T. Bass, as- 
sistant secretary in charge of claims, 
Pilot Life; Samuel B. Reed, assistant 
secretary, Connecticut General, Francis 
X. Reilly, assistant secretary, ‘Guardian 
Life, was named for one year to com- 
plete the balance of Ralph Heller’s term. 








operations. 


mation will be held confidential. 


York 38, N. Y. 





Regional Group Manager Wanted! 


Here is exceptional opportunity for right man to become associated 
with well-known midwest company, which is expanding group insurance 


Applicant needs minimum two or three years experience with large 
group writing company. Age, 30 to 40 preferable. New and existing 
territories open. Salary open. Give full details in first letter. All infor- 


Address Box 2193, The Eastern Underwriter, 93 Nassau Street, New 








James Elton Bragg 
To Teach at N. Y. U. 


FUNCTIONS OF LIFE INSURANCE 


As Adjunct Professor Will Give Course 
at Day and Evening Sessions; Will 
Continue as Guardian Gen. Agt. 


New York University’s School of 
Commerce, Accounts and Finance, in an- 
nouncing its schedule of courses in in- 
surance for the fall semester, has re- 
vealed that James Elton Bragg, general 
agent of Life in New York, 
will, as an adjunct professor of the uni- 
teach a course in the functions 


Guardian 


versity, 





enkins & Guillo, Inc. 
EL TON BRAGG 


JAMES 
of life insurance. Classes will begin on 
September 21. 

Mr. Bragg’s course, to be given at both 
the day and evening sessions, will cover 
the professional concept of life insurance 
—the technique of service to the buyer. 
It will include part of the material re- 
quired for CLU examination “A.” 

Mr. Bragg’s return to New York Uni- 
versity marks the resumption of a long- 
standing and distinguished association. 
He has previously taught at the univer- 
sity under Professor Griffin M. Lovelace 
during the 1920’s and again, as head of 
the insurance department, during the early 
1930’s. After becoming a general agent of 
Guardian Life in New York, Mr. Bragg 
continued as a lecturer in special insur- 
ance courses until 1941. 

To Continue as General Agent 

Mr. Bragg will continue his practice in 
the pension field as a general agent of 
the Guardian and as an independent 
consultant. He is currently a director of 
the New York Insurance Society and a 
trustee of the American College of Life 
Underwriters and chairman of its ex- 
amination board. 

Other courses offered by the university 
include life insurance estate manage- 
ment, covering in part the material re- 
quired for the CLU examination “C”; 
principles of insurance; principles and 
structure of life insurance; fire and in- 
land marine insurance; casualty insur- 


ance, and social insurance. 
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Palmer Sees Need for 
Better Merchandising 


TALKS TO MID-TOWN MANAGERS 





Life Insurance Ownership Must Be More 
Widely Appreciated; Discusses 
Recruiting and Training 





Addressing the Midtown Managers 
Association of New York this week 
Bruce Palmer, president, Mutual Benefit 
Life, made a plea for more efficient mer- 
chandising of life insurance and more 
widespread comprehension of it by the 
public. Despite the great volume of life 
insurance being written and its wide ac- 
ceptance by the public, too large seg- 
ments of the market are untapped. The 
desirability for ownership of life insur- 
ance should be made to permeate the 
minds of every one, and not just those 
persons reached by agents or who have 
been shown its essential merit by per- 
sonal observation of deaths covered by 
insurance in their immediate social cir- 
cles. 

“It is a subject which must be given 
a most extensive study with a possible 
application of more methods by us which 
have proven their worth in other busi- 
nesses. Research will tell what those 
methods are and the most worthwhile 
should be adopted. Furthermore, we 
might find something worthy of our con- 
sideration in such an event, for instance, 
as the annual exhibit of newly-modeled 
cars shown annually at Waldorf-Astoria 
by General Motors. People line up in 
long queues as they wait to enter this 
exhibit. Thousands attend. If new motor 
cars can attract so much attention it is 
obvious that life insurance, the most 
valuable product offered the public, might 
devise some way of being satisfactorily 
exhibited in a great area of national ob- 
servation.” 


President Gilmore of NALU a Guest 


Mr. Palmer also discussed recruiting, 
training and_ supervision. He favored 
more “on the job training’ through 
medium of joint work with the agent 
getting practical ideas through associa- 
tion with men already efficiently trained 
and with aptitude for training others. 

Among those attending the luncheon 
were Robert C. Gilmore, Jr., newly 
elected president of National Association 
of Life Underwriters, and Francis G. 
Bray, general agent, New England Mu- 
tual Life, Houston, Tex. President of 
mid-town managers is John E. Spence, 
general agent, Penn Mutual Life. 


Named by American Life 


Enos Cook, life agent for American 
International Underwriters for the past 
three years, has been appointed branch 
manager in Beirut for the American 
Life Insurance Company. One of the 
companies in the American International 


groups, ALICO is an American legal 
reserve life insurance company with 
home offices in Wilmington, Delaware. 


ALICO is entered to do business in the 
following territories: Delaware, U.S.A., 
United Kingdom, Hongkong, Singapore, 
Malaya, French Indo-China, Indonesia, 
Philippines, Pakistan, Lebanon, Barba- 
dos, British Guiana, Jamaica, ‘Trinidad 
and Tobago, Curacao and Aruba. 

Mr. Cook’s insurance career started 
with the Great West Life in Lansing, 
Michigan and later he became one of 
their top producers. His next assign- 
ment was in Manila, where he was the 
only American agent for West Coast 
Life. From there he transferred to Theo. 
H. Davies & Co., general agents for 
Lincoln National Life. Later he became 
‘associated with the Ohio National offices 
in Lansing and Los Angeles. 

A CLU, Mr. Cook also was an inde- 
pendent agent and prior to his first as- 
signment with AIU was educational di- 
rocker of Beneficial Standard Life of 
California. 


Mark C. Muller Addresses 
Gilbert V. Austin Agency 


Members of the Gilbert V. Austin 
Agency, Aetna, of Brooklyn and Hemp- 
stead, had as guest speaker at their 
first fall meeting, Mark C. Muller, CLU, 
Phoenix Mutual, Kuesel Agency. His 
topic was “Selling the Professional 
Man.” 

Mr. Muller joined Phoenix Mutual in 
1936 at the age of 27. He received his 
CLU designation in 1947, a year that 
also marked the first of seven consecu- 
tive Million Dollar Round Table mem- 


berships. He has written over 100 poli- 
cies each year since returning from mili- 
tary service, not including pension trust 
business. The majority of his sales were 
to professional people, and practically all 
were on the “Retirement Income Pack- 
age” approach. 

Mr. Muller was introduced by Assist- 
ant General Agent Emil Kohut and was 
thanked for his fine talk by agent Mich- 
ael V. Montalbano. 
the agency’s 


, 


Following the meeting 
leading producers comprising the Agents 
Advisory Council, attended a luncheon at 
the Brooklyn Club. 











The Saturday Evening 


POST 





You’d expect a man to be a Big Time 
Operator to be featured in a Saturday 
Evening Post ad costing $14,670. 
And he is! After just seven years with 
Mutual Benefit Life, Charles R. Gibbs 
of San Francisco has qualified for this 
national recognition. 


It’s not only a tribute to Charlie but, 
we think, to the basic and advanced 
training he received here in the Home 


Office. 
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Prudential Omitting 
War Clause Exclusion 


LIBERALIZATION FOR SERVICES 





Company Also Easing Underwriting 
Policy on Aviation Risks Both Mili- 
tary and Civilian 





Restrictive “war clauses” will here- 
after be omitted from many of the life 
insurance policies issued by The Pru- 
dential. This action, along with the lib- 
eralization of other provisions are a re- 
sult of the cessation of hostilities in 
Korea. 

The company has informed its sales 
organization that insurance without the 
war clause restriction will be issued in 
limited amounts, based on age group, to 
men in the military service or alerted 
for duty so long as they do not antici- 
pate assignment to combat units in pos- 
sible trouble areas. Men who are neither 
in service nor alerted may purchase nor- 
mal amounts for their needs. 

At the same time the company en- 
nounced an easing of underwriting pol- 
icy on aviation risks, both military and 
civilian. 


“These liberalizations,” the company 
says, “are being made to reflect the 
present world situation. If conditions 


change, it may be necessary to again re- 
vise our underwriting rules.” 


Camp and Patrick Named to 
Advisory Housing Group 


Washington—Ehney A. Camp, Jr., of 
Birmingham, Ala., vice president and 
treasurer of Liberty National Life and 
Robert B. Patrick of Des Moines, Iowa, 
financial vice president of Bankers Life, 
have been named members of a special 
advisory committee on Government 
housing policies and programs. 

Both life industry officials are widely 
known as experts on mortgage market 
problems. 

The committee was set up by Presi- 
dent Eisenhower under an executive or- 
der calling for a review of the Nation’s 
housing needs, and former Congressman 
Albert M. Cole, now head of the Hous- 
ing and Home Finance Agency, was 
appointed to the chairmanship. 

Placing of the two industry executives 
on the 2l-member advisory committee 
was particularly important in view of 
the field President Eisenhower has laid 
out for study. 

Mr. Eisenhower said he looks to the 
group to “develop for me a series of 
recommendations which will clearly 
identify the proper role of the Federal 
Government in this field and outline 
more economical and effective means 
for improving the housing conditions of 
our people.” 

That the study will cover the entire 
subject is indicated by the inclusion of 
the two mortgage experts. 





Kohn-Dwyer-Kohn Named 
By U. S. Life in Albany 


United States Life has appointed the 
Kohn - Dwyer - Kohn ( General Agency in 
Albany, N. Y. David Kohn was formerly 
with the Travelers for 12 years being a 
successful producer in the Albany area. 
A former president of the Retail Store 
Merchants of Greater New York, he has 
been golf champion of Shaker Ridge 
Country Club for many years. 

Robert H. Dwyer, who leaves a post 
as assistant manager of an Albany 
agency to join U.S. Life, became a dis- 
trict agent for The Prudential after 
graduating from Bowling Green Univer- 
sity in 1950. He later was a special 
agent in Ordinary. 

Herbert S. Kohn is a native of Albany 
and has a B.S. from Sierra College. In 
1950 - 51 was account executive for radio 
station WROW in Albany and _ since 
that he has been special agent and 
assistant manager of an Ordinary agen- 
cy in Albany. 
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Laurence Lee Would 
Stop Centralization 


CHECK GOVERNM’T COMPETITION 





U. S. Chamber Chairman Addresses In- 
ternational Claim Assn. Meeting at 


Bolton Landing, N. Y. 





Bolton Landing, N. Y., Sept. 16—Lau- 
rence F. Lee, chairman of the board of 
the U. S. Chamber of Commerce urged 
the life insurance industry to help rally 
public support for the new Federal Com- 
missions on Intergovernmental Relations 
and on Organization of the executive 
branch. 

In a 
Claim 
while 


the International 
Association, Mr. Lee said that 
the two commissions can spot- 
light savings that will accrue from di- 
verting authority and_ responsibility 
from Washington to state capitals and 
county seats and develop case histories 
of government competition with private 
business, “we must translate these facts 
in terms of the personal wants and 
needs and well being of the individual 
citizen.” 

The life insurance industry has a spe- 
cial role to play, he said, because “we 
are supposed to be very good salesmen,” 
and because the industry has thrived un- 
der se pe ition by the states. 

Mr. Lee, who is president of the Occi- 
dental Life of Raleigh, N. C., and of 
Peninsular Life of Jacksonville, Fla., 
said that while the industry has so far 
successfully resisted Federal regulation, 
it was under an intermittent threat from 
several directions. 

Meanwhile, he said, the Federal Gov- 
ernment has become “the world’s largest 
insurance underwriter,” and is competing 
directly with private insurance compa- 
nies as it competes in other ways with 
other types of private enterprise. 

“If there is a real will among us, we 
men in business can put the brakes on 


talk before 


the drift toward centralization and the 
invasion of private enterprise,” said Mr. 
Lee. 

He said that a “ vast amount of ac- 


tivity within the states” has followed the 
National Conference on Federal-State 
Relations in Washington last June which 
was sponsored by the ( ‘hamber of Com- 


merce of the United States. 
“It is essential that the states be 
prepared to assume functions that the 


Federal Government has been handling. 
In essence, the issue rests on concen- 
trated public education to establish the 
fact that it is less costly and more 
effective to operate certain of the Fed- 
eral-aid type of programs without Fed- 
eral help. 

“To insure freedom in this or any 
country, the functions of government 
must be kept responsive to popular will. 
Governmental power must be kept as 
near to the governed as possible. When- 
ever governmental power is moved sev- 
eral echelons above popular suffrage, the 
government’s reactions to public will are 
delayed. Its responses to the will of the 
voters are weakened. Democratic self- 
government fades, and _ bureaucracy 
flourishes. 

“It is easy for the people to clean 
up a mess in the county courthouse be- 
cause they can see it—and they can un- 
derstand it. It is not easy to clean up 
a mess in the maze of Washington bu- 
reaucracy.” 


Mr. Lee declared that President 
Eisenhower and the leadership of the 
Congress regard the issue of Federal- 


state relations and government competi- 
tion with private industry as calling for 
“urgency” action. 

“We have trapped ourselves into a 
position where we have less and less to 
say about the disposition of our tax 
dollars,” said Mr. Lee. “Money that 
should remain in the states now goes to 
Washington, and is parceled out to the 


states under the misleading names of 
‘Federal aid’ and ‘Federal grants.’ If 
that money were left in the states, it 


would be administered by state and local 
authorities under the close scrutiny of 
the people. As it is, our Federal Gov- 


R. H. Long Discusses 
Claims, Court Practice 


SETTLEMENT AND DEFENSE 





Contributory Disease as Defense in 
Event of Death by Accidental 





Means 
Bolton Landing, N. Y., Sept. 14—Row- 
land H. Long, counsel, Massachusetts 


Mutual Life addressed the 44th Annual 
Convention of the International Claim 

Association on the subject of “Contribu- 
tory Disease as a Defense to Claims 
for Benefits in the Event of Death Re- 
sulting From Injuries Caused by Acci- 
dental Means.” 

Mr. Long’s background experience as 
a lecturer on insurance law at St. John’s 
University School of Law together with 
his trial experience as trial and appel- 
late counsel with Tanner, Sillcocks & 
Friend stood him in good stead as he pro- 
pounded on the case law of the various 
states as it applied to the problem under 
consideration. Mr. Long’s conclusions 
on the subject were: 

Some of Conclusions 

1. Payment should be made and in practice 
payment is generally made in the classifications 
which follow: 

(a) Cases which involve mere temporary dis- 
orders, functional disturbances or frail general 
conditions. : 

(b) Cases in which the facts fail to establish 
causal relation between disease and injury or 
death. ‘. y 

(c) Cases which involve intervening disease 
which follows as a natural, though not neces- 
sary consequence of an injury. 

2. If the defense of contributory disease is 
to have a reasonable chance for success, counsel 
must insist on certain minimum requirements, 
Viz: 

(a) The charge should be adapted to the exact 
problem presented by the evidence, analyze the 
policy provisions and indicate to ‘the jury the 
fact conclusions they may make under the evi- 
dence and the proper application of the policy 
provisions to each conclusion. 

_(b) The charge should give a defin'tion of 
disease plus a norm or standard to enable the 
jury to determine the existence or non-existence 
of disease. 

(c) The court should be requested to sub- 
mit questions to the jury. The general verdict 
should be avoided if the practice of the forum 
permits. 

3. Bad law may be ennunciated in the trial 
court but bad law is made in the appellate court 
and disseminated in published opinions. 

An appeal should not be taken where the 
evidence presents a question of fact, except 
when the verdict is clearly against the weight 
of the credible evidence and then only in 
those jurisdictions where the trial and appellate 
courts are empowered to set a verdict aside 
when it is against the weight of the credible 
evidence. 

An_ appeal 
questions are 


should be taken only when law 
clearly presented by the record. 

Never take an appeal bottomed on disappoint- 
ment and a conviction of the heart that the 
jury could not have found against you on any 
a short of utter imbecility or aberration of 
min 





ernment charges a brokerage fee for 
collecting it from the states and another 
brokerage fee for disbursing it to the 
states, 

“Thousands of our people harbor the 
delusion that some unknown other people 
provide the funds that we have learned to 

call ‘Federal grants’ or ‘Federal aid.’ 
They do not realize that they themselves 
are paying the bill for everything that 


Experienced 


Salary open. 


Street, New York 38, N. Y. 











STOP GROPING ... 
START GROUPING! 


YOUR clients have group 
business waiting for you 
. .. but how long can they 
wait? Now is the time to 
call in your experts... 
before competition writes 
the case. With W & W you 
clients and 


serve your 


yourself by offering 
the utmost in group coun- 


sel and coverage. 


White & 
Winston, Ine. 


271 MADISON AVE., NEW YORK 16 
LExington 2-8518 
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HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
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Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6° 
Telephone HAnover 2-5840 














Promotion Aids 


ODAY’S wage earner 

realizes that his life 
insurance program is the 
key to his future estate. 
Aiding the agent in estab- 
lishing this important 
philosophy are the fine 
promotion efforts of the 
life insurance business. 


A continued increase 
in the number of indi- 
viduals desiring future 
financial security for 
family and self has oc- 
curred because of a sound 
presentation of the aims 
and purposes of life in- 
surance. To effect such 
a program there must be 
a close liaison between 
Home Office and Field. 


The rapid growth and 
progress of The Union 
Labor Life is an indica- 
tion of how well Home 
Office and Field can work 
together for the good of 
the policyholders it is our 
purpose to serve. 




















Group Insurance Salesmen 


Contacts in New York City with brokers important. 


Generous extra remuneration plan. 

All employee benefits available. 

Ability to produce business essential. 

Complete group portfolio including permanent and 
deposit administration annuities. 

Established Company with excellent reputation. 


Write comprehensive resume, personal, educational, business 
history to Box 2191, The Eastern Underwriter, 93-99 Nassau 


Our Company men have been informed of this advertisement. 


comes out of Washington. Our Republic 
can not long survive if a spineless de- 
pendence on centralized authority re- 
places the individual backbone that built 
this nation.” 





Importance of Claims Men 
Stressed by A. G. Straub 


The important role played by claims 
men in the insurance business was 
stressed by New York Deputy Superin- 
tendent of Insurance Adelbert G. Straub, 
Jr. 

Speaking at the 44th annual meeting 
of the International Claim Association 
at Lake George, N. Y., Mr. Straub 
stated that the reputation of the busi- 
ness stands or falls on the integrity, 
intelligence, fairness and skill of the 
claims man. He declared that the re- 
sponsibility and complexity of claims 
work has increased enormously with the 
growth of new and complex forms of 
coverage in the accident, health, hos- 
pitalization and _ disability insurance 
fields. 

The claims man, he said, “must not 


only be something of a doctor, lawyer, 
psychologist, statistician and actuary, but 
must also rate high in diplomatic skill, 
tact, human sympathy and understand- 
ing. This is a great deal to ask of 
one man.” 
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Bernhard Report to Claim Ass’n 


Frederick T. Bernhard, claim manager, 
Home Life, president, International 
Claim Association, in his report at the 
annual meeting, held this week at Bolton 
Landing, N. Y., said that one of the 
matters. which has come particularly to 
the forefront, during his administrative 
year, is that of the preparation of uni- 
form and simplified claim forms for 
completion by doctors and_ hospitals. 
“There is probably no one thing con- 
fronting us presently,” he said, “which 
is of greater importance, which is more 
pressing, which involves more difficult 





Pach Bros., N.Y. 
FREDERICK T. BERNHARD 


work and which requires to a greater 
extent our utmost cooperation. 

“With the very substantial increase 
in the past few years in both individual 
and Group insurance coverage in the 
life, accident and health, hospitalization 
and medical and surgical expense fields, 
doctets and hospital personnel are hav- 
ing to devote more and more time to the 
completion of claim forms. Due to this, 
it is not unnatural that more complaints 
have arisen than heretofore. The com- 
plaints are, broadly, that: 


“1. There are too many different 
forms. 

“2. Forms are too long and too com- 
plex. 


“3. The same question is worded in 
different ways requiring study to deter- 
mine just what is wanted. 

“4. Non-medical and investigative in- 
quiries are made in medical forms. 
“5. Forms used are often an imposi- 
tion on the doctor’s time and not infre- 
quently on his integrity. 


Life Committee Report 


“A study of the life committee’s re- 
port made at last year’s meeting indi- 
cates that in only too many instances 
these complaints are justified, and, as 
then pointed out, while it is true that 
doctors and hospitals are collecting more 
of their bills because of insurance, still 
none of us would argue that this justi- 
fies unreasonable requirements. 

“In some areas hospitals and clinics 
have devised their own forms and are 
refusing to complete any others; such 
action is being considered in other areas. 
Medical societies are receiving com- 
plaints from their members with re- 
quests for standard forms. Other doc- 
tors and hospitals are considering the 
possibility of charging companies for the 
completion of forms. 

“Obviously, it is unfair to place the 
burden of preparing forms on hospitals 
end doctors who are, in general, un- 
familiar with the many facets of claim 
administration. Accordingly, the Inter- 


national Claim Association and_ the 
Health Insurance Council, of which the 
Association is a member, have, in an 
endeavor to relieve the problems of the 
medical people, advised them that the 
insurance industry will provide the nec- 
essary simplified and uniform claim 
forms. Both organizations are and will 
cooperate in the work of preparing these 
forms and in securing their adoption 
and use by the insurance industry and 
medical and hospital organizations.” 
Reviewing briefly some of the accom- 
plishments to date, Mr. Bernhard said 


that the life committee has completed 
and sent to the membership, physicians’ 
forms for (1) disability claims and (2) 
death claims. The disability forms were 
released first and have received wide 
acceptance; the death claim forms are 
being well received with returns. still 
coming in. The Group and the personal 
accident and health committees have 
prepared forms under their asignment 
and have had these under consideration 
with the Health Insurance Council Com- 
mittee this past week. 


“The accomplishment of this project 
of simplification and standardization of 
claim forms,” Mr. Bernhard concluded, 
“cannot help but be a great step for- 
ward in our public relations program 


Group Business Increase 


Group Life Insurance in force in Pa- 
cific Mutual Life now stands at over 
$400,000,000, according to figures released 
by Ralph J. Walker, vice president in 
charge of the company’s group opera- 
tions. The figure represents an increase 
of better than $33,000,000 since January 
1, 1953. 





and should represent another milestone 
reached in the goal of private insurers 
to pay all just claims cheerfully and 
promptly with a minimum of require- 
ments.” 












ENDOWMENTS 
SHOULD BE 


FLEXIBLE, TOO! 





WHAT HAPPENS when an Endowment owner 
finds that his kind of policy is temporary, too? 


Needs, like wants, can change. Suppose an 
Endowment owner does discover he’ll still need 
insurance after his policy would mature? 





Suppose he has meanwhile become uninsurable? 


It’s not the money he will eventually save but 
the protection that will eventually terminate that 
concerns him then. 


The built-in flexibility that’s standard in all of 
Occidental’s straight Endowments may possibly 


help him then — like this: 


During the 90-day period when cash value 
equals the single premium for the same amount 
of Life — not Endowment! — insurance, the 
insured may change to a paid-up Life policy — 


without evidence of insurability! 


It’s a typical Occidental offering. 


HOME OFFICE: Los Angeles 
W. B. STANNARD, Vice President 


“A Star in the West...’ 









*‘WE PAY AGENTS LIFETIME RENEWALS... THEY LAST AS LONG AS YOU DO!" 








Dp 
Page 8 
: 8 BESANT Re 


a ed AS AKERS EWE 












September 18, 1953 





Excelsior Life Home Office Changes Announced 


tendent of agencies in 1932. Five years 
later he was made manager of agencies 
and in 1942 was appointed general mana- 


Excelsior Life of Toronto has an- 
nounced the retirement of Thos. O. Cox 
from the general managership of the 





THOMAS O. COX G. PRICE THOMSON 

administrative officer of 
1947 he became a di- 
Life, and will con- 


company, and the appointment of G. ger and chief 
Price Thomson as the new general the company. In 
manager. Also announced by President rector of Excelsior 





M. K. KENNY 


A. W. 


JOHNSTON 


A. Bruce Matthews was the appointment tinue as a member of the board. 

of A, W. Johnston as actuary and M. Well known in insurance circles across 

K. Kenny general manager Canada, Mr. Cox has also served as a 

and director of agencies. member of the executive committee of 
Mr. Cox was born in Ireland, went to the Life Agency Officers Association 

Canada in 1907 and in 1925 joined Ex- just prior to the formation of the pres- 

celsior Life. In 1931 he became provin- ent LIAMA. 

cial manager for Ontario and superin- He owns a 300-acre farm fronting on 


as assistant 
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Lake Ontario, about 90 
miles east of Toronto, and_ intends 
spending most of the spring, summer 
and fall months in these surroundings 
which he acquired some years ago in 
anticipation of his retirement. 

Mr. Thomson has spert his entire 
business career with Excelsior Life, en- 
tering its actuarial department upon 
graduation from Queen’s University in 
1926. In 1938 he became joint actuary 
of the company with A. W. Johnston, 
and in 1944 became assistant general 
manager as well. 

In addition to being active in actuarial 
circles, Mr. Thomson has long exercised 
a keen interest in all other phases of the 
business. For several years he has been 
a member of the —— business com- 
mittee of LIAMA 

Mr. Johnston’s career began in 1916 
when he joined Excelsior Life’s actuarial 
department, which he now heads. He. is 
an associate of the Institute of Actuaries 
of Great Britain, and«a fellow of the 
Society of Actuaries on this continent. 

Mr. Kenny has been wiith Excelsior 
Life since 1945, following his service 
with the Canadian Army from 1942 to 
1945, and since 1948 has been general 
superintendent of agencies. Prior to the 
War he was, for ten years, an agent in 


the shore of 


Montreal and an assistant superinten- 
dent of agencies of another company, 

In addition to being a member of 
LIAMA’s board of directors he is cur- 
rently chairman of this year’s annual 
meeting committee, a member of the 
management training; advisory commit- 
tee and the Canadian companies com- 
mittee. 

During the 1949-1950 he was chairman 
of the agency officers section of the 
Canadian Life Insurance Officers Asso- 
ciation. 


Gov. Herter Commission 

Governor Christian A. Herter of 
Massachusetts has appointed the follow- 
ing to a recess commission to investigate 
and study certain changes in the state 
retirement law: 

Edward A. Green, second vice presi- 
dent, John Hancock, Boston; Orville F. 
Grahame, vice president and general 
counsel, The Massachusetts Protective 
Association and the Paul Revere Life, 
Worcester; W. Roy Carrick, general 
agent, Aetna Life, Worcester; Joseph 
Holdsberg, CPA, Everett; John Mann- 
ing, State Employes Association, ‘Bos- 
ton. 





--.and records show that, throughout the 
length and breadth of the nation, there 

are few communities indeed without a 
policyholder, annuitant or beneficiary of the 


Sun Life Assurance Company of Canada... 
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Lester O. Shriver New 
Executive Head of NALU, 
Takes Office October 1 


LESTER O. SHRIVER 


Lester O. Shriver, newly appointed 
managing director of National Associa- 
tion of Life Underwriters, will assume 
his new duties on October 1. One of 
most noted men in life insurance produc- 
tion and also prominent in civic life of 
Peoria, Ill, he was for a quarter of a 
century general agent of Aetna Life in 
that city. 


Chicago Meeting 


The play “The Ordeal of Richard 
Roe” will be presented to the joint meet- 
ing of the Chicago Chapter, Chartered 
Life Underwriters and the Chicago As- 
sociation of Life Underwriters next week 
in the Morrison Hotel. 

Written by Laflin Jones, CLU, execu- 
tive assistant of Northwestern Mutual, 
the play will be presented through the 
courtesy of the Northwestern Mutual. 
The original cast from the Shorewood 
Players in Milwaukee will perform at 
the Chicago meeting. This drama is but 
one feature of the joint meeting which 
will begin at 9:30 in the morning with 
a reception for new CLU’s. At 10, J. 
Harry Wood, professor of management, 
School of Business, Washington Uni- 
versity, St. Louis, Mo., and editor of 
CLU Journal, will speak on “Why More 
People Should Invest More Money in 
Life Insurance: A New Look.” 

Co-chairman of the meeting are John 
O. Todd, CLU, and Francis W. Morley, 
Ir CLV. 


Pacific Mutual Changes 

Expansions in Group regional office 
staffs of Pacific Mutual Life at key 
points across the country have been an- 
nounced by Ralph J. Walker, vice presi- 
dent in charge of the company’s Group 
operations. 

Appointed to the post of home office 
representatives are John W. Craddock, 
at Houston; William B. Tomkiel, at 
Newark; John F. Stewart, at San Fran- 
cisco, and Herbert H. Oman, at Los 
Angeles. Mr. Craddock was formerly in 
Pacific Mutual’s Washington, D. ; 
Group office, and Mr. Tomkiel on the 
Cleveland Group staff. Messrs. Stewart 
and Oman have recently completed the 
company’s intensive training program. 

All four appointments, according to 
Mr. Walker, are the result of Pacific 
Mutual’s rapidly growing volume of 
Group coverage in force in the respec- 
tive areas. 





Bank Host to Philadelphia 
CLU Prospective Candidates 


The Girard Trust Corn Exchange 
Bank, Philadelphia, was host to more 
than 175 prospective candidates for the 
Chartered Life Underwriter designation, 
at a luncheon meeting at the Bellevue 
Stratford Hotel Wednesday. 

The purpose of the luncheon was to 
acquaint life insurance men and women 
with the aims and purposes of the CLU 
program; to assist them in enrolling in 
the study courses; and to underscore the 
importance of the underwriter’s place on 
the estate planning team. 

Speakers included A. 
and Robert E. MacDougall, vice presi- 
dents of Girard Trust Corn Exchange, 
and Dr. Davis W. Gregg, dean of the 
American College of Life Underwriters. 

C. Roger Stegmaier, chairman, Phila- 
delphia Chapter of the Pennsylvania In- 
stitute of Certified Public Accountants 
and prominent CLU officials and life un- 
derwriters representing other groups 
also attended. 


Douglas Oliver 


Dr. N. C. Kiefer’s New Honor 

Dr. Norvin C. 
director, Equitable 
given the Distinguished Service Award 
of the Federal Civil Defense Adminis- 
tration, it was announced today. Author 


Kiefer, chief medical 


Society, has been 


of a number of papers on health re- 
sources for a national emergency and 
the health aspects of civil defense and 
disaster control, Dr. Kiefer served for 
two years as director of the Health and 
Special Weapons Defense office of the 
Civil Defense Administration, 
Washington, D. C. He was appointed 
medical 


Federal 


Equitable chief director on 


August 1. 


Daughter for M. I. Spechts 
Mr. and Mrs. Myron I. 


announced the arrival of a new daughter, 


Specht have 


Laurie Beth Specht. Mr. Specht is gen- 
eral agent in Brooklyn for Security Mu- 
tual Life. They are residents of Hicks- 
ville, Long Island. 














WANTED 


Aggressive man or woman to earn addi- 
tional money as brokerage supervisor. 
Experience not necessary and you may 
continue as a personal producer. Best 
underwriting and live wire agency mid- 
replies 


town. Drawing account. All 


confidential. 
Box 2187 


The Eastern Underwriter 
93-99 Nassau Street, 
New York 38, N. Y. 























MADE ASSISTANT MANAGER 

Louis P. Kruzick has been appointed 
assistant manager in lowa for Con- 
necticut General Life. He has been with 
the company for the past three years. 


Sun Life Dividend 
Sun Life Assurance Co. of Canada has 
declared a dividend of 75 cents, payable 
October 1 to shareholders of record Sep- 
tember 15. 
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More Prudential Representatives 
received the National Quality Award 
for 1951-52 than representatives 


of any other company. 






According to recent reports from the Life Insurance Agency Management 


Association and the National Association of Life Underwriters. a total of 950 Prudential 


representatives received National Quality Awards for the period ending December 1952. 


Thus, for the second consecutive period, Prudential life underwriters have led 


the insurance field . . . 


writing the kind of life insurance policies that 


best serve the policyholder and contribute to the stature of the industry. 


To them, and to all winners of the National Quality Award, 


our heartiest congratulations! 


The PRUDENTIAL 


INSURANCE COMPANY OF AMERICA 
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Social Research School Workshop 


primarily for 
an- 


A workshop designed 
life insurance representatives is 
nounced by the New School for Social 
Research, 66 West Twelfth Street, New 
York City, and scheduled for Saturday, 
An all-day affair, the pro- 
ceedings will be directed by Solomon 
Huber, faculty member, publisher and 
general agent of Mutual Benefit Life. It 
is an intensive exploration and analysis 
of important segments of estate planning, 
stressing insurance and tax aspects. 
This move by the New York School 
represents another step in its program of 
courses 


September 26. 


adding a number of “how to do” 
to its curriculum. The success of similar 
forums led President Hans 
secure Mr. Huber’s assistance in install- 


ing life insurance courses dealing with 


Simons to 


public relations, programming, estate 
planning, wills and business insurance. 
This was followed recently by an experi- 
mental one-day class which attracted 
fifty-six outstanding registrants. En- 
couraged by the response, the New 
School is now launching a _ more 


ambitious program and plans to repeat 
it annually. 


The lecturers for the day comprise ex- 


clusively executive editors of the Re- 
search Institute of America. 

The program follows: 

10:00 a.m—Specific ways of convert- 


income into capital gains. 
Augustus. Morris, M. S., Columbia; 
CPA, managing editor, bi-weekly Taxa- 
tion Report; business tax analyst, Fed- 
eral Tax Coordin: itor service: 
11:15 am.—lIncreasing the executive's 
take home pay. 


ing ordinary 


Charles E. Elting, LL.B., Harvard; 
LL.M., NYU, member, New York and 
Connecticut Bars, Section of Taxation, 
New York State Bar Association; editor, 


Federal Tax Coordinator, lecturer on 
taxation. 

2:00 p.m.—Charitable foundation for 
the businessman of moderate means. 

Leon Gold, LL.B., Harvard. Member, 
New York Bar; chairman, Federal Tax 
Department, Research Institute of 
America. 

2:50 p.m.—Getting the best tax breaks 
from life insurance. 

Emil J. Ernst, LL.B., 


Harvard. Mem- 





Mutual Trust’s Convention 


For Western Agency Group 

Mutual Trust Life’s regional conven- 
tion was held recently for the western 
agency group in Brainerd, Minn. The 
convention was opened with a dinner and 
a reception. The business sessions were 
held 3 ae two days. 

Highlight of the program was a novel 
reception, patterned after the recent 
presidential conventions. Raymond 


Olson, president of the company, pre- 
sided as chairman, and Agency Secretary 
Charles H. Kiefer, handled the roll call 
of the delegates. As each state was 


named the various general agents intro- 
duced their delegates. 

A panel discussion based on the radio 
program “What’s My Line” was built 
around the subject “What’s Your Prob- 
lem. ” In addition a second pane] discus- 
sion was built around the subject, “Hab- 
its Take Practice.” Speakers for the 
business sessions represented field and 
the home office. The final speaker for 
the business sessions was O. I. Herts- 
gaard, a member of the company’s board 
of directors. 

The regional convention closed with 
a banquet at which President Raymond 
Olson gave a brief address and pre- 
sented awards to the winners of the 
golf tournament and gave recognition to 
many of the qualifiers. 


ber, New York Bar; managing editor, 
Research Institute’s Federal Tax Co- 
ordinator; co-author, Guide to Tax 


Economy. 
4:00 p.m—Using powers of appoint- 
ment to save tax dollars. 


Harold Wurzel, LL.B., Columbia. 
Editor, Federal Tax Department, Re- 
search Institute of America; author, 


Powers of Appointment and Revised 
Insurance Planning. 

Three-quarters of the speaker’s time 
is to be devoted to his subject, followed 
by a 5 to 10-minute break during which 
the audience will write its questions. 
The rest of each period will be an 
answer session. 

This is the first forum, according to 
Mr. Huber, in which lecturers will utilize 
the second person, as they naturally 
would if they were explaining the sub- 
ject to a client. Simplicity of expression 
and presentation will be the predominant 
note. 

Registration should be effected by mail 
only, accompanied by the tuition fee of 
$10 prior to September 19. Enrollments 
will not be accepted after that date. 


VVVVVVVVVVVVVVVVVVVY 


“Girl Friday" Available 


What general agent or manager in 
Greater New York needs a "Girl 
Friday," now available, who has had 
over I5 years’ experience in life insur- 
ance—most of the time as cashier or 
office manager? Thoroughly familiar 
with agency routine; also qualified for 
secretarial duties or as executive assist- 
ant to general agent. 

Address Box 2192, The Eastern Un- 


derwriter, 93 Nassau Street, New York 
28; a: 7. 
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EVERYONE’S TALKING! 


OUR GENERAL AGENTS— 
about Crown Life’s 

© Lower Rates. 

®@ New Policy Plans. 

© Greater Opportunities. 


about Crown Life’s 


they need. 


POLICY OWNERS— 
about Crown Life’s 


® Low Cost Protection. 


ment. 
© Our outstanding record. 


Georgia, Hawaii, Idaho, Indiana, Kansas, 








BROKERS and SURPLUS WRITERS— 


© Ability to provide the extra servic 


® Understandable Policies of achieve- 


For comparisons at a glance—ask for Crown Life’s dial-a-rate card— 
rates at all ages for most plans with a flick of the finger. 


We are talking about further expansion. 


CROWN 
INSURANCE COMPANY 


Home Office, Toronto, Canada 


Over One Billion in force in our 53rd year 


Licensed in: Alabama, Alaska, Arizona, ogg om Colorado, District of Columbia, Florida, 
ouisiana, 
New Jersey, New Mexico, North Dakota, Ohio, Oreg 


Puerto Rico, Texas, Virginie, Virgin Islands and Washington. 





Franklin Honors O’Brien 


Field men of Franklin Life of Spring- 
field, Illinois dedicated all sales during 
August to the honor of Vice President 
F. J. O’Brien. The drive placed empha- 
sis on number of sales in Mr. O’Brien’s 
honor. Over 8,000 sales were reported 
during the month, making the greatest 
in the history of the Franklin. 

On his birthday, officials of the Frank- 
lin gathered in Vice President O’Brien’s 
office to extend greetings of the home 
office staff and field. Cash prizes were 
awarded to the leaders in number of 
sales, volume, and number of sales of 
the company’s exclusive Home Protector 
contract. Winners were: Milton Fodi- 
man, Maryland, who sent in 78 sales to 
win first prize in number of sales, with 
C. A. Thaxton, Montgomery, Alabama, 
winning second prize with 63 sales. Gen- 
eral Agent E. F. Gore, Fort Lauderdale, 
Florida, led in volume for the month 
with 42 sales for a total of $352,000 vol- 
ume. Adrian E. James, Lubbock, Texas, 
took first prize in number of Home 
Protector sales made during the month. 





“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 


General Agent 


Continental Assurance Company 
Chicago, IIl. 
32 Court Street Brooklyn 2, N. Y. 
TRiangle 5-7362 








HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
50 Court St. MAin 4-7951-2-3 

























LIFE 


Minnesota, 
on, Pennsylvania, 


Maryland, Michigan, 








Lincoln National to Write 
Life & A. & S. in Canada 


Ottawa—Lincoln National Life has been 
authorized to transact in Canada the 
business of life insurance, personal acci- 
dent insurance and sickness insurance, 
according to notice filed in Ottawa by 
the Department of Insurance, with W. E. 
McLean, Toronto, being appointed chief 
agent in Canada for the company. 





Halnhabetd(alats 
Coaching 


ROBERT M. MOORE's accomplish- 


ments with Pacific Mutual in 
20 months as Agency Super- 
visor at Dallas earned him pro- 
motion to the home office as 
Agency Training Supervisor. 
“My General Agent worked with 
me constantly,”’ Bob says, “‘and 
as Supervisor it’s my responsi- 
bility to see my men get steady 
guidance too. Continuous coach- 
ing is the P.M. way. It keeps the 
lags out of production—keeps 
us all on the track.”’ 


bwetot hate] 
Gea akted | 


LIFE INSURANCE COMPANY 


HOME OFFICE: LOS ANGELES, CALIF. 


1868 


« ACCIDENT & HEALTH 
GROUP 


LIFE 
RETIREMENT PLANS - 
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J. E. Kenny Joins Patterson 
As Associate Gen’! Agent 





JOHN E. KENNY 


John E. Kenny has just assumed the 
duties of associate general agent of the 
Lloyd Patterson Agency of Massachu- 
setts Mutual at 17 East 42nd Street, New 
York City. 

Mr. Kenny is a graduate of Yale Uni- 
versity 1942, and a member of the Yale 
Club in this city. From graduation he 
spent four years in the Navy, finishing 
as lieutenant. Following his discharge 
he became sales representative of the 
International Business Machine Corpo- 
ration in Connecticut. His contact with 
life insurance interested him enough to 
enter the business and later became as- 
sistant general agent with the Krebs 
Agency of the Aetna in New York. 

He is a member of the Supervisors 
Association and active on several com- 
mittees in the Life Underwriters’ Asso- 
ciation. He has a broad experience in 
selling, recruiting and training in all 
forms of life insurance, including busi- 
ness insurance and pensions. ; 

He will be assisted in his new job 
by Graham Thackwell, well known 
among the supervisors in New York. 
It is the plan of General Agent Lloyd 
Patterson to add Emeritus to his title 
next year. 


Northwestern Mutual Life’s 
1953 Examining Committee 


Five representative business and pro- 
fessional men have been elected to the 
1953 examining committee of policy- 
holders of the Northwestern Mutual 
Life, it was announced by Edmund Fitz- 
gerald, president of the Milwaukee com- 
pany. The group, having no connection 
with the company except through own- 
ing insurance, comes from various sec- 
tions of the country. 

They are Fred A. Seaton, Hastings, 
Neb., head of the Hastings Daily Trib- 
une, Herbert C. Wuesthoff, Thiensville, 
Wis., president and director of the 
Wuesthoff Co., a Milwaukee reali estate 
firm, Dudley W. Orr, Concord, senior 
partner in Orr and Reno, one of the 
main law offices in New Hampshire, 
Harry C. Moore, Beloit, Wis., president 
and director of the Beloit Iron Works, 
and Samuel J. Campbell, Mt. Morris, III., 
president of the Kable New Co., a pub- 
lishing firm with offices in Mt. Morris, 
Chicago and New York City. Mr. Camp- 
bell served as secretary of the 1952 
examining committee. 

The examining committee examines 
the company’s records and employs in- 
dependent auditors to study the com- 
pany’s financial condition. It then re- 
ports to the policyholders and the board 
of trustees on its findings. 


Hancock “Tachistoscope” 

Twenty-eight key punch operators at 
the John Hancock Mutual Life are in- 
creasing their efficiency by learning to 
read seven-digit numbers in split-second 
flashes in a training course patterned 
after that given Air Force and Navy 
pilots during World War II. 


At 1/100th of a second, a number con- 
sisting of six or seven digits is flashed 
on a screen by a machine called a 


“tachistoscope,” and the Hancock stu- 
dents record it immediately on their add- 
ing machines. The armed forces used 
the tachistoscope in training pilots to 
recognize types of planes at quick 
glance. 

Designed to increase visual acuity and 
thus make working with figures easier, 
the sessions are held daily for 20-minute 
periods. Members of the group are re- 
ported to be doing faster and more ac- 
curate work on the job. 


On Central Standard Board 


Election of three prominent Midwest- 
ern businessmen to the board of direc- 
tors of the Central Standard Life, Chi- 
cago, was announced by Alfred Mac- 
Arthur, chairman. 

Elected at a special meeting of the 
stockholders were C. M. Roddewig, Chi- 
cago, president of the Chicago & East- 
ern Illinois Railroad; Edward S. Mac- 








Arthur, Indianapolis, surgical instru- 
ments manufacturer; and Philip E. 
Stewart II, Chicago businessman. All 
three fill vacancies which existed on the 
board. 

° 





The Almanac says...‘‘Fair and Warmer’”’ 


And right now you would be up to your knees 
in the South 40. The road looks like a stream, 
the rain barrel has overflowed and something 
better be done about the cistern. Not to mention 
the drips of water that Ma is trying to catch with 
pans in the upstairs bedrooms. Some predicting. 


Plain fact, as every life insurance agent knows, 
is that you can’t predict the future. The Union 
Central agent also knows that you can prepare 
for the future on the basis of what happens to 
most people and still take care of the exceptions. 


Certainly the best preparation is life insurance 


THE UNION CENTRAL oda 


CINCINNATI, 





—Union Central life insurance with its policies 
and combinations of policies to meet every life 
insurance need from birth to age 70. 


And the Union Central agent is also an up-to- 
the-minute insurance man. The best policy of 
twenty years ago isn’t necessarily the best policy 
today. Times change. The needs of people 
change. An alert, cooperative Home Office keeps 
all Union Central agents fully informed, helps 
them with the proper sales tools to make Union 
Central life insurance serve people best in terms 
of today’s needs—projected reasonably and logi- 
cally into the future. 


LIFE INSURANCE COMPANY 


OHIO 
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Vice President, Actuary N. Y. Life Names P. O. Klein 
Central Standard Life | An Agency Superintendent 


Paul O. Klein has been named a 
superintendent of agencies for New York 
Life with headquarters at the home 
office. He will be attached to the sales 
development division of the agency de- 
partment where he will take an active 
part in the company’s new “employe 
protection plan” insurance operation and 
other special projects. 

Baldwin C. Woods, CLU, has been 
named manager of the company’s Santa 
Rosa branch office to replace Mr. Klein. 

Mr. Klein is a graduate of University 
of California in Los Angeles, and has 
been manager of the company’s Santa 
Rosa branch office since January, 1952. 
He came with New York Life in 1947 
as an agent with the Oakland branch 
office, later being appointed assistant 
manager, and then, associate manager 
there. 


Savings Bank Conference 

The Savings Bank Life Insurance 
Council of New York, in conjunction 
RALPH E. KENNON with the Managers’ Forum, held a two- 
day conference on sales and operation 
this week, at the Plaza. Savings bank 
: set atid life insurance in this state is now com- 
tral Standard Life of Chicago, announced pleting its 15th year of operation. 





lfred MacArthur, chairman of Cen- 


that Ralph E. Kennon, vice president, : as = 
had been advanced to vice president anc Oyate ie oleae 
: ce president and the Northwestern National Life of Min- 
neapolis. Prior to that he had served 
Mr. Kennon is a Fellow of the Society as secretary-comptroller of the Inves- 
tor’s Syndicate of that city. 


actuary 


of Actuaries and a member of the Con- 


s ‘ : : fter oraduati e Univer- 

trollers Institute of America. He is the g \fter graduation from the l i 

. li “4 ke oy sity of Iowa, Mr. Kennon started his 
immediate pas reside 1e Re a sear E 2 

nediate p St presi¢ as or the nsur insurance career with the Iowa Insur- 

ance Accounting and Statistical Associ- ance Department and later advanced to 


ation and was formerly comptroller of actuary for that department. 


NEWEST, HOTTEST SERIES OF 
Non-Can A & H in the Market 


« « « New policies. New, modern classification 
manual. Giving you the most advantageous 
combination of client benefits and underwrit- 
ing you've ever seen. 


« e « lake Height and Weight. If he's 5 ft. tall and 
weighs | 74 lbs., he's standard weight. Occu- 
pational ratings? Equally liberal. 


« « ¢ All policies participating. Automatic premium 
loan prevents lapse. Send for Broker's Kit. 


Consult CARR 
Concerning 
NON-CAN A & H 


DAVID A. 


CARR Agency Mgr. Gordinerntal Assurance Company 
Chicago, Ill 
1780 Broadway at 57th St. New York -JUdson 6-4660 


AGENCY inc. DAVIDA. CARR, Pres. - MICHAEL A. WILTON, V.-Pées. 








LIFE INSURANCE 
RENEWALS: counase casi 
RENEWAL PURCHASE COMPANY 


60 Cedar Street, New York 5, N. Y. BOwling Green 9-0109 











Prudential Conferences Mutual Of N. Y. Leaders 


More than 350 fieldmen from Pruden- The Chicago (Persons) agency of Mu- 
tial’s south-central territory met this tual Life of New York led all of the 
week at the Hotel Statler, Washington, company’s agencies throughout the coun- 
D. C. Representing district offices in try in volume of insurance sold during 
eight south-central states they met with August. The agency is managed by 
top-level officials in a two-day program Henry W. Persons. 


designed to cover a variety of subjects. Kay R. Hodgkinson’s San Diego agen- 
Throughout the remainder of the year cy ranked first in number of policies 
upwards of 4,300 district office mana- oid. 
gers, staff managers and agents in the The New York (Myer) agency, man- 
My agency, mz 


New England and middle Atlantic states + aged by Richard E.. Myer, CLU, was 
will participate in, eight other regional second jn policies sold and third in vol- 
conferences to beheld at central points ume, and Boston, managed by Leland T. 
in east or east-central areas. av Waggoner, CLU, was second in volume 
In addition to top company officials, and third in policies sold. 
many guest speakers will participate in 
the regional meetings. Those scheduled 
for appearance include Eugene M._ vice president and actuary will partici- 
Thore, general counsel, Life Insurance pate in two to be held in New York City. 
Association of America; Charles J. Other speakers for the fall regional con- 
Zimmerman, CLU, managing director, ferences include, Vice President Charles 
Life Insurance Agency management As- W. Campbell, CLU, in charge of south- 
sociation; Hal L. Nutt, CLU, director, central operations; Vice President James 
Life Insurance Marketing Institute, E. Rutherford, district agencies and 
Purdue University; Arthur H. “Red” head of Prudential’s mid-America op- 
Motley, president, Parade Publication, erations; Louis R. Menagh, Jr., vice 


Inc., and Harry Bowser, sales develop- president and comptroller; Pearce 
ment manager, Sloane-Delaware Floor Shepherd, vice president and associate 
Products, a division of Congoleum- actuary; and Richard J. Congleton, gen- 
Nairn, Inc. eral attorney. Also slated for talks are 


Representing the company Harold M. a number of top-ranking managers, staff 
Stewart, CLU, executive vice president, managers and agents as well as execu- 
will take an active part in each of the _ tives in the company’s sales and training 
conferences. Valentine Howell, executive organizations. 





We’ ere Really j In 


Business Now,, 28 






says Mrs. M. R. Snow x 
Spokane, Washington 





“From the day we were married in 1942, we saved every possible dollar 
for the time when Mike could buy his own business and be his own boss. 


“We finally became proud owners of a grocery store in 1949. But 
Mike found the life of a grocer confining. So before the year was over, 
we sold the store. 


“But we didn’t give up our dream of independence and security. In 
fact our dream came true very soon . . . following Mike’s decision to try 
life insurance selling. And after considering a good many companies, he 
realized that Minnesota Mutual offered what he really wanted—workable 
sales tools and a friendly spirit of cooperation and encouragement. 


“Now after almost two years with Minnesota Mutual, Mike knows that 
in life insurance selling he has the opportunity to make his selling ability 
count. He’s his own boss, able to promote himself as fast as his talents will 
carry him.” 

M. R. Snow became associated with The Minnesota Mutual 
Life Insurance Company in September, 1951. Quickly putting 
Minnesota Mutual’s Organized Sales Plan to effective use, he 
had a total paid production in 1952 of $886,778. 


The MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


Saint Paul 1, Minnesota Organized 1880 
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O. E. Anderson Chairman of 
New Hancock H. O. Comm. 





Bachrach 
OLEN E. ANDERSON 


Paul F. Clark, president, John Han- 
‘cock, announces that the field manage- 
ment of the company and the adminis- 
tration of affairs of the three sales 
departments will be vested in a newly 
constituted agency committee which will 
have authority to coordinate sales and 
service functions through the district 
agency, general agency and Group de- 
partments. Through this committee out- 
side directors, as well as a director who 
is an operating officer representing the 
top level of company management, will 
participate in all phases of distribution 
of Hancock life insurance contracts. 

The agency committee will consist of 
three directors—Olen E. Anderson, John 
Hancock vice president who will be the 
new committee’s chairman; Samuel Pin- 
anski, president, American Theatres Cor- 
poration, and Edward B. Hanify, a part- 
ner in Ropes, Gray, Best, Coolidge & 
Rugg. Company officers serving on the 
committee are vice presidents Clarence 
W. Wyatt, Group department; R. Rad- 
cliffe Massey, general agencies; Frank 
B. Maher, district agencies, and Robert 
P. Kelsey, public services. Elmer L. 
French, the company’s secretary, will be 
the committee’s secretary. 


Prudential Conference 
For Its Western States 


More than 200 managers, division man- 
agers and special agents of The Pruden- 
tial, representing the 11 Western states 
and Hawaii, met at the Hotel del Coro- 
nado, Coronado, California last week for 
the Ordinary agencies annual three-day 
conference. 

Harry J. Volk, vice president in charge 
of operations at the western home of- 
fice, Los Angeles; Frederick E. Groel, 
vice president and secretary of the 
Newark home office; and Harold M. 


Stewart, executive vice president of the 
Newark home office, were among the 
company executives attending the ses- 
sions. 


The conference opened with registra- 
tion and a reception for attending dele- 
gates. The following two days were 
devoted to business meetings with dis- 
cussions on various problems and facets 
of the life insurance business. 

Following the close of the three-day 
conference department managers of the 
western home office met in a two-day 
session, 


Jenkins-Schuckle 
Agencies Meet 

The R. C. Jenkins agency, Equitable 
Life Assurance Society, Philadelphia, 
and the C. W. Schuckle agency, Allen- 
town, Pa., held a joint educational con- 
ference at Chalfonte - Haddon Hall, At- 
lantic City last week. There were three 
panels: visual sales, Alvin Cannon mod- 
erator; business insurance, Ralph M. 
Maulfair, moderator; and Group insur- 
ance, H. T. Christman moderator. 

The principal guest speaker was J. 
Henry Smith, vice president and 
ciate actuary of the company. 

At the business session a special re- 
port on a sample business insurance 
case, prepared by Alfred Moniot of Had- 
donfield, N. J., was distributed. 


aSSO- 


Maccabees Agency Opening 


Nat Cooperman and Hy Groman, new- 
ly appointed general agents in Brooklyn 
for the Maccabees, held open house this 
week in the agency’s offices at 32 Court 
Street. In addition to the Brooklyn 
agency the Jamaica office will continue 
its operation, under Bernard Gorson as 
agency manager. 


NEW PRUDENTIAL BUILDING 





Contract Awarded for Construction of 
Company’s New Home Office 
Building in Minneapolis 
The Prudential awarded the general 
construction contract for its new $6,000,- 
000 north central home office building in 
Minneapolis to C. F. Haglin & Sons Co. 

of Minneapolis, as the low bidder. 

Construction will start immediately on 
the modern 10-story structure, which is 
on the western outskirts of the city. 
Company officials hope that the build- 
ing, which will have about 293,000 feet 
of usable floor space, will be ready for 
initial occupancy in the spring of 1955. 

Clearing and grading activities on the 
30-acre site have been virtually com- 
pleted, preparing the way for general 
construction work. The building, which 
will be of reinforced concrete, will have 
an exterior finish of native limestone 
and granite. It will be contemporary in 
architectural style and will be com- 
pletely air-conditioned. It will contain 
many of the latest office building inno- 
vations. 

When completed, it will serve as head- 
quarters for Prudential’s operations in 
Minnesota, Wisconsin, Michigan North 
and South Dakota, Towa and Nebraska 





WANTED! 
MIDWEST AGENCY SUPERVISOR 


Excellent opportunity with rapidly 
expanding life company domiciled in 


New York. 


Position involves appointment and 
development of general agents through- 
out midwest area. 

Write fully to Box 12345, 
The Eastern Underwriter, 93 Nassau 
St., New York 38, N. Y. 











It will be staffed by some 1,500 persons, 
most of whom are being recruited in 
the Minneapolis - St. Paul area. Prelimi- 
nary staffing and operating phases of 
the operation are now underway in a 
temporary headquarters already estab- 
lished in Minneapolis. 

The Prudential has two other new re- 
gional home offices under. construction— 
the south-central in Jacksonville, Fla., 
and the Mid-America in Chicago. Three 
others—the western in Los Angeles, the 
Canadian head office in Toronto, and 
the southwestern in Houston, have been 
in full operation for some time. 
















Making Money with the Money Plan 


Lincoln National agents throughout the land have increased their earn- 
ings with the LNL Money Plan. This simplified programming technique in 
package form is built around a visual 


approach and presentation which gets 


results. 


The 


Lincoln National's Money Plan is 
another reason for our proud claim 
that LNL is geared to help its field men. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 


Its Name Indicates Its Character 


1, Indiana 
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Franklin Life to Install Million 
Dollar Brain Machine Next Year 


Franklin Life, Springfield, Ill, early 
— year will install the giant Univac 

Fac-Tronic System, the first large scale 
digital computer (commonly known as 
the “electronic brain”) designed and 
built by Remington Rand specifically for 
a non-governmental American business 
institution. og of the installation, when 
completed, will be in excess of one mil- 
lion dollars. 

The advent of the electronic computer, 
or data processing machine, marks the 
beginning of a new era of commercial 
progress, since the machine performs at 
immense speeds almost unbelievable 
feats of computation, sorting, and classi- 
fying. Univac has a mind—a memory, 
it stores facts and with directions can 
make decisions. 

Similar machines currently being used 
by governmental departments have pro- 
duced results in weeks, which otherwise 
would have required one man to work 
for a hundred years at a desk calcula- 
tor. The speed of operation is fantastic, 
and requires the use of such new terms 


” 


as “micro seconds,” a micro second be- 
ing one-millionth of a second. 


Five Tons of Equipment 


Univac’s five tons of equipment in- 
cludes 5,400 vacuum tubes, 18,000 crystal 
diodes, and 100 miles of wire. The elec- 
trical energy used by this system is 
equivalent to that used by 1,250 100- 
watt light bulbs. 

The operations performed by Univac 
include not only addition, subtraction, 
multiplication, and division, but also 


comparison of numbers or words for 
equality or greater or less value. It will 
sort, collate, merge and tabulate, there- 


by performing all of the work essential 
to handling the vast volume of complex 
or repetitious matter involved in any 
large business. Jt is equipped to absorb 
hundreds of thousands of items of data, 
arrange them as desired, or rearrange 
them. It can search for a particular 
item, add to it, subtract from it, or 
eliminate it altogether. This can be done 





NJ. So- Called | 


Announces Rat 
Increase |!!! 


The Hospital Ser 
Jersey has advise “ 
rates will increase UP to 50% 


eh ee eae eee 


Now, Mr. Agent, is the time 
for you to offer these business 
owner clients a plan of hospi- 
tal-surgical- medical coverage 
for employees that offers: 

1. Freedom from periodic 
premium increases. 

2. Broad coverage with no 
illness or accident exclusion 
and with no pre-existing ill- 
ness exclusion. 

3. Close, friendly cooperation 
with hospitals and doctors. 


Military Park Bldg., Newark 


AMERICAN HEALTH 


BALTIMORE 2, 





Non-Profit Plan 


vice Plan of New 
d — that 


Plenty of companies write the larger 
groups and permit Agents and Brokers 
fo earn commissions. 


AMERICAN HEALTH COMPETES WITH 
“NON-PROFIT” PLANS AMONG SMALLER 
AND MEDIUM SIZE GROUPS 


Write E. D. Lister, Manager, New Jersey State Office, 


™~ 


Qe 
T 


wait 
any 
_ longer? 


4. Prompt claim settlements 
directly from the New Jersey 
State Office. 

5. Recognition of the agent 
or broker as an important in- 
termediary in the client-com- 
pany relationship. 

You and your clients get all 
these advantages when you 
deal with American Health. 
We make it possible for you 
to compete with so-called non- 
profit plans. 


2, or call MArket 2-2888. 


INSURANCE CORP. 


MARYLAND 





merely through the use of a classified 
routine, without human intervention. 

The Univac is not limited to doing one 
thing at a time. As it solves a difficult 
problem internally, it sometimes has one 
“brain cell” reading more information, 
one writing current results, and two 
“brain cells” rewinding tapes with com- 
pleted tabulations. 

The reliability of the machine’s opera- 
tion is assured by two distinct systems 
of checking. All arithmetical operations 
are made by parallel but independent 
circuits. The results are compared auto- 
matically, and if they are not identical 
computation is stopped within 40 mil- 
lionths of a second. Every time a deci- 
mal digit or alphabetical character is 
used, its unique pulse combination is 
checked to determine if a pulse has been 
picked up, or dropped accidentally. If 
such a rarity does occur, operation is 
halted immediately to prevent propaga- 
tion of the error throughout the system. 
Every five seconds the computer takes 
a half a second to review the entire 12,- 
000 digits in its memory, and to perform 
this odd-even check. 

Pioneering this remarkable innovation 
in American business, Franklin Life is 
one of the first of a number of giant 
American insurance institutions to nego- 
tiate a contract for a Univac system. 
Others are currently planning to do so. 

In commenting on the machine, Chas. 
E. Becker, president of the Franklin, 
said, “The advantages of the new instal- 
lation to the Franklin Life are obvious 
and numerous. Statistical data for the 
guidance of management will be forth- 
coming much more rapidly than hereto- 
fore, making possible almost immediate 
decisions or policies which otherwise 
would necessarily have to be delayed for 
weeks or months. 

“Information for policyholders will be 
much more accessible, and premium no- 
tice and policy dividend handling will be 
materiz ally speeded up. 

“The Univac’s capacity for work has 
such a high degree of flexibility that it is 
estimated it can, without additional 
equipment take care of Franklin’s sub- 
stantial annual volume increase in new 
business, year after year, or until the 
company’ s ‘in force’ amounts to approx- 
im: itely twice our current $1,400,000,000.” 

It is anticipated that the new Univac 
installation will be completed early next 
year. A special team of Franklin per- 
sonnel is being trained for its operation 


Engelsman Sales Congress 


Ralph G. Engelsman, veteran million 
dollar producer, conducted an all-day 
sales congress, “Making Money Now— 
Today,” at the Robert Treat Hotel, New- 
ark, this week. This congress was under 
the auspices of the Northern New Jersey 
Life Underwriters Association, Kenneth 
MacWhinney, president; George Joseph, 
program chairman. The meeting con- 
vened at 9 a.m. and ran until 4 p.m. with 
a group luncheon at 12 o’clock. 

Mr. Engelsman as a personal salesman 
sold’ millions of life insurance, alone or 
with associates, involving over 3,000 
cases. He effectively passes his know- 
how along to others in his sales congress 
sessions, covering the techniques of 
salesmanship and practical sales ideas. 

Mr. Engelsman has been an agent 
and a general agent. He is the author 
of half a dozen life insurance sales books 
and many magazine articles. He was 
lecturer on salesmanship at New York 
University from 1924 through 1931 and 
has spoken before hundreds of life un- 
derwriter audiences throughout the 
country. During World War II he was 
national director of the Payroll Savings 
Plan for the United: States Treasury. 
He is a past president of the New York 
City and New York State Life Under- 
writer Associations and of the New York 
Mid-Town Managers Association. He 
was program chairman of the National 
Association of Life Underwriters con- 
vention at Cleveland last month. 


Al Noyce Dead 


Al Noyce, Franklin Life general agent, 
Salina, since 1942 and for 20 years in 
the business there starting with the old 
United Life died recently only a few 
hours after suffering a heart attack. 
He had not been ill and had no previous 
warning of any such difficulty. He was 
a former mayor and civic leader having 
served as president of the Coranado 
Council of the Boy Scouts for four 
years. He was one of the Franklin’s 
“Top” men in Kansas. His widow and 
four sons survive. 





and maintenance. The order was placed 
for the Univac system over a year ago, 
and plans are now well advanced for its 
installation. 
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As close as your phone... 






YOUR OWN 
LIFE INSURANCE 
DEPARTMENT 


Now, your nearest 
Connecticut General 
brokerage office can give 
you all the advice, 
specialized service, sales and 
promotion assistance you 
need to handle life 
coverage profitably. 


Get the details: Telephone 
the nearest Connecticut 
General office or write to 
Connecticut General Life 
Insurance Company, 
Hartford, Connecticut. 


Connecticut 
General 
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ROBERT J. ROBERTS 


Massachusetts Mutual Life has estab- 
lished two new regional sales territories 
and has announced the appointment of 
additional Group field representatives to 
handle its greatly expanded Group sales 
operations. 

The two new regional sales areas are 
the Southwestern and the Central re- 
gional territories. Headquarters for the 
Southwestern territory are located in 
Houston, and headed by Regional Group 
Manager Robert J. Roberts. This office 
has full responsibility for sales and serv- 
ice of Massachusetts Group products in 
the four-state area made up of Texas, 
Oklahoma, Arkansas and Louisiana. Dis- 
trict offices are located in Dallas and 
Oklahoma City. 

To further assist Mr. Roberts, Fred 
H. Holmsley has been appointed dis- 


trict Group manager at Dallas and- 


Thomas R. Young, district Group repre- 
sentative at Houston. 

The Central region has headquarters 
in Cleveland and will serve Ohio, Mich- 
igan, Indiana, Kentucky, West Virginia 
and Pennsylvania. District offices are lo- 
cated in Battle Creek, Detroit and Pitts- 
burgh. Guy M. Hamm has been named 
Group regional manager to head this 
new territory. A further appointment 
announced was that of John V. Roberts 
as district Group representative at Park- 
ersburg, W. Va. 

In discussing the company’s expanding 
Group operations, Group Secretary 
Charles G. Hill stated, “We expect that 
these greatly expanded facilities will 
give our prospects more prompt and ade- 
quate Group sales service. We feel that 
these expansions are dictated by the 
ever-increasing opportunities for sales 
of the Group insurance products of our 
102-year old firm which has been a pio- 
neer in the field of Group pensions, par- 
ticularly in the area of Group permanent 
and profit sharing retirement plans.” 

President Leland J. Kalmbach, in his 
address before the General Agents’ As- 
sociation conference in Chandler, Ariz., 
earlier this year, pointed out that after 
only seven years of existence the Group 
premium income last year was equal to 
one-seventh of the company ’*s total Or- 
dinary premium income in 1952. Mr. 
Kalmbach stated that he considered this 
an outstanding accomplishment for such 
a new department. 


Careers of Those Appointed 


Robert J. Roberts was born and edu- 





Issue Ages 0-14 





GUY M. HAMM 


cated in Pittsburgh, and was graduated 
from the Pittsburgh School of Account- 
ing and U. S. Merchant Marine Acade- 
my. He entered the Group insurance 
field in 1946, and was appointed district 
Group manager at Oklahoma City by 
the Massachusetts Mutual in 1951. While 
in Oklahoma City he was a member of 
the Life Underwriters Association and 
the Junior Chamber of Commerce. 

Mr. Holmsley is a native of Ozona, 
Texas, and was graduated from Univer- 
sity of Texas in 1941. He joins Massa- 
chusetts Mutual with a background of 
over seven years’ experience in Group 
insurance. Since 1949 he has been a 
member of the Life Insurance Man- 
agers Club in Dallas. 


LIFE-ACCIDENT 


FIFTY UNION SQUARE 





another attractive addition to 


GUARDIAN’S quality line of 
LIFE POLICIES 


The Junior Guardian 


Premiums payable to age 65 


Each unit of $1,000 increases to $5,000 at age 
21—with no increase in premium. 


Get full information from 
your nearest GUARDIAN Office. 


He GUARDIAN 2 i.eene Goreng OF AMERICA 


OVER A BILLION DOLLARS INSURANCE IN FORCE 


aS, 
by ee 


AGUIDENT 
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Mr. Young hails from Lubbock, Tex, 
and was also graduated from Univ ersity 
of Texas. For the past two years he has 
been a Group insurance representative 
on the West Coast. 

Mr. Hamm is a native of St. Joseph, 
Mo. and an alumnus of William Jewell 
College, Liberty, Mo. He became a 
Group sales representative in St. Louis . 
in 1936 and was named Group Regional Small business concerns. ; 
Manager for the Massachusetts Mutual The two-day conferences are being 
in Kansas City, Mo. in 1947. A former held on a sectional basis in 12 cities 


member of the Kansas City Life Under- throughout the country. A meeting in 
writers As sociation, he is ‘the author of | Denver late last week was the kick-off 


an article on “Motivating the Prospect for the series. This week there will be 
to Buy,” which appeared in a national conferences in Albany, Chicago, Des 
sales magazine in 1950. Moines, Spokane and San Francisco. 
John Roberts entered the Group in- Seminars in Columbus, Washington, 
surance field in 1948, following his grad- D. C.; Atlanta, New York City, Los 
uation from West Virginia University. Angeles, and Jackson will follow. 
He has since been located in Little The seminars are being directed by 
Rock, Ark. and Charleston, W. Va. two teams of home office officials, headed 


Mutual of N. Y. Seminars 


More than 400 field representatives of 
Mutual Life of New York are scheduled 
to attend seminars this month on 
“Module Multiprotection,” MONY’s new 
comprehensive employe benefit plan for 


by Roger Hull, executive vice president 
and Stanton G. Hale, vice president for 
sales, covering the western and eastern 
circuits, respectively. Other officials par- 
ticipating include Edward H. Wells, vice- 
president and actuary; regional vice 
presidents Harry B. Cadwell, Edward E. 
Waller, D. D. Briggs and Frz ink B. Jack- 
son; Edward C. Danford, assistant man- 
ager of sales; Charles F. B. Richardson, 
associate actuary; and Richard B. 
Thompson, director of sales develop- 
ment. Completing the teams are Allan 
Stark, training assistant, and the fol- 
lowing members of MONY’s Module 
Unit: William T. Hevert, Clifton L. 
Hickok, John D. Malone, John N., All- 
man, Richard W. Boehme, John P. 
Miller, Charles F. Raymond, and Richard 
T. Borah. 
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Connecticut Mutual Leaders Meet 


tribution of trust assets and will reduce 
administrative problems 


A three-day conference for members 
of Connecticut Mutual Leaders’ Round 
Table was held at Whiteface, New York, 
recently. In opening the meeting, Presi- 
dent Peter M. Fraser noted that the 115 
members of the Leaders’ Round Table 
paid for just under $115 million life 
insurance during the 18-month club pe- 
riod—practically $1 million per man. In 
four years this group has grown trom 
49 to 115 members, he remarked. 


Organized Fours Year Ago 


“Four years ago when the Leaders’ 
Round Table was organized, the Con- 
necticut Mutual paid for $210,433,263. 
This year in just seven months the com- 
pany paid for $201 million. Having a 
large group of leaders can have a great 
effect on the progress of the company,” 
he pointed out. 

Speaking on, “The Company Behind 
the Leaders,” Mr. Fraser said that as 
far back as he can remember the com- 
pany’s attitude has been to offer its 
policyholders the best protection pos- 
sible. 

“For a number of years the Connecti- 
cut Mutual has had as its goal the low- 
ering of the cost of life insurance,” 
President Fraser said. “This objective 
must be accomplished in three ways. 
advantageous mortality experience, low 
operating costs, and management of in- 
vestments in such a way that they will 
earn a higher than normal interest. 

“The most important effect of our 
program has been in the net rate of in- 
terest return on total assets. The aver- 
age net rate of interest earned on our 
invested funds in 1952 was 3.54%,” Pres- 
ident Fraser pointed out. 

“For many years the company has 
been following a program to improve 
the rate. This is what has happened in 
the last five years—the net return on 
bonds and stocks rose from 3.62% to 
413%. On city loans, from 4.04% to 
411%. On farm loans, from 4.30% to 
454%. On the total investments the net 
return climbed 3.47% to 3.71% a gain of 
about %%. These rates are before 
Federal taxes. 

“From 1935 to July, 1953, the Con- 
necticut Mutual loaned $555 million on 
city property. We earned $124 million. 
The average net yield—19 years—during 
and after the depression was 4.06% after 
all fees and expenses. 

“We're a company of tradition and in 
the investment field our tradition has 
been to seek out opportunities in an 
ever changing investment field,” Presi- 
dent Fraser concluded. 


Profit - Sharing Retirement Plans 


E. A. Starr, superintendent of agen- 
cies, discussed profit-sharing retirement 
plans and outlined the advantages to 
stress in selling life insurance profit- 
sharing plans: 

(1) No additional cost to employer. 
The inclusion of life insurance does not 
increase contribution requirements. 

(2) Greater death benefit protection 
for beneficiaries of the participant. 

(3) Better employe morale, good will 
and loyalty result when employes know 
that the plan not only provides ade- 
quately for them if they live, but more 
adequately for their families if they 
should die. 

(4) The plan becomes a complete em- 
ploye benefit plan rather than just a 
profit-sharing plan, thus creating great- 
er incentive to the employe participants. 

(5) The purchase of an insurance pol- 
icy on the life of a participant provides 
a vehicle by means of which a monthly 
lifetime income may be payable to the 
participant at annuity rates guaranteed 
as of the date the policy is issued. 

(6) Permits wider diversification of 
trust assets. 

(7) Tax advantages to participants. 

(8) The inclusion of life insurance 
provides greater flexibility for the dis- 


with distribution. 


John M. Zuber, vice 
trust officer, Republic National Bank of 
Dallas, spoke on, “Estate 
Problems and Opportunities,” 
second day of the conference. 

Room - Hopping Sessions 

The evening was devoted 
room-hopping bull _ sessions. 
sion leaders on, “Employe Plans,” 
New Y 
sephson); and Russell C. Whitney, 
cago (Hunken), with Mr. 


Robert U. Redpath, Jr., 


man, 


Robert H. Goldsmith, 
(Bates); Nathan I. Gordon, 
and Fred Brand, Jr., Pittsburgh; 
“4 susiness 
ance,” with Paul A. Hoeffer, 
counsel for the company, as chai 1irman, 

“Estate Planning,” discussion 
“renter 
Richard B. Hardy, Toledo; i 
J. Chittick, attorney, as 

On the third day of the session, 


discussion leaders on, 


were Loren D. Stark, 


Starr as chair- 


liam J. Casey, president 


“ 


Reports, Inc., spoke on, “Business Con- 


tinuation Plans.” 
Responsibility of Leadership 


George F. B. Smith, executive vice 
president of the company, spoke on, 
“The Responsibility of Leadership.” 

“As production leaders you have re- 
sponsibilities,” Mr. Smith told the group. 
“Your great responsibility like that of 
your company is to maintain your lead- 
ership and these meetings are designed 
to help you do this. The essential pur- 
pose of the Leaders’ Round Table is to 
recognize leadership—not to retard it. 

“The successful agent makes a gred 
impression on the young and inexperi- 
enced and the example you set may 
do much to contribute to his success or 
failure. The quality of gratitude, of giv- 
ing credit, is one that a truly great 
leader does not lose,” he continued. 

“Since your early days you may have 
excelled in sales ability and skill but 
don’t be unmindful of the times when 
your general agent helped you financi- 
ally, was ready to encourage and support 
you, and took you along to close cases 
on his own prospects, sharing his com- 
missions. His confidence in you may be 
largely responsible for your. success. 
Support him now and give him the 
credit he deserves. 

“The home office has responsibilities 








In your hands... 
rests the Security of others 


Thats 


Berkshire Life provides 114 ' 


Adult and Juvenile Life and Accident & Health policies 
and riders to take care of the three most vital problems: 


death, disability and old age. 
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to you, too—to remember that only 
salesmen can sel] and therefore not to 
view with complacency our favorable po- 
sition and thereby minimize your tasks. 

“We have come to expect much of 
each other . you of your home office 
and your home office of you. This is a 
great source of strength, each chal- 
lenged to measure up to the expecta- 
tions of the other,” Mr. Smith con- 
cluded. 


Conn. Mutual Awards 


Robert H. Goldsmith, Los Angeles 
(Bates), was presented with the Peter 
M. Fraser Award as company leader in 
new business at a_ recent meeting of 
Connecticut Mutual Leaders’ Round 
Table at Whiteface, New York. 

Louis J. Fink, New York (Fluegel- 
man), was given the award as com- 
pany leader in new cases. 

Other top award winners were Fred 
Brand, Jr., Pittsburgh, leader in con- 
serving business; Simon A. McAvoy, 
New York (Josephson) outstanding or- 
ganization job by a supervisor; Charles 
S. Eaton, New York (Fluegelman), lead 
ing second-year agent in new business; 
George R. Wright, Omaha, leading sec- 
ond-year agent in new cases; Bill J. 
Baker, Fort Worth, leading first-year 
agent in new business; and Rodney V. 
Heinemeyer, Rockford, leading first-year 
agent in new business. 

Four-Club Awards were won by agents 
who paid for four or more cases a month 
for 60 consecutive — s They in- 
cluded Irven M. Barker, St. Louis: Alton 
Frix, Richmond; Charles M. Walten- 
baugh, Erie; and Noel C. Willis, Hous- 
ton. 

Special recognition was given to the 
following members of the President’s 
Club who have qualified for this honor 
group five or more years through excel- 
lent conservation records: A. Morandi 
Bartlett, Boston (Cobb); Fred G. Den- 
ton, Jr, Knoxville; Garrett W. Gordon, 
Newark; Ernest L. McCormack, Rut- 
land; William R. Meredith, Dallas; 
Clarence A. Ruch, Wilkes - Barre; Kaye 
Trippy, Huntington; Verne D. Waldron, 
Fort Worth; Emanuel Welsch, San An- 
tonio; J. Robert Wilhelm, Philadelphia 
(Mollenauer); W. E. Wrenshall, 3rd, 
Pittsburgh; John H. Collison, Jr., Balti- 
more; Gustave G. Gottlieb, New York 
(Fraser); Edmund T. Klenske, Hart- 
ford; S. Russell Mickle, Charlotte; Clay 
M. Rhodes, Louisville: and J. Clyde 
Rogers, hacen ace (Mollenauer). 


Up-State N. Y. Aaeaeds 


Vincent B. Coffin, senior vice presi- 
dent of Connecticut Mutual, presented 
the Up-State New York trophies at a 
special meeting of these agencies at 
Whiteface, New York. 

Donald C. Newton, Syracuse, received 
the trophy as leading agent for the com- 
pany in the Up-State New York area in 
paid volume. Maurice K. Haswell, AI- 
bany, led the area in number of cases 
placed. Joseph U. Posner, Rochester, 
was leading first-year agent in volume. 
Robert J. Lawrence, Albany, was leading 
second-year agent in volume. 








Washington National Names 


Shreveport General Agent 

P. W. Watt, president, Washington 
National, Evanston, Ill., announced the 
appointment of Clyde L. Patterson as 
the company’s general agent in Shreve- 
port, Louisiana. 

Mr. Patterson brings to his new asso- 
ciation a broad background in diversified 
sales experience. Included is an out- 
standing record as field representative 
with the Great American Reserve, to- 
gether with successful sales and sales 
management experience in the building 
material field and air conditioning and 
heating equipment fields. 

A graduate from Northwestern State 
College in Natchitoches, Louisiana, Mr. 
Patterson received the Bachelor of Sci- 
ence Degree in Education with certifica- 
tion in seven fields. 
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Occidental Leaders Meet at Banff 


An all-time record 450 Occidental Life 
of California Top Club members, their 
wives, and guests, met last week at 
Banff, Alberta, Canada, for the third 
meeting of this top section of Occiden- 
tal’s regular production club, Los Con- 
quistadores. Top Club membership ad- 
vanced 59 persons to the new high of 219 
qualifiers. 

Activities began Wednesday evening 
with a reception by President Horace 
W. Brower and Vice President in charge 
of agencies William ‘B. Stannard in the 
ballroom of the Banff Springs Hotel. 

Thursday morning the delegates were 
welcomed by Vice President Stannard 
and heard an address by President 
Brower. The morning’s activities, chair- 
maned by H. Dixon Trueblood, director 
of public relations and advertising, were 
concluded by Director of Field Training 
Lester S. Roscoe, CLU, who introduced 
his new book “Close Pins.” 

The afternoon was devoted to sight- 
seeing in the Banff-Lake Louise area 


and to the qualifying rounds of the 
Top Club Golf Tournament. 
Friday morning’s sessions, under the 


chairmanship of Assistant Superintend- 
ent of Agencies Harold G. Gore, were 
devoted to brief talks by W. Joe Liven- 
good, CLU, assistant superintendent of 
agencies; Herbert D. Eagle, regional 
Group supervisor, who introduced a new 
Accident and Sickness plan; and Joseph 
T. DuMoe, superintendent of brokerage 
sales. The Top Clubbers also heard a 
panel discussion “Building Toward Mil- 
lion Dollar Round Table Achievement” 
chairmaned by Superintendent of Agen- 
cies J. Edward Carnal. Panel members, 
all field men and MDRT members, were 
Earl Christy, Detroit; W. Gleason Con- 
don, Baltimore; Douglas J. Takagi, Ha- 
waii; and Charles Underell, Canada. 
Championship rounds of the golf 
tournament were played in the after- 
noon, and Occidental’s Leading Pro- 
ducers Club reception and banquet were 





Hear Joseph M. Bryan 


“Since 1945, America has been enjoy- 
ing the greatest, sustained, record-break- 
ing boom in history—not merely in the 
history of booms, but in the history of 
dreaming about booms,” Joseph M. 
Bryan, first vice president of Jefferson 
Standard Life, said in an address at a 
meeting of the Greensboro Chapter of 
the National Office Management Asso- 
ciation. 

“Perhaps we would see America’s 
great mid-century boom in clearer per- 
spective,” Mr. Bryan said, “If we begin 
calling it ‘next years’ depression.’” 
Paraphrasing the Mexican neighbors’ 
habit of referring to worries about work, 
he asked, “why don’t we begin to nick- 
name this surprisingly stubborn boom 
of ours ‘the Manana Depression’? For 
our boom is always threatening depres- 
sion Manana. But up to this point at 
least, when Manana comes, the boom 
is still proving itself indestructible, and 
the depression is still coming Manana.” 

Mr. Bryan stated that the economic 
outlook shows that “modern management 
enjoys more prestige with the country 
as a whole than ever before and that 
management itself ever thought pos- 
sible,” but he cautioned that failure of 
the depression that had been so often 
predicted to materialize may be “bearish 
for management’s prestige; and we will 
be well advised to begin hedging against 
ie 

Mr. Bryan was the first president of 
the Greensboro Chapter of the National 
Office Management Association when it 
was organized in 1942 


held in the evening when 35 new mem- 
bers were installed and presented with 
engraved gold watches. 

The final day, with Mr. Carnal presid- 
ing, saw Walter Schmitz, associate su- 
perintendent of accident and sickness; 
Robert B. Stevenson, assistant superin- 
tendent of agencies; Stevens, 
agent with Occidental’s San Diego 
branch and A. Mason McNeill, CLU, 
superintendent of Pension Trust De- 
partment, address the delegates. 

Schmitz talked on Accident and Sick- 
ness sales techniques, Stevenson out- 
lined several new approaches toward 
term conversion, Stevens revealed a 
unique accounting system for individual 
agents, which he has devised, and Mc- 
Neill presented a new approach to part- 
nership insurance along with new sales 
materials related to partnership insur- 
ance. 

The convention was brought to a close 
Saturday with a banquet where Vice 
President Stannard made the presenta- 
tion of awards and announced that the 
1955 Top Club meeting will be held in 
Palm Springs, California desert resort. 


Los Angeles Meeting 
Fred W. Pierce, CLU, second vice 


president and program chairman of the 
Life Underwriters Association of Los 
Angeles, Inc., has announced that the 
first fall meeting will be held Septem- 
ber 23, at 8 a.m. in the Biltmore Hotel, 
Los Angeles. Principal speaker will be 
Chester A. Williams, life and qualifying 
member of the Million Dollar Round 
Table and agent for Connecticut Gen- 
eral, Gastil’s agency. 

Mr. Williams will address the mem- 
bership and guests on, “If I Could Begin 
Again,” which will present fundamental 
principles which he found must be ob- 
served if substantial production is to be 
attained. 

Mr. Williams is a native of Kansas 
City, Mo., and a Sigma Chi graduate of 
the University of New Mexico and the 
Louisiana State University, where he 
received his A.B. and Masters’ Degrees, 
respectively. 

Edward Neisser, president, will pee: 
sent certificates to graduates of LUT 
and qualifiers to the Women’s Frc 
Million Dollar Round Table, in addition 
to introducing new members. 

Association delegates to- the annual 
convention of National Association of 
Life Underwriters, will report on that 
meeting. 








in completed applications is a 
challenging and profitable ob- 
jective for both the experi- 


enced and the more recently — 


recruited field associate. The 
Company's experience proves 
that consecutive weekly pro- 
duction and quality business 
go hand in hand. The Company 
is proud of its 141 field rep- 
resentatives whose One-A- 
Week Club records range up- 
1,850 consecutive 
weeks, the average being well 


ward to 
over 8 years. 
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FOUNDED IN 1867 IN DES MOINES 


INSURANCE 


Joins Homesteaders Life 





HAMLIN 


GEORGE L. 
George L. Hamlin, CLU, has been ap- 
pointed superintendent of 
Homesteaders Life of Des 
cording to an announcement by Paul N. 


agencies of 
Moines, ac- 


Mantz, president. 
Mr. Hamlin 


vice president of Guarantee Mutual and 


was previously agency 


before that was for many years with 
the Equitable of Iowa. His entire busi- 
ness career has been in the life insur- 


ance business as an agent, general agent 
and home office agency department offi- 
cial. 

Mr. Hamlin, who has appeared before 
many life underwriter groups throughout 
the Middle West and Southwest, was 
born and educated in Des Moines and 
was graduated from Drake University. 
He is a member of the education and 
training committee, LIAMA, president 
of the Omaha CLU Ch: upter, member of 
the speakers bureau, NALU, a Mason 
and a Shriner. 


AUSTIN A. HEAPHY NAMED 

The Sovereign Life Assurance Co. of 
Canada has appointed Austin A. Heaphy 
as Ottawa and district branch manager 





Institute Advertising 


(Continued from Page 1) 

Are Back in Style—Today 
Are Having Three, Four, 
This change 


‘Big Families 
More Couples 
Five—Even Six Children.” 
is related to the family picture, with 
greater needs and more to _ protect. 
Specific life insurance plans to aid family 
protection of child-dependency are then 
discussed, Then the reader is asked to 
make certain he has checked his needs 
and kept pace with any changes that 
may have affected them. 


Some of Ads’ Headlines 


Other ads to appear early in the new 
campaign include such headline stories 
as the following: 

“Today, 55% more students are in col- 
lege than in 1940.” 

“They're not the killers they used to 


be.” 

“More Americans own homes today 
than pay rent.” 

“Now, more married women than 


single women have jobs.” 

Mr. Johnson pointed out that the life 
insurance business has a special interest 
in these sweeping changes because of its 
long-term contractual relationships with 
shee public. At the same time, he said 
the business is proud of its record of 
keeping pace with change, in many cases 
having effectively aided in carrying 
through the changes. 
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GOLD BOOK OUT NEXT 


WEEK 


THE 


The Gold Book of Life Insurance Seil- 
ing, 1953 issue, will be published by The 
Eastern Underwriter on September 25. 
Having as its theme, “The Impact of 
Life Insurance on Our Social Relation- 
ships and the Nation’s Economy,” it is 
a graphic presentation of the growing 
importance of life insurance, the extent 
of its beneficence and its wide accepta- 
bility by the public. 

Many of the authors are prominent 
life insurance personalities. Lending it- 
self to a large number of articles, the 
theme covers many different facets of 
the business. They describe the social 
concepts of life insurance, the extent of 
life insurance operations in the finan- 
cial and mortgage fields and in that of 
medicine as well as demonstrating that 
life insurance is a corrective of juvenile 
delinquency. Many instances are given 
of the performance of life insurance with 
special emphasis on how it comes to 
the rescue of families and businesses in 
time of unexpected need. Some of these 
claims have been paid shortly after the 
policy was taken and the insured was 
killed in an automobile accident. 

The motivations of the average man in 
reflecting the best 


buying life insurance, 
are discussed 


elements of human nature, 
Another describes the fi- 


in an article. 

nancing by life insurance company loans 
of the building of an atomic energy 
plant thus making it unnecessary to 


appeal to the Government for a loan. 
In this article the borrowers praise the 
as champions 


life insurance companies 


of private enterprise. 

As striking 
life insurance is 
The Gold Book 
and career sketches of many directors of 
life insurance companies throughout the 
that unless those 


evidence of how highly 
regarded by the public 


also publishes pictures 


country on the theory 
persons whose activities are in 
fields believed implicitly in life insurance 
they would not have joined the boards 
of the companies. Another outstanding 
article is the stature of the life insurance 
policy as one of the great documents for 
security, and one which supplements his- 
toric documents which have made men 
free and independent, the life policy 
making it possible for man to control 


many 


his own economic future by his own 
resources. 

As is customary, The Gold Book prints 
a large number of personality articles 
discussing the careers and achievements 
of successful general agents, managers 
and agents. One of the symposiums in 
The Gold Book presents the views of a 
large number of women agents in which 
they discuss their markets. 

No agent can read the 1953 issue of 
The Gold Book without receiving a 
stimulus which will make him realize 
that he is participating in a most helpful 
and elevating vocation, one where his 
influence, as long as he is in production, 


will continue to grow. 


U. S. CHAMBER OLD AGE 
PROGRAM 


The Chamber of Commerce of the 
United States is undertaking a nation- 
wide campaign to build support for a 
more effective Social Security program 
“free of inequities and found in the 
present systems.” 

The campaign will get under way at 
the Somerset Hotel, Boston, October 27. 
The occasion will be a one-day New 
England Conference on the subject with 
the Chamber of Commerce of U. S. and 
New England Council acting as hosts. 
Sponsoring associations are business in- 
dustries in all the New England states. 

The conference is an outgrowth of 
plans mapped in Chicago, March 27, 
when business men from all parts of the 
country met and discussed ways and 
means of informing the people for action 
to correct weaknesses in Federal pro- 
grams for the aged. 

The Chamber’s plans are for a sweep- 
ing expansion of the social security 
program to cover all working and re- 
tired persons—in brief, to cover more 
than 4,000,000 aged persons. The na- 
tional Chamber says to implement this 
these changes would be necessary: 


Provide basic Old Age and Survivors’ 
Insurance benefits to all aged retired 
persons because of the 4,000,000 over 65 
not now covered. 

Repeal of present tax exemptions and 
bringing all gainfully employed under 
the program. After 18 years of the pres- 
ent systems, 12,000,000 to 14,000,000 now 
working still remain out of the program. 

Finance benefits on a current pay-as- 








KIRKPATRICK 


Ast: 


A. L. Kirkpatrick, insurance manager, 
Chamber of Commerce of the United 
States, wrote an article for the August- 
September issue of American Economic 


Security which is being distributed 
widely by the Chamber. It is called 
“Increased Health Protection Through 
Voluntary Means.” It presents figures 


obtained from the latest annual survey 
of the number of persons insured under 
individual health and accident insurance 
policies. They tell the important story 
of the progress of voluntary insurance 
through individual policies and thus are 
an important part in the defense against 
those who would impose a system of 


national compulsory health insurance 
upon the country, 
* * * 
Harold B. Larson, Portland general 
insurance man, has been awarded the 


Arthur Eppstein insurance trophy for 
outstanding service in the advancement 
of the insurance industry. Larson, who 
heads the insurance company bearing his 
name, was presented the man-of-the- 
year bronze plaque because of his exten- 
sive work for traffic safety. He was re- 
elected to the office of national director 
at the 25th annual convention of the 
Oregon Insurance Agents. 


* * * 


J. M. Bryan, first vice president of the 
Jefferson Standard Life and a past 
Potentate of Oasis Temple, Charlotte, 
N. C., was elevated to the first vice 
presidency of the Southeastern Shrine 
Association, at the association’s annual 
convention recently held in Atlanta, Ga. 
He is in line for the presidency of the 
association next year. 

et ce oe 


Henry Ernst, Bankers Life of Iowa, 
Minneapolis, won the Minnesota State 
Amateur golf championship recently, 
when he defeated the State Public L inks 
champion in a 36-hole match at the Min- 
neapolis Golf Club. Mr. Ernst was a 
member of the University of Minnesota 
golf team while in school there. He 
joined the company in February, 1951. 

* * x 


Walter A. Robinson, Ohio Superin- 
tendent of Insurance, was 75 years old 
a few days ago and his office staff 
remembered him with two large bou- 
quets. 





you-go basis. 

End Federal control of, and Federal 
contributions to, state relief programs 
for the aged, by terminating Federal 
grants for old age assistance. 





CR ot ee RE 


POWELL B. McHANEY 


Powell B. McHaney, president, Gen- 
eral American Life, was recently elected 
president of Civic Progress, Inc. This is 
a non-profit, non-partisan civic organiza- 
tion with big plans for community de- 
velopment in the Greater St. Louis area. 
As president, Mr. McHaney will be the 
chief executive officer of Civic Progress, 
Inc. He was elected by the sponsoring 
members of the group—18 top St. Louis 
businessmen. They met in the office of 
the Mayor of St. Louis, Raymond R. 
Tucker. Civic Progress, Inc., got under- 
way earlier this year. It is to be a per- 
manent, top-level civic organization. Its 
purpose is to sponsor long-range im- 
provements for the Greater St. Louis 
area — expressways, sewer system re- 
building, urban redevelopment, private 
building in the commercial areas, etc. 

i A 


Percy Chubb, II, partner in the New 
York underwriting firm of Chubb & Son, 
has accepted the post of chairman of 
the Insurance Division of the United 
Hospital Fund’s 1953 campaign. The 
committee headed by Mr. Chubb will 
seek contributions from persons in the 
insurance field in the coming campaign 
of the Fund. Gifts are distributed among 
81 member voluntary, non-profit hos- 
pitals to help them continue essential 
services to patients, professional educa- 
tion and medical research. Mr. Chubb is 
president of the Federal Insurance Co. 
and of the Vigilant Insurance Co. and 
is a director of the First National Bank 
of New York and National Foreign 
Trade Council. 

* * 

J. W. McDonald, marine underwriter 
at head office in London of Car & Gen- 
eral and Motor Union, will retire at end 
of this month and be succeeded by H. A. 
Turner who at present is assistant ma- 
rine underwriter. 

Oy glee 

Charles O. Clark, Jr.. CLU, has been 
appointed supervisor of basic training 
in home office of New York Life. A 
graduate of University of Cincinnati 
he became a New York Life agent in 
1946, subsequently being an_ assistant 
manager and a training supervisor. Paul 
M. McLarty has been made field super- 
visor, accident and sickness sales, agen- 
cy department. Formerly, he was agency 
instructor of the company in Atlanta and 
in charge of accident and sickness sales 
there. He is a graduate of Georgia 
Institute of Technology. 

a ee 

P. L. Grainge has been appointed as- 
sistant actuary of the British Isles divi- 
sion of Canada Life. 
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Insurance Men See “Miss America” 
Contest in Atlantic City 


September is one of the principal 
months for insurance conventions. Most 
of them are held in resort hotels. One 
of Atlantic City’s principal hotels, Had- 
don Hall, pulled off a record last week 
when there were gatherings of four in- 
surance companies held there at the 
same time. 

Many of the insurance men spent an 
evening or two at the big auditorium 
of the city watching the contestants for 
Miss America of 1954 going through 
their paces. The auditorium was dark, 
the only illumination being calcium 
lights flashed on the stage and the run- 
way. To those seated in the audience 
all the girls looked alike as they pranced 
along the runway. 

The “Miss America” contest is no 
longer judged from the mere standpoint 
of how the girls look in bathing suits. 
That is only one qualification. They also 
are judged as they appear in evening 
gowns when their poise as well as ap- 
pearance is taken into consideration. 
Finally, there is a display of talent. 
Many of the girls sang, danced or played 
a musical instrument. One girl gave a 
scene from the drama “Mice and Men,” 
quite a chore as a single act before 
thousands of spectators. 

The judges consist of famous artists 
who do magazine covers; Deems Taylor, 
music critic and composer, and others 
qualified to recognize both beauty and 
talent. Miss Pennsylvania won, and for 
a year she will travel throughout the 
country, visit the troops in Germany 
and make other appearances. Winning 
this award will give her an income of 
approximately $50,000 in the next 12 
months, 

In the old days when the girls at At- 
lantic City were picked exclusively on 
their bathing suit appearance there were 
unfortunate aftermaths as some of the 
winners cheapened the contest by their 
escapades. When talent and other re- 
quirements became a requisite for win- 
ning the girls got through their year of 
“Miss America” with credit. 


* * * 


Six Years Study of British Litigation 
Procedures 


British insurance men are interested in 
the final report of the Evershed commit- 
tee, chairman of which is Sir Raymond 
Evershed, which has to do with Supreme 
Court practice and procedure. The com- 
mittee which has six members deliber- 
ated for six years before making its final 
report. Its objective was to consider 
what reforms in practice and procedure 
are necessary for purpose of reducing 
the cost of litigation and securing 
greater efficiency and expedition in the 
despatch of business, 

Insurance men were particularly inter- 
ested in those sections of the report 
which deal with actions for personal in- 
jury which now constitute 40% of the 
business of the Queen’s Bench division. 











Marine men also found interest in the 
committee’s consideration of proposals 


for separating Admiralty work from 
Probate and Divorce, and for merging it 
with the work of the Commercial Court. 

The Evershed Committee decided 
against sweeping changes. The report 
was primarily concerned with suggesting 
practical changes which will reduce 
avoidable expenses of litigation. Evi- 
dence was received from many bodies, 
including the British Insurance Associa- 
tion and Lloyd’s. 

The committee devotes a special sec- 
tion of its report to personal injuries 
actions which form such an important 
section of the work of the Queen’s 
Bench division. It is pointed out that 
the majority of such actions are settled 
before they come to trial. Thus, of the 
12,000 writs in actions received by the 
Claims Commission in the years 1940-47, 
only 1,200 went to trial, and 9,600 were 
settled before delivery of the statement 
of claim. 

The committee’s proposals include the 
following: 

(1) There should be a simplified pro- 
cedure, without the issue of a writ, for 
approval of agreed settlements of infant 
cases, 

(2) Particulars of negligence in state- 
ments of claim, which are in common 
form and vague, should be omitted un- 
less some breach of statutory duty is al- 
leged. 

(3) In many running-down cases de- 
tailed scale plans are unnecessary, and 
sketch-plans only should be provided un- 
less the Master otherwise directs. 

(4) Joint medical examinations should 
be encouraged. Each party should be 
compelled to disclose to the other party 
the medical reports of doctors whom it 
is proposed to call as witnesses. The 
Master should have power to order the 
exchange of medical reports to see 
whether agreement can be reached in 
advance of the trial. 

(5) Expert evidence of automobile en- 
gineers in running-down cases usually 
serves no useful purpose and should not 
be admitted unless the Master, after 
consideration of an engineer’s report, 
directs that such evidence is necessary. 

(6) With regard to police reports and 
the disclosure by the police of state- 
ments made by witnesses at the time 
of a road accident, the committee in the 
course of its work had already taken 
effective steps to facilitate the advance 
supply of such statements, where the 
witness does not dissent, and of police 
evidence, so that the parties may be in 
possession of the true facts as early as 
possible. This in itself marks a great 


advance. 
es ak. 


Personal Visits From Tax Bureau 


While in Cleveland attending the con- 
vention of the National Association of 
Life Underwriters, Commissioner of In- 
ternal Revenue T. Coleman Andrews 
talked to reporters at the airport, mostly 
about those visits being made by Rev- 


enue Bureau people to see whether 
taxes have been paid. He said the Bu- 
reau had spent $11,500 in making a New 
England survey. “There we sampled 
8,800 persons and found about 13% were 
delinquent in filing their returns,” he 
said. “These visits, however, brought us 
in about $240,000 in delinquent taxes. In 
the Omaha area we found about 13% 
delinquency.” 

Asked by reporters if these visits did 
not partake of a Gestapo project the 
Commissioner said: “No, indeed. Our 
people didn’t look under rugs or behind 
pictures. This is merely an informative 
survey to acquaint people with the law; 
not to catch crooks.” 

What particularly impressed business 
organizations with the Andrews inter- 
view at Cleveland was his statement that 
a particularly sharp eye will be kept on 
expense accounts. 

“I am particularly interested in enter- 
tainment expenses such as private yachts 
and resort homes which allegedly are for 
the use of customers in promoting busi- 
ness,” the Commissioner said. “We are 
not going to tell anyone how to run his 
business, but we are going to make sure 
that business expenses are ordinary, nec- 
essary and reasonable.” 


* * * 


1952 U. S. Transactions in Interna- 
tional Reinsurance 


According to the Office of Interna- 
tional Trade, United States Department 
of Congress, American insurance compa- 
nies paid net premiums of $152.9 million 
to foreign reinsurers in 1952. 

Recovery of losses against this amount 
was $100.7 million, resulting in net for- 
eign dollar receipts of $52.2 million from 
reinsurance of U. S. risks. This is an 
increase of nearly 29% over 1951 re- 
ceipts. 

Studies made by the Department’s 
Office of Business Economics and Office 
of International Trade revealed that re- 
insurance premiums transferred to for- 
eign companies in 1952 were about 4% 
above those of 1951 ($147.2 million) and 
have risen in each year since 1949. How- 
ever, losses recovered in 1952 from for- 
eign reinsurers were approximately 6% 
below those of 1951 ($106.8 million), when 
high losses were paid on the windstorm 
disasters occurring in the latter part of 
1950. 


Premiums on reinsurance assumed by 


American reinsurers from foreign com- 
panies continued comparatively minor, 
although reinsurance is placed in the 


U. S. market from a large number of 
foreign countries. Net premiums re- 
ceived from about 42 foreign countries 
in 1952 amounted to $21.4 million against 
payments for losses to foreign insur- 
ance companies of $13.2 million. 


ae 


Discoverer of Aureomycin Gives 
Views on Long Life 


Dr. Benjamin Minge Dugger, dis- 
coverer of the wonder drug, aureomycin, 
says that his philosophy for a long, sat- 
isfying life is: “Keep active, mentally 
and physically.” 

Dr. Dugger, who was 81 September 
1, conducts a full-time research program. 
He also finds time to have a small vege- 
table garden every summer, play an oc- 
casional round of golf or go fishing. In 
the winter he bowls. 

“Moderation is a wonderful thing,” he 


advises. “Work and play with modera- 
tion.” 
The story of how this man gained 


world-wide prominence is most interést- 
ing. In 1943, at the age of 71, he was 
forced by state law to retire from the 
University of Wisconsin, where he 
taught botany. Not content with retire- 
ment, Dr. Dugger went to Lederle 
laboratories and there began searching 
for an antibiotic that would be more ef- 
fective than penicillin. 

He worked three years with teams of 
chemists, bacteriologists, pharmacologists 
and other scientists, culturing thousands 
of earth molds, before aureomycin was 
isolated and developed for commercial 


production. The antibiotic was put on 


the market in 1948, when Dr. Dugger 
was 76. 
He was born in 1872 at Gallion, 


Alabama, one of five sons of a country 
doctor, he recalls that he was riding a 
horse at the age of four and that he has 
never been seriously ill, and even escaped 
many of the usual childhood diseases. 

He says he plans to retire some day 
but most of his associates disagree, for 
Dr. Dugger is a man with an insatiable 
curiosity about things scientific. He is 
still working with earth molds, hoping to 
find another antibiotic which will be 
even more beneficial than aureomycin. 

“Also, I love my work,” He says, “and 
that’s very important. I get a great per- 
sonal satisfaction from scientific accom- 
plishment.” 

He feels that there is a wonderful 
future for young people in the field of 
scientific research. Industrial laboratories, 
he says offer opportunities unknown to 
the college researcher. 

“We now have real teamwork,” he 
explains. “The colleges and universities 
constitute our principal reservoir of 
scientific talent; the industrial labora- 
tories can supply the developmental 
know-how, the money and the sales. 
Together these two great scientific inter- 
ests should carry us to magnificent new 
discoveries which will make life safer and 


longer.” 
a 


1954 Fiscal Outlook 


U. S. Secretary of the Treasury 
Humphrey expects larger business earn- 
ings and higher national income under 
present tax rates to yield $68.5 billion 
in Federal Revenue for current year. 
With expenditures forecast at $74.3 bil- 
lion that indicated deficit is $5.8 billion. 


* * * 


New Building Technique Speeds 
Construction, Saves Money 


A far cry from the _ hod-carrying, 
brick-laving building crews of old are 
the modern construction techniques used 
by present day contractors, One of the 
most recent and most interesting addi- 
tions to the New York scene is a 26 
story office building going up at 99 Park 
Avenue. 

In the case of this building, owned 
by Tishman Realty Corp., the enterpris- 
ing designers called for a unique alumi- 
num panel wall construction which per- 
mitted spécial crews of the General 
Bronze Corp. to finish walling in the 
steel skeleton in only six and one-half 
working days, at considerable saving to 
the sponsors. 

The novel method involved the in- 
stallation of ‘aluminum panels specially 
made for this building. Each panel, 
measuring six feet in width and 21 feet 
in length was bolted to brackets pre- 
viously welded to the framework. 

The panels weighed 100 pounds and 
were flanged to make a weather-tight 
joint. In all, 1,800 of the panels were used 
to cover the 98,363 square feet of wall 
area and they were set in place at the 
rate of four floors a day. 


* * * 
Report on Safety Program 
Progress of New 
liability safety program will be the sub- 


ject of a report at the annual convention 
of the state’s insurance agents Septem- 


Jersey’s automobile 


ber 23-25 at Chalfonte-Haddon Hall, 
Atlantic City. 

Roy H. MacBean of Cranford will 
preside over the convention sessions. 


“0 


erie report will deal with the “Car 

Can Kill You” sticker campaign inaugu- 
rated by the New Jersey agents to focus 
public attention on the importance of 
careful driving to reduce accidents. 

With the association membership hav- 
ing passed the 1,400 mark for the first 
time, all attendanee records in the long 
series of annual meetings are expected 
to be broken. 
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American Management 
Conference Nov. 12-13 


AT DRAKE HOTEL IN CHICAGO 





Objectives of Insurance Management, 
Group Cover Costs, Manager’s Role 
in Loss Prevention on Program 





Building a foundation for sound insur- 
ance planning will be the theme of the 
American Management Association’s fall 
insurance conference, to be held Novem- 
ber 12-13 at the Drake Hotel, Chicago. 
More than 800 corporate insurance man- 
agers from all parts of the United States 
are expected to ttend the three-day 
meeting. 

Edward M. Wegman, manager, 
ance and real estate department, Arm- 
strong Cork Co., Lancaster, Pa., will 
open the conference November 12 with 
an analysis of the objectives of insur- 
ance management and the increasing 
scope of the insurance buyer’s job. 

At an afternoon panel session three 
insurance managers from companies of 
different sizes and types will describe 
how they ‘determine the best way to 
handle a risk and the most suitable cov- 
erage. They are William H. Ellsworth, 
assistant general counsel, law, insurance, 
and tax department, Ceco Steel Products 
Corp., Chicago; Casimir Z. Greenley, 
manager, insurance and loss prevention 
department, Montgomery Ward & Co., 
Chicago, and L. H. Wiggers, manager of 
insurance and real estate, Procter & 
Gamble Co., Cincinnati. 

Policy Negotiation and Renewal 

Other topics to be discussed include 
policy negotiation and renewal, an ac- 
tuarial breakdown of group insurance 
costs, the insurance manager’s role in 
loss prevention, working effectively with 
other departments, and keeping the in- 
surance program dynamic. 

J. Henry Smith, vice president and 
associate actuary, Equitable Life Assur- 
ance Society of the United States, New 
York, will present a thorough break- 
down of group insurance costs, clarify- 
ing such questions as whether net reten- 
tion is the final measure of cost and how 
to compare bids and proposals from in- 
surance companies. V. S. Brennan, in- 
surance manager, United Gas Corp., 
Shreveport, La., will outline ways of in- 
corporating new developmentns into an 
established insurance program with a 
review of some of the important recent 
developments. 


insur- 


Loss Prevention 

The insurance manager's role in loss 
prevention will be the topic of Herbert 
F. Morgenthaler, insurance manager, 
Daystrom, Inc., Elizabeth, N. J. Orville 
B. Tearney, manager, insurance depart- 
ment, Inland Steel Co., Chicago, will in- 
dicate methods of establishing effective 
two-way communication with other de- 
partments and building coordination and 
cooperation. 

On display throughout the conference 
will be the A. M. A. insurance confer- 
ence exhibit, consisting of hundreds of 
company forms, manuals, and other ma- 
terials illustrating the work of insurance 
departments. Special exhibits will in- 
clude company displays of their complete 
insurance programs and a safety presen- 
tation by the American Standards Asso- 
ciation. 

The conference program was planned 
by the A. Insurance Planning 
Council, a group of executives of mem- 
ber companies headed by Henry Ander- 
son, insurance manager, American 
3roadcasting-Paramount Theatres, Inc., 
New York, who is the association’s vice 
president in charge of the insurance divi- 
$10n. 


Great American Backs 
Reorganization Plan 


WOULD INCREASE THE SURPLUS 


American Alliance Would Be Merged 
With Parent Company; Expect Divi- 
dend To Be Raised to $1.50 





Danie’ R. Ackerman, chairman of the 
board of the Great American Insurance 
Company in New York, announces that 
directors of the company have approved 
and recommended to stockholders a pro- 
posed reorganization of the company’s 
holdings in its affiliated insurance com- 
panies which was expected to simplify 
the structure of the Great American 
Group and to increase the policyholders’ 
surplus of the company from approxi- 
mately $61,000,000 to about $89.000,000, 
based on valuations as of June 30, 1953. 

The proposed reorganization would 
commence with the purchase Dy the 
company, for 560.000 new shares of its 
capital stock to be authorized for that 
purpose, of substantially all of the assets 
of the Great American Corporation, a 
holding company all the stock of which 
is held by trustees for the benefit of the 
stockholders of the company. 

Such purchase would be followed by 
the dissolution of Great American Cor- 
poration and distribution of such 560,- 
(00 shares through the trustees to the 
stockholders of the company, amounting 
in practical effect to a 28% stock divi- 
dend to such stockholders. 


American Alliance Merger 


The proposed reorganization would 
be completed by the subsequent merger 
of American Alliance Insurance Com- 
pany into the company, with shares of 
the company remaining unchanged and 
each share of American Alliance being 
converted into one and one-sixth shares 
of Great American. The directors of 
American Alliance also have approved 
the proposed merger. 

It is expected that after the reorgani- 
zation, dividends on the stock of the 
Great American would be at the rate of 


$1.50 a share a year, producing an 
amount equivalent to something more 


than is currently being paid on account 
of the present stock of Great American 


or on the stock of American Alliance. 
Alfred M. Best Company, Inc., well 
known insurance experts. have deter- 


mined that the exchange bases involved 





Peterson to Report to 
NAIA on Civil Defense 


Val Peterson, head of the Federal 
Civil Defense Administration, will cut 
short his inspection tour of European 
civil defense efforts in order to speak 
at the annual convention of the National 
Association of Insurance Agents in 
Washington, D. C., September 28-Octo- 
ber 1. 

Mr. Peterson, former Governor of 
Nebraska, is presently in Europe for the 
purpose of surveying what is being done 
in civil defense, particularly in the field 
of underground installations. 

His appearance will be the highlight 
of the fire safety portion of a conserva- 
tion program scheduled as part of the 
annual convention on Tuesday at 2 p.m. 
in the Hotel Statler. Also on the pro- 
gram will be a talk on “Fire Safety and 
the Agent” by John J. O‘Toole, St. 
Louis, chairman of the NAIA fire safety 
committee and a discussion of how fire 
safety can be promoted by utilizing 
present facilities by Harry A. Pierson 
of Oklahoma City, vice chairman of the 
committee. 


“Bill” Hutzfeldt Retires 
From National of Hartford 


William S. Hutzfeldt, general agent 
of the National of Hartford Group in 
the New York metropolitan area for 
many years, has been retired because of 
ill health. He is now residing at 2811 
Plunkett Street, South Hollywood, Fla. 
He was 25 years with the National and 
is a member of the New York Ex- 
Fieldmen’s Society. 


STATE AGENT IN DAKOTAS 


Jack H. Klinkenborg has been ap- 
pointed state agent for the Phoenix- 
Connecticut Group and will supervise 
operations in North Dakota and the 
northern part of South Dakota. He was 
formerly special agent for the Group in 
Kansas and Minnesota. He will main- 
tain headquarters in Fargo. 





in this reorganization are fair to the 
stockholders of each company. 
Mr. Ackerman stated that the pro- 


posals would require approval of stock- 
holders of the company at a_ special 
meeting called for October 20, and that 
the merger would also require approval 
of American Alliance stockholders at a 
special meeting on the same date. No- 
tices and proxy material were sent out 
on September 11 to stockholders of rec- 
ord of both companies on that date. 

The management advises that adequate 
provision will be made for continued 
representation of all American Alliance 
agencies, 
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COE PRESIDENT PA. AGENTS 





Elected to Head State Association at 
Annual Meeting; Willison and 
Helwig Vice Presidents 
Howard S. Coe of Philadelphia was 
elected president of the Pennsylvania 
Association of Insurance Agents at the 
4th annual meeting held this week at 
Bedford Springs. He succeeds H. C. 
Aulenbach of Reading. Other officers are 
Vice Presidents Lawrence D. Willison, 
Jr., of Williamsport and Wilfred E., 
Helwig of Indiana; Treasurer C. M. 
Thumma of Harrisburg and Secretary- 
Manager Frank D. Moses, also of Har- 
risburg. Mr. Moses observed his 25th 
anniversary with the association, during 
which quarter of a century he has done 
an excellent job in strengthening the 
state organization and maintaining its 
operating efficiency at a _ high level. 
There was a record attendance at this 
convention, exceeding capacity of the 

hotel. 

John L, Snyder of York was awarded 
the grand prize in the agency improve- 
ment exhibit contest. Charles K. Bok- 
man, resident vice president in Pitts- 
burgh for the New Amsterdam Casualty, 
was awarded a citation for contributing 
most to the benefit of the agents’ asso- 
ciation. 

Resolutions were adopted commending 
Pennsylvania State College for cooper- 
ating with the association and the State 
Insurance Department, condemning prac- 
tices of certain companies for direct 
solicitation and recommending that state 
and National Associations adopt use of 
word “assured” in referring to policy- 
holders. 

Additional reports on this convention 
are published on Page 22 of this issue. 


HOME DIVIDEND DECLARED 


Harold V. Smith, president of the 
Home Insurance Co., announces that 
directors of the company have declared 
a dividend of 50 cents a share, payable 
November 2 to stockholders of record 
October 1. This will be the third quar- 
terly dividend to be paid by the Home 
at the increased annual rate of $2 estab- 
lished earlier this year, the Home’s 
centennial. 


2,615 IN CALIFORNIA ASSN. 
The California Association of Insur- 
ance Agents, as of August 31, had a 
membership of 2,615, in the 94 local asso- 
ciations affiliated with the CAIA. Of 
this number 1,312 attended the 26 re- 
gional meetings held during August. 
Chairman Willis K. Thoits of the 
educational committee has announced 
that the association’s sixth annual ad- 
vanced agency management conference 
will be held at Stanford University dur- 
ing the week of June 20, 1954. 


ADLAND TO SUCCEED WILDS 

Tom G, Wilds after 31 years as a spe- 
cial agent in Kentucky for the Hartford 
Fire, and previously for some years with 
the formerly operated state company, 
known as the Henry Clay Fire, will be 
retired November 1. 

His successor at Louisville will be 
Alex H. Adland, who has been with 
Hartford for 19 years, and since March, 
1941, a special agent at Jackson, Mich. 


PHILIPS ON VERMONT PROGRAM 

Harold K. Philips, public relations 
director, Association of Casualty & 
Surety Executives, spoke September 14 
at the annual meeting of the Vermont 
Association of Insurance Agents, held at 
Lake Morey Inn, Fairlee. His subject 
was financial responsibility laws, and he 
did a good job in explaining their pro- 
visions. 


DEAN HEADS LOCAL BOARD 

Alex Dean of the David agency is the 
new president of the Insurance Agents 
Association of Minneapolis. Other offi- 
cers elected by the board of directors 
are Allen Halgren, Minneapolis Na- 
tional Co., vice president; G. B. Sigurd- 
son, Camden Insurance agency, secre- 
tary-treasurer; Alice M. Fabianke, 
executive secretary. 
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Agency Termination Problem and 
Procedure Analyzed by John Neville 


Problems which an agent may face if his agency is terminated were 


analyzed by John F. Neville, executive secretary-general counsel of the 
National Association of Insurance Agents, when speaking before the Ver- 
mont Association at Fairlee, Vt., on September 14. Discussing agency agree- 
ments and methods of termination Mr. Neville stated in part: 


“We can assume that every agent has 
an agency agreement with every com- 
pany he represents, and a provision of 
that agreement covers how the contract 
will be terminated. In addition thereto, 
there is a provision which states that 
supplies furnished by the company shall 
remain the property of the company and 
shall be returned to it upon demand. Of 
course there is the ownership of expira- 
tions clause, which commences with the 
words: ‘In the event of the termination 
of this agreement.’ 

“These three clauses seem to be the 
only ones in the average agreement 
which have any particular effect on the 
termination of the agency and of these 
the termination clause itself is of the 
utmost importance. All clauses in your 
agency agreement mean something, w ‘hich 
is the best reason that could be given 
why it is important for an insurance 
agent to read, understand and be fa- 
miliar with the provisions of his agree- 
ment. 


Termination Clause 


“The termination clause in the aver- 
age agency agreement which reads: 
‘This agreement supersedes all previous 
agreements, whether oral or written, be- 
tween the company and agent, and may 
be terminated by either party at any 
time upon written notice to the other’ 
is a two-edged sword, and the termina- 
tion privileges may be exercised by 
either the company or the agent. 

“While this discussion will confine 
itself to the situation where the com- 
pany terminates the agency relationship, 
it is well to remember that the same 
and equal right is given to the insurance 
agent, should he choose to exercise it. 

“It used to be my belief that most 
agency terminations were on a reason- 
ably friendly basis. After talking with 
people in whom I have great confidence, 
|! no longer hold to this belief. As a 
matter of fact, | am given to understand 
that a very high percentage of termina- 
tions are effected at a time when one 
might classify the agent-company rela- 
tionship as somewhat less than friendly. 

“If my revised opinion is the correct 
one, we have a psychological factor in- 
jected into this subject which could 
easily, if not controlled, be the cause 
of misunderstandings and claims of un- 
fairness in the winding up of this impor- 
tant business relationship. 





JOHN F. NEVILLE 


“I am referring to the danger of al- 
lowing your heart to rule your head 
when you are involved in a phase of 
business which requires clear thinking. 
It is only natural that an insurance 
agent, except under rather unusual cir- 
cumstances, will resent, to a more or 
less degree, the termination of his 
agency agreement by a company. He is 
apt to feel that he is being treated un- 
fairly, that he is not being allowed a 
privilege which he feels other agents 
may be enjoying, or that the company 
has committed some wrong (real or 
imagined) which has had an adverse 
effect on the agent’s business. 

“Remembering that there are two sides 
to every controversy, it is certainly the 
part of wisdom to entertain the fact of 
termination and any negotiations that 
may be necessary in connection there- 
with, from a_ reasonably unemotional 
viewpoint. 


Written Notice Required 


“It follows therefore that all the 
heated words between a special agent 
and a local agent in which termination 
might be voiced many times over, will 
not, as a matter of fact, terminate an 
agency relationship which requires a 


written notice to end the relationship. 
The contract clause quoted requires such 
written notice to be effective and the 
condition precedent will not be satisfied 
unless proper written notice is given. 

“It should also be observed in this 
connection that there is no notice speci- 
fied in the provision which we have 
been considering. The contract may sim- 
ply be terminated by either party at 
any time upon written notice to the 
other, 

“Every agency agreement may not be 
uniform in this particular. Some agree- 
ments may require a 15 or a 30 day 
written notice in order for a termina- 
tion to be effected. I have seen contracts 
of an earlier vintage which require this, 
and it would be well to examine your 
contracts to find whether your agency 
may be terminated at any time or 
whether you are entitled to a certain 
specific number of days’ notice. 

“Our termination clause merely re- 
quires written notice, which may be 
delivered to the agent by hand, through 
the mail, or by telegraph. It simply must 
be in writing and necessarily it should 
be delivered either personally to the 
agent involved or to someone in his em- 
ploy who could reasonably be expected 
to call it to his attention. 

“If the agent should be asked to 
acknowledge by his signature that he 
has received such a notice, there would 
certainly be no disadvantage to the 
agent in complying with this request. 
The notice of course should be definite 
enough to apprise the agent of the ~ 
that his agency is being terminated. 
simple form of termination notice is as 
follows: 

Simple Form Offered 


“‘Please take notice that the agency 
agreement between you and the under- 
signed is terminated as of (a specified 
date which would normally be in the 
future). 





(Full Name of Company) 


(Title) ’ 

“A retroactive notice could, in my 
opinion, have no effect on any business 
which had been written by the agent 
between the date specified in the notice 
and the date of receipt. 

“Another method of terminating an 
agency is by having the agent and the 
company representative enter into an 
agreement to end the relationship. This 
additional agreement is separate apart 
from the agency agreement itself and 
would simply state that it is hereby 
understood and agreed that the agency 
agreement between the X Insurance Co. 
and the agent dated is termi- 
nated as of the effective date of termi- 
nation. This agreement should be dated 
and signed by both the company, through 
its representative, and the agent,” Mr. 
Neville stated. 

“At this point we have the required 
notice of termination delivered to the 
agent concerned, and up to this time 
there should be very little opportunity, 
if the agency termination provision is 





By 


scrupulously followed, for any misunder- 
standings. 

“However, as part of the procedure, 
the closed agency representative may be 
asked to hand over his executed agency 
agreement to the company representa- 
tive. Some agents have questioned the 
propriety of such a request, feeling that 
they may be placing themselves in jeop- 
ardy by complying in the event certain 
questions are raised later which could 
only be determined by an examination 
of the agency agreement. 


Duplicate Copies 

“I understand that most agency agree- 
ments are executed in at least duplicate, 
with the agent retaining a duplicate 
original in his possession. This means 
of course that the principal has at least 
one executed copy of the contract in 
its possession at all times, but neverthe- 
less makes such a request of the agent 
in order to gain possession of the re- 
maining evidence of the agent’s author- 
ity to represent the company which is, 
of course, contained in the agency agree- 
ment still held by the agent. 

“There is no way a third party could 
determine by an examination of an 
agency agreement that it had in fact 
been terminated, and such a third party 
would probably have the right to assume 
that the agent was still a bona fide 
representative of the company,” ob- 
served Mr. Neville. 

“It must be stated parenthetically that 
the request of the company to pick up 
this contract is not at all unusual and 
has its genesis in the natural desire to 
protect itself. However, inasmuch as the 
agency agreement is silent on this sub- 
ject, I believe that the agent need not 
surrender his contract and that he is 
justified in refusing to do so, if that is 
the course he cares to follow. But the 
question of whether an agent should 
surrender his contract upon termination 
of his agency is really not, in my opin- 
ion, of major importance, regardless of 
how it is decided. 

Best Evidence Rule 

“Some of you may be acquainted with 
a rule of evidence called ‘the best evi- 
dence rule.’ This rule as it is understood 
and applied in present day practice re- 
quires that one who desires to prove the 
contents of a writing must do so by 
producing the writing itself, unless suffi- 
cient reason is shown for not producing 
it. 

“Imagine, if you will, that the agent 
wishes to prove in court the contents of 
this agency agreement. The ‘best evi- 
dence rule’ would normally require him 
to produce the writing, or failing that, 
to explain why he doesn’t have it. The 
explanation that it had been surrendered 
to the company would seem to be a 
sufficient showing to overcome the re- 
quirements of the best evidence rule and 
allow the agent to prove the contents 
of the writing by what is called ‘sec- 
ondary evidence.’ 

“Such secondary evidence could be, 
among other things, a photostat copy 

(Continued on Page 34) 
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Pennsylvania Agents 
Hold Annual Meeting 


AULENBACH REVIEWS PROGRESS 


Expresses Regret Controlled Auto Busi- 
ness Bill Did Not Pass; Member- 
ship at 1,635, a New High 

The Pennsylvania Association of Insur- 
ance Agents held its 64th annual 
convention September 13-15 at the Bed- 
ford Springs Hotel, Bedford, with busi- 
ness sessions on Monday and Tuesday. 
President Harold C. Aulenbach_ of 
Reading presided and in his annual re- 
port to the convention stated in part 
as follows: 

“The first thing that stared our asso- 
ciation in the face when I took office 
last September was the matter of creat- 
ing a committee to study the matter of 
controlled automobile business, so that 
we could make up our minds as to 

whether we wanted to present this to 
the legislature to have a law passed for 
protection of insurance agents and. buy- 
ers of automobiles in Pennsylvania. 
Controlled Auto Bill 

“his committee was organized and 
we immediately ran into some legal dif- 
ficulties and decided that before we 
could take any further steps it was nec- 
essary that our association have an 
attorney. We were fortunate in hiring 
as our attorney Huette F. Dowling 
of Harrisburg. After a number of meet- 
ings of this committee, a bill was created 
for presentation to the legislature. 

“Because it was realized that we would 
probably have stiff opposition from auto- 
mobile dealers, it was decided that we 
must have as many regional meetings as 
possible to spread the gospel to all of 
our groups everywhere. This was ac- 
complished with about 40 regional meet- 
ings throughout the state, at which there 
were about 2,000 insurance people pres- 
ent. 

Beste yg this bill was ready to be pre- 
sented, was designated as House Bill 
1111. This bill was referred to the in- 
surance committee of the House and 
never got out of this committee. We 
encountered opposition not only from 
automobile dealers but some elements 
in the real estate business. We tried 
hard to work with the real estate inter- 
ests, but evidently some of the leaders 
had committed themselves against the 
bill, and our efforts were in vain. 

“Relative to controlled business legis- 
lation, I certainly cannot help but 
recommend that the committee which 
has done such a fine job on this par- 
ticular subject, continue its study, and 
if the association decides to do anything 
further, they will be better prepared 
when we are reaae to present a new 
bill. 

Membership at New High 


“Marshall Davis, our assistant to 
Frank D. Moses; Jim Barrett, who was 
employed for June, July and August, 
and the co-chairmen of the membership 
committee, W. Howard Stewart and A. 
J. Petrini, produced membership for this 
association. At the beginning of the 
vear, gur membership was 1,516. A’s of 
September *1, our membership was 1,635, 
which sis‘an all-time high for our associ- 
ation 

“The two- year experimental period of 
our public relations program has now 


been concluded, and we will have to con- 
tinue this program with the blessings 
of the Eastern Underwriters Association, 
and the further cooperation of the field- 
men of the various field clubs. The high- 


way safety and fire safety committees 
have been active, and a lot of good has 
been done. We feel that it is of such 
great importance that we have no alter- 
native but to continue with this work. 

“One of the strong features of our 
association has been the promotion of 
higher standards of qualification for new 
insurance agents. The Insurance Com- 
missioner each year appoints a commit- 
tee among the industry. They make up 
questions in cooperation with the Penn- 
sylvania State College. They have been 
meeting about four times a year, and 
with the guidance of our members, W. 
Howard Stewart as chairman of this 
committee, have been doing a successful 
job -in keeping up standards on these 
examinations. 

“We have had the Sixth Annual In- 
surance Educational Conference at State 
College. This is under the sponsorship 
of our state association and the com- 
pany men’s organization, with the facili- 
ties and valuable hi ince of the Penn- 
sylvania State College and Professor 
Whe rry. 

“During the year the matter of group 
insurance for members and their em- 
ployes in their offices was brought be- 
fore one of our director’s meetings. This 
matter has been studied by a committee, 
the chairman being Earl Miller of Wil- 
liamsport, and is to be brought before 
the convention. 


Public Relations Success 


“Our work along the lines of public 
relations, higher qualification standards 
and education is fundamental to our suc- 
cess over the years and is a tribute to 
the qualities of unselfishness and leader- 
ship shown by our members. But, un- 
derlying all this is the continued and 
growing need for greater strength, nu- 
merically and financially. Our work can 
continue and our objectives obtained 
only if there are many willing hands to 
respond to the call for service and if 
our association “ts the strength and in- 
fluence to bring about the things we 
consider desirable for the business and 
the ins uring public as well as to success- 
fully defend our way of life against 
methods of conducting the insurance 


PLATTSBURG AGENTS MEET 


State Leaders Discuss Compulsory Auto 

Insurance Problem; N nn, Clauss, 

Schwab, Brooks Head List 

Assemblyman James A. Fitzpatrick of 
Plattsburg headed a list of eight experts 
who spoke at a local agents’ clinic at 
the Cumberland Hotel, in Plattsburg, 
N. Y., Monday. Featured as “The Case 
of Compulsory Automobile Insurance vs. 
The Public,” the meeting revolved prin- 
cipally around the subject that was such 
a bone of contention in the last legisla- 
tive session. 

Victor F. Veness, Deputy Commis- 
sioner in the New York State Motor 
Vehicle Bureau, evaluated the financial 
responsibility law while Joseph A. Neu- 
mann, former president of the New 
York State Association of Insuranee 
Agents, discussed deficiencies in a com- 
pulsory insurance law. 

Other speakers from the agents asso- 
ciation were President Emil T. Clauss, 
Buffalo; Arthur L. Schwab, Staten 
Island, executive vice president; Alleyn 
H. Beamish, Albany, public relations 
counsel, and Craig Thorn, Jr., Hudson. 
Mr. Thorn, who is membershin commit- 
tee chairman, presented highlights of 
the new automobile rate plan announced 
August : 

Walter F. Brooks, Deputy Superin- 
tendent of Insurance, covered the com- 
mingling law in one phase of the 
program. Chairman of the local commit- 
tee in charge of the clinic, was Howard 





D. Grant. He was assisted by Bothwell 
Schurr, George Brewer and B. W. 
Lewis. 


J. ROY CESSNA DEAD 

J. Roy Cessna, an insurance agent in 
Bedford, Pa., for nearly 50 years, and 
former president and secretary of the 
3edford School Board, died recently. He 
joined the Woods agency of Equitable 
Life Assurance Society in 1903 and in 
1940 received recognition for 40 years 
of service with the firm. 





business which are not in the tradition 

of the American Agency System.” 
Stanley Cowman of Philadelphia, past 

state president and now chairman of the 


public relations and catastrophe loss 
committee, presented an outline of the 
many opportunities offered to local 


boards and agents to participate in pub- 
lic relations efforts. Chairmen of the 
fire prevention and accident prevention 
committees, William J. Graul and Stuart 
E. Graham, reported on their activities. 
This part of the program was con- 
cluded by a talk by Owen F. McDonnell 
of the “Philadelphia Inquirer,’ who em- 
phasized the extensive possibilities of 
the recent proposal to persuade all 
churches to join in a program under the 
topic of “Thou Shalt Not Kill.” Mr. 
McDonnell offered the support of his 
paper in such a campaign to reduce 
highway accidents and fatalities. 
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General Brokers Name 


Dinner Committee Heads 
Jack A. Fink, president of the Gen- 
eral Insurance Brokers’ Association of 
New York, Inc., has announced that the 
following will head the committees in 
charge of arrangements for the 28th 
annual dinner of the association to be 
held at the Hotel Astor, October 28. 
Dinner committee chairman, Joseph 
F. Conroy; invitation committee, George 
F. Sullivan; journal committee, Martin 
D. Cowan; reception committee, Andrew 
H. Boardman; seating committee, Leon- 


ard Jacobs; music committee, Nathan 
Greenbaum; ladies committee, Helen 
Brook; publicity committee, Russell 
Wittpenn. Mr. Greenbaum has also been 
appointed honorary chairman of the 
dinner committee. 


Kimberly President of 
Agency in Buffalo, N. Y. 


William F. Kimberly has been elected 
president of Rumsey, Read & Kimberly, 
Inc., real estate and insurance, with 
offices at 162 Franklin Street, Buffalo, 
N. Y. Other new officers are vice presi- 
dents, J. Howard Smith and Frederick C. 
Ego, and secretary-treasurer, Harry A. 
Campbell. 

Mr. Kimberly started his insurance 
career with the Armstrong-Roth Cady 
Co. In 1929 he became associated with 
Dexter P. Rumsey & Co. as head of the 
insurance department. In 1941 the name 
of the company was changed to Rumsey, 
Read & Kimberly, Inc., and he became 
vice president. 

Mr. Smith became associated with the 
company in 1940 as property manager. 
As vice president he is in charge of 
property management and real estate 
sales, 

Mr. Ego has been with the company 
since 1936. He heads the insurance de- 
partment as vice president. Mr. Camp- 
bell was made treasurer in 1941 and now 
is secretary and treasurer. 


SCHULER IN TENN. AGENCY 

Roger J. Schuler, formerly of Jackson, 
Tenn., will become on October 1 a part- 
ner in the Nashville agency of Buell & 
Crockett. Previously he was state agent 
of the Hartford A. & I. Present part- 
ners in the agency are Dempsey Weaver, 
Tr., and Paul Turner. Mr. Schuler is a 
business administration graduate of 
Princeton University. 
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EISENHOWER PROCLAMATION 
Copy of First Fire Prevention Week 
Proclamation Placed in Eisenhower 
M in Abilene, Kan. 

A copy of President Dwight D. Eisen- 
hower’s first Fire Prevention Week 
proclamation will rest in the Eisenhower 
museum at Abilene, Kan. Sam R. Heller, 
president of the Eisenhower Foundation, 
and insurance man, in a letter to E. B. 
Fergus, member of the Wichita Cham- 
ber of Commerce fire prevention week 
committee, disclosed the decision to 
place the proclamation among the docu- 

ments at the museum. 

“My knowledge of President Eisen- 
hower’s sincere interest in the protec- 
tion of life and property by the use of 
every precautionary means _ possible 
prompts me to place a copy of this, his 
first fire prevention proclamation, in the 
Eisenhower museum at Abilene,” Heller 
wrote. : bs 5s 

“It will be a reminder to this and 
future generations that the needless loss 
of human life and waste of property 
caused great concern to our President,” 
he continued. “It is my confident belief 
that, as the facts are made known to 
our people in terms of loss of life and 
property, a greater degree of coopera- 
tion in the fire prevention program will 
be realized.” 

Heller quoted the words of the Presi- 
dent's proclamation in recounting the 
loss of life and property, as follows: 

“During the past year fire has taken 
the lives of some 10,000 of our people, 
has permanently meimed countless 
others, and the destruction of property 
has risen to the highest peak in many 
years, resulting in a monetary loss of 
nearly a billion dollars. . . .” 

Fergus revealed an exchange of let- 
ters between himself and Heller at a 
meeting of members of the fire preven- 
tion committee during which reports 
were made to Chairman Vernon Reed 
regarding plans for celebration of Fire 
Prevention Week October 4 - 10. 





American Opens Field 
Office in Maryland 


In order to increase field services for 
agents in the District of Columbia and 
Maryland, the American Insurance Co. 
has opened a new office at 10111 Coles- 
ville Road, Silver Spring, Md., with 
Special Agent Herbert H. Taggart, Jr., 
in charge, 

Mr. Taggart is a graduate of Upsala 
College, and a veteran of World War II. 
He served with the United States Army 
Air Force from 1942 until 1945, and in 
1950-1951. He has been with the Ameri- 
can since March, 1949, working in the 
home office loss department, and later 
in the New Jersey and Maryland fields. 

Special Agent Clinton D. Shepherd 
will continue to have supervision of both 
the Silver Spring and Baltimore offices. 


HEAR BIELASKI IN OHIO 

In an address at the 8th annual Ohio 
State Fire School at the Ohio State 
University, A. Bruce Bielaski, assistant 
general manager of the National Board 
of Fire Underwriters, said that Ohio 
has made tremendous progress in arson 
investigation and fire fighting in recent 
years. He traced the development of 
arson investigations and fire fighting 
methods in recent years, and declared 
that when he visited Ohio 30 years ago 
only 44 men in the state were engaged 
in running down arsonists. He said 
“arson is at a low normal now.” 


NEW FIELD OFFICE IN TEXAS 

The Great American has opened a new 
field office in Houston, Tex., under su- 
pervision of Special Agent Henry P. 
Boardman. Temporary headquarters are 
at 4031 Rice Boulevard, pending comple- 
tion of a building where the office will 
be located. 


Insurance Salaries Show 


Further Gain in Canada 
Latest nationwide survey by the Cana- 
dian Government reveals that there were 
41,544 employed by insurance companies 
operating in Canada at June 1 this year 
and their average weekly salaries and 
wages rose to $59.70 on that date com- 
pared with $55.46 a year ago on same 
date. , ; 
Employment in insurance companies 
continued to rise, amounting to 155.0 at 
June 1 compared with 154.7 at May 1 


HARRY STEARS DIES 

Harry St. Clair Stears, executive sec- 
retary of Morden and Helwig Limited, 
Hamilton, Ont., insurance adjusters, died 
suddenly September 8. He was 58. He 
was widely known in Hamilton insur- 
ance circles and had been with firm 32 
years. 





and 152.0 at June 1 a year ago, based 
on 1939 being 100, with payrolls stand- 
ing at 299 and 272.9 respectively. Of the 
41,544 employees at June 1 this year, 
men comprised 22,097 and women 19,447 
or 53.2% men and 46.8% women. 


North British Transfers 
Wickard to New York 


Albert O. Wickard, engineer, formerly 
assigned to the Pacific department at 
San Francisco, has been transferred to 
the home office at New York as engineer 
associated with the improved risks de- 
partment under the supervision of Sec- 
retary M. B. Baker, Jr. Mr. Wickard 
joined the North British Group in 1942 
and during the past seven years has 
been Pacific department engineer, 





An advertisement similar to this appears in SATURDAY EVENING POST, September 19, and in NEWSWEEK, October 19 
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Daniel Webster delivering his famous reply to Robert Y. Hayne in the U. S. 
Senate—1830. From the painting by G. P. A. Healy in Faneuil Hall, Boston, 
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Wise counsel 


Probably no single utterance of any American did more to 
help unify this country than Daniel Webster’s famous “Glorifi- 
cation of the Union” speech. Seldom before or since has such 


wise counsel been expressed so eloquently. 


Now, as in the past, wise counsel is essential to our personal 





and business welfare 


not least in matters of insurance. That’s 


why many people depend upon the Great American Group of 
Insurance Companies for the expert guidance they need in 
planning all-around insurance protection. 


Great American has more than 17,000 local agents ready to 
advise you. Any of these, or your own broker, will gladly apply 
their seasoned experience to your own insurance problem. 
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E ARE BUILDING close to a million 
new homes every single year. And 
today, for the first time in generations, 55 
per cent of American families own their 
own homes. 
The increase in home ownership is just one 
of many significant changes we ve seen in re- 
cent years. 


We're raising bigger families. Our children 
are getting more education. We’re living 
longer. We're earning more money. Our whole 
way of living is changing! 


This means we have much more to protect. 


HOW AMERICA 
IS CHANGING 


xe 
be 
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And life insurance is keeping pace and is 
constantly growing more flexible to meet our 
new needs. 

For example, to meet the increasing interest 
in home ownership, the life insurance compa- 
nies have developed a number of plans for 
protecting the family’s stake in the home. As a 








result, hundreds of thousands of homeowners 
now own life insurance to pay off the mort- 
gage in case they do not live to complete the 
payments. 

More and more families are also using life 
insurance to provide a regular income at the 
death or retirement of the breadwinner. 


own 


™~™ 


homes today 
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“Others_are using various kinds of policies for 
particular-needs, such as extra provision for 
the children’s growing years or funds to send 
them to college. ~~ 

For almost every family, the needs for pro- 
tection are constantly changing —a c i 
born, a child grows up, a home is bought. And™ K, 


changes. 

A suggestion: Have your needs or circum- 
stances changed? Have you looked over your 
life insurance to see how it stacks up with 
your present way of living and the goals you , 
and your family have set for yourselves? 


Central Source of Information about Life Insurance 
488 MADISON AVENUE, NEW YORK 22, N. Y. 
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CAMPAIGN DRAMATICALLY TELLING 


How 


Ameriea is changing aes 
RP 


How 


Life Insurance is keeping pace 


\ Startling social and economic _too—keeping abreast of these new 
changes have occurred in this coun- _ needs and situations. 

\ ia me : 
try within the last ten to fifteen The new advertising campaign 
years. As the public grows more and __ of the Institute of Life Insurance 
more aware of these changes, it be- _ points up these facts—and raises an 
\ comes a public relations responsibil- important question in the reader's 
ity of the life insurance business to mind. Here, briefly, is how each 


show that life insurance is changing, — message will be built: 


“How America is Changing” 
This campaign “trade mark’ will appear on each advertisement. 


at ee & One of the big changes. 
The headline will state a startling fact—a dramatic example of how 


America is changing. 


People’s needs are changing, too. 


a ee These changes have affected our way of living—and given us more 
{ _ things to protect. 





~~ Talis a 
ait Life Insurance has kept pace. 
~ Responding to these changes, life insurance is changing, too. 
ae ig 
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INSTITUTE OF LIFE INSURANCE 


488 MADISON AVENUE, NEW YORK 22, N. Y. 


A suggestion to the reader. 
Has his life insurance kept pace with these changes? 
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Manufacturers Output Policy Gives 
Industrial Firms Broad Coverage 


An outline of the excellent coverages provided large industrial firms under_the 
manufacturers’ output policy has been prepared by Culver Davis of the Saint Paul 


Companies and appeared recently in “The Saint Paul Letter,” 


house organ of that group. 


Citing a high compliment paid to this policy and providing answers to numerous questions 


asked about this coverage Mr. Davis writes: 


This firm had had a Saint Paul output 
policy for one year. Unfortunately, in 
spite of all possible loss prevention work 
we had done, the losses paid them that 
first year had overshadowed the pre- 
mium. It fell to my lot to sell them on 
an increase in rate. With some misgiv- 
ings I entered their office with the pro- 
ducing agent. 

The opening words of the insurance 
manager were, “Well, I suppose the 
Saint Paul wants to increase our rate.” 
When I said “yes,” his reply was this: 
“You charge us whatever you think it’s 
worth. We wouldn’t go back to our old 
forms of coverage for anything.” 

One Contract for many Risks 

To understand such a statement from 
a hard-headed businessman, one has 
only to reflect a moment on the prob- 
lems that confront the man whose job it 
is to protect by insurance the physical 
assets of the corporation which employs 
him. The larger the firm, the harder his 
job. He has nightmares about newly ac- 
quired locations unknown to him; about 
unfilled gaps in coverage; about the un- 
usual losses that might occur that were 
unforeseen and hence uninsured; about 
missing an expiration date and having 
coverage lapse; about a technical viola- 
tion of policy conditions in some distant 
warehouse of which he has no knowl- 
edge—such as an increase in hazard 
which voids the coverage as long as it 
exists; about long, detailed reports of 
values he is required to submit; about 
coinsurance clauses; about inadequate 
limits of liability. 

Imagine, then, what it means to him 
when some alert agent tells him that 
there is available, today, in the Saint 
Paul Companies, a policy that will pro- 
vide in one simple contract all risks in- 
surance on all personal property of the 
firm, wherever it may be, during transit 
or otherwise, in the United States or 
Alaska—except while on the firm’s own 
manufacturing premises. 

Not only that, but this same policy is 
on a blanket basis, is continuous, is ex- 
perience- rated as to the small, so-called 
“normal” losses, and i is ON a pay-as-you- 
go monthly premium basis. Reporting 
values under the manufacturer’s output 
policy has been made as painless as pos- 
sible in that we require the assured to 
give us only the total of the values at 
risk. Only once a year, at a date con- 
venient to the assured, is he required to 
report the values by location. 

Perhaps the questions and answers 
which follow will help to explain the 
output policy in greater detail. 


Questions and Answers 
Q. Who are the best prospects for 


this policy? 

A. Manufacturers doing a widespread 
business geographically—whose insur- 
ance managers are confronted with the 
problems mentioned earlier in this dis- 
cussion. 

Q. Are jobbers, 
chains eligible? 

A. No. No account is eligible for this 
policy unless its principal activity is 
manufacturing. If, however, a firm both 
manufactures and distributes its prod- 


distributors or retail 


uct, the distribution outlets would be 
covered automatically. 
Q. You said the policy covers “all 


personal property” away from the as- 
sured’s manufacturing premises. Will 
you elaborate further on just what “all 
personal property” involves for a manu- 
facturing concern ? 

A. “Personal property” includes raw 
materials, finished stocks, furniture and 
fixtures, improvements and betterments 


to leased or rented buildings, machinery, 
tools, equipment, supplies, property in 
the hands of processors or sub-contract- 
ors, patterns, dies, salesmen’s samples, 
cameras, advertising materials and dis- 
plays, wrapping and packaging materials, 
property on exhibition, records, ac- 
counts, valuable papers, drawings, auto- 
mobiles, trucks, even rolling stock. The 
only kinds of “personal property” not 
covered are currency, money, notes, se- 
curities, growing crops, standing timber, 
animals, aircraft and watercraft. 

Q. Is any kind of personal property 
covered while on the assured’s own 
manufacturing premises? 

A. Yes. Licensed automotive vehicles 
owned by the assured. 

Deductibles 

Q. Can the output policy be written 
without a deductible ? 

A. Yes. We do, however, encourage 
at least a $100 deductible clause. Rate- 
wise it is much to the assured’s advan- 
tage. The maximum deductible is $5,000. 

Q. What perils are excluded from the 
output policy? 


A. War, infidelity, flood and earth- 
quake on “location values” (see next 
question), steam boiler explosion (but 


only as to boilers themselves), electrical 
injury, collision (but only as to vehicles 
themselves), plus the usual exclusion of 
delay, loss of market, inherent vice, 
gr radual deterioration, wear and _ tear, 
moth and vermin. Loss from dampness 
or deterioration, wear and tear, moth 
and vermin. 

Loss from dampness or dryness of at- 
mosphere, temperature extremes, shrink- 
age, evaporation, rust, contamination, 
changes in flavor or color or texture or 
finish are excluded unless caused by fire, 
E. C. perils, bursting of pipes, vandalism, 
theft or casualty to the transporting 
vehicle. The policy also excludes loss or 
damage from work being done on the 
property insured, and unexplained loss, 
mysterious disappearance and inventory 
shortages. 

Q. Are flood and earthquake losses 
excluded altogether ? 

A. No. The output policy still provides 
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flood and earthquake coverage on 
censed vehicles, rolling stock, salesmen’s 
samples, patterns and dies, cameras, 
scientific instruments—also on property 
in transit, imports and exports and 
property in custody of processors. It 
also covers damage caused by fire, theft 
or explosion following earthquake or 
flood. 

Q. Can the automobile collision ex- 
clusion be waived? 

A. Yes, if the output policy is written 
subject to a $500 or higher deductible. 

Q. Can the deductible clause be writ- 
ten to provide for different deductibles 
for different perils? 

A. No. The deductible selected by the 
assured must apply to all losses across 
the board. 

Q. What is the minimum annual pre- 


©. Can the motor vehicle fleet be ex- 
cluded. 

A. No. 

Q. Can we cover property during in- 
stallation ? 

A. Yes. The policy as written covers 
such property until accepted by the pur- 
chaser. 

Q. What limits of liability are shown 
in the policy? 

A. First, the “open limit” at any one 
location. This is usually set at $250,000 
to $300,000, which covers the majority 
of the “location” values for most firms. 
At those few locations where higher 
limits are required they are provided for 
by endorsement. Second, there are limits 
for property in transit—per vehicle and 
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Third, there is a limit at 
any one location for losses due to flood— 
applying to those types of property 
which the policy covers against flood. 
Finally, there is a limit for property on 
exhibition at any convention or fair. 

Q. Can personal property in Canada 
be covered? 

A. The policy as written insures 
property in Canada in due course of 
transit originating or terminating in the 
United States or Alaska. Under some 
circumstances the policy can be ex- 
tended to cover “location” values in 
Canada also. This requires a separate 
report of values for Canada and remit- 
tance of the premium therefor in Cana- 
dian funds. 

Q. What bailee coverage is afforded 
under the output policy? 

A. The policy covers the assured’s 
legal liability for personal property of 
others in his custody. Also, where the 
assured has agreed to do so prior to 
loss, it covers personal property of 
others during delivery, and also in full 
while in the assured’s custody. 


Garden State Pond of 
Blue Goose Meets in N. J. 


The Garden State Pond of the Hon- 
orable Order of the Blue Goose, Interna- 
tional, established in New Jersey earlier 
this year, held an all-day golf outing and 
dinner September 15 at the Rock Spring 
Country Club. Most Loyal Gander 
George P. Albiez displayed the official 
charter which he received at the grand 
nest convention in Winnipeg recently. 

The Garden State Pond has over 150 
members already and new applications 
are being received steadily. Scheduled 
to be initiated Tuesday evening were 
the following: Allen A. Amiano, Robert 
J. Beaton, Arthur G. Bossert, Reginald 
E. Burdick, Edward S. Carroll, Joseph 
M. Cashin, Arthur W. Dahl, Joseph F. 
Doran, Frederick Felz, Walter L. Fred- 
ericks, Henry G. Fuhring, Roger S. 
Henry, Philemon Hoadley, Edward O. 
Kirtland, E. Henry Lanwars, William 
J. Monahan, William H. Murphy, J. 
Alexander Neill, Robert N. Reid, Fred 
J. Reuter, Daniel H. Rosen, Joe : 
Senft, William B. Spieker, Jr.. Warwick 
M. Telfair, Robert E. Trinks, Robert A. 
Willson and Saul J. Zucker. 


ALTON LOCAL BOARD ELECTS 

The Alton, Ill., Association of Insur- 
ance Agents has elected the following 
officers: president, John A. Grossheim; 
vice president, Harry J. Steck, treas- 
urer, W. Owen Shy, and secretary, Stan- 
ley E. Wilton. Mr. Grossheim has been 
in insurance 34 years and has won 12 
awards for accident insurance selling. 
He is a past president of the Kiwanis 
Club of Alton. As president of the 
agents’ association he succeeds George 
J. Thomas. 
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3,500 N. Y. FIRE COMPANIES 





Manned by 128,000 Fire Fighters Survey 
Shows; Value of Apparatus Alone 
Exceeds $75,000,000 
“Fire fighting in New York State to- 
day is big business” according to B. 
Richter Townsend, chief of the State 
Division of Safety’s Bureau of Fire 
Mobilization and Control. This state- 
ment was made in Albany as Chief 
Townsend announced that recent inven- 
tory figures compiled by his office 
showed that there are 3,500 separate 
fire companies manned by 128,000 fire 
fighters in New York State’s 62 coun- 

ties. 

The value of the apparatus alone in 
the state is worth upwards of $75,000,- 
000. Add to this the thousands of dol- 
lars spent by municipalities for salaries, 
maintenance of buildings to house the 
apparatus plus New York State’s an- 
nual fire loss of $50,000,000 and you 
have well over a $100,000,000 a year busi- 
ness. 

Chief Townsend pointed out that the 
fire service in New York State has 
much in common with private industry 
especially in the fields of research and 
training. “To maintain and use the 3,500 
pieces of fire apparatus plus the ‘-hun- 
dreds of specialized tools requires untir- 
pe. ger: and diligent training” he 
Sald, 

He added that this vear will mark 
“five years of progress in fire training” 
and during the week of October 5-9 
fire instructors from every county in the 
state plus many from municipalities will 
attend the annual state fire instructors 
conference being held in cooperation 
with the Buffalo Fire Department. Chief 
Townsend said that the Division of 
Safety has trained 40,000 fire fighters 
during the past five years in its county 
fire training schools. 


Phoenix-London Appoints 
Leonard Asst. at Chicago 


The Phoenix-London Group announces 
that W. Kyle Leonard, previously man- 
ager ot the Detroit service office, has 
been advanced to assistant manager of 
the Chicago branch office. Elliott K. 
Irwin has been appointed to succeed 
Mr. Leonard as resident manager of the 
Detroit office and will be assisted by 
Kenneth E. McNamara who has been 
made state agent. Both Mr. Irwin and 
Mr. McNamara previously traveled Mich- 
igan as special agents for the group. 


Pauline Callaway Asst. 
General Manager in N. Y. 


President Stephen W. Carey, 3rd of 
the Providence Washington, announces 
appointment of Pauline B. Callaway as 
assistant general manager of the com- 
pany’s division office in New York. 

Miss Callaway has had an extensive 
career in insurance. She joined the 
Providence Washington in 1939, was ap- 
pointed assistant manager of the bro- 
kerage and service department in 1945 
i assistant to the general manager in 


Home Names Seelinger 
State Agent at Detroit 


Walter J. Seelinger, special agent for 
the Home Insurance Company at De- 
troit, has been appointed associate state 
agent at that office. Mr. Seelinger joined 
the Home in September, 1930, in its re- 
insurance department at the company’s 
head office in New York. In February, 
1936, he was transferred to the Western 
department as an examiner and in Janu- 
ary, 1946, was transferred to Detroit as 
a special agent. Mr. Seelinger will con- 
tinue to serve under the direct supervi- 
sion of Manager L’Dean Alber. 


UGA Fall Tournament 


The Underwriters Golf Association, 
which will hold its Fall tournament at 
Wykagyl Country Club, New Rochelle, 
N. Y., on Friday, September 25, has 
scheduled the following events: 

18-hole medal play handicap (individ- 
ual); 18-hole medal play gross score 
(individual) ; 18-hole medal play kickers’ 
handicap (individual); 18-hole medal 
play—net partners (combined gross 
medal less 3% of combined handicap); 
best net individual score to win leg on 


Home’s Garden Show Held 


The sixth Annual Garden Show of the 
Home Insurance Company was_ held 


Tuesday, September 15, on the roof gar- 





championship cup; president’s prize, low 
net on first nine (individual); Secre- 
tary’s Prize, low net on second nine 
(individual); 18-hole medal play handi- 
cap for guests (individual). Dinner will 
follow the tournament. 


den of the company’s main offices at 59 
Maiden Lane, New York City. The 
public was invited to attend the show 
sponsored by the Home’s employe or- 
ganization, the 59 Maiden Lane Club. 
Prizes were awarded for the best entries 
of flowers and vegetables, and for the 
most attractive arrangements of flowers. 
A grand prize for the best of show also 
was awarded. Judging were Joseph Costa 
of Costa’s Nursery, Louis P. Politi of 
the New York ‘Botanical Gardens and 
Otto Schmidt of Maiden Lane Florist, 
Inc. : 











This America Fore advertisement 


is appearing in the following National Magazines— 
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* NATIONAL GEOGRAPHIC 
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* NEWSWEEK * 
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Partial Sprinkler Protection Is 


Criticized as Inadequate Coverage 


As a result of the costly General 
Motors fire at the Livonia, Mich., plant, 
with resultant loss of an estimated $30,- 
000,000 or more, where the fire started 
in an unsprinklered area, there has been 
much discussion as to the greater use of 
sprinkler protection for large industrial 
risks. According to reports there was 
only about 15% sprinkler coverage for 
the 1,500,000 square feet. However, the 
number of fire extinguishers was ade- 
quate and the plant had the correct 
number of trained men to work them. 

The National Automatic Sprinkler and 
Fire Control Association in New York 
has issued a bulletin to members of the 
automatic sprinkler industry, signed by 
A. M. Lewis, chairman of the executive 
committee, offering the following con- 
clusion : 

“We urge all interested in fire protec- 
tion and the continuity of operation of 
business establishments to reexamine 
their practices and procedures and to 
require proper and complete automatic 
sprinkler protection in existing proper- 
ties and those for which autome atic 
sprinkler protection may be designed in 
the future.” 

Likely Results of Fire 
the General Motors 
generally to partial or 
protection as against 
the association 


Citing loss and 
its opposition 
spot sprinkler 
widespread coverage, 
states in part: 

“It is a known fact that small portions 
of this plant such as shipping and re- 
ceiving areas were sprinklered. State 
Fire Marshal Renner pointed out that 
most of the automatic sprinklers were 
located at the ends of the building with 
the center areas only partially covered. 
Additional sprinklers were contemplated 
and bids had been received several 
months ago for protecting areas where 
combustible materials were stored, over 
dip tanks, etc. No contracts, however, 
had been let for this added protection, 
although sprinkler installations for the 
garage and office section, the only por- 
tion of the plant untouched by the catas- 
trophe, is now being completed. 

“There has probably been no factory 
fire in recent years which has been so 
upsetting to American industry as this 
disastrous blaze. The plant was new and 
of a type thought to be incapable of 
burning, although it might harbor local 
fires that could be easily controlled. 

“General Motors is rated by many as 
the world’s number one industrial com- 
pany with a management that would not 
spare a cent in promoting the safety of 
its workers and the efficiency of its 
plants. Harlow H. Curtice, president, 
said in a statement that all regulations 
issued by local governing bodies and by 
insurance companies were followed. 

“It is expected that the fire will bring 
about a speedy revision of fire insurance 
companies’ specifications. One Detroit 
insurance company official who has been 
close to the G. M. situation said industry 
can be certain there will be new regu- 
lations, one of which follows: 

“Factories will be required to expand 
their sprinkler systems widely to provide 
protection for areas which do not con- 
tain combustible materials as well as the 
sections that do. 


Partial or Spot Sprinkler Protection 


“The automatic sprinkler industry has 
always opposed partial or spot protec- 
tion for our experience has demonstrated 
that the origin or spread of fires is un- 
predictable. They generally occur where 
least expected. 

“This problem of partial or spot pro- 
tection has within recent years become 
of more serious importance for some of 
the larger and widely known insurance 
organizations have advocated it—not be- 
cause they believe in it, for in their 
official publications they continuously 


refer to heavy losses attributable to 
incomplete protection, but principally 
due to competition among themselves. 

“Insurance rates on preferred risks 
have been lowered to such an extent 
that insurance salesmen have been cut- 
ting their protection requirements in- 
stead of rates, demonstrating to the 
assured that the initial investment in 
automatic sprinkler protection is lower, 
therefore their over-all proposal seems 
more attractive. 

“A further argument often is advanced 
that the hazards cannot be determined 
until the buildings are occupied. There- 
fore the insurance will be carried until 
occupancy is complete, then partial or 
spot protection may be required. Many 
destructive fires involving serious losses 
have occurred due to the absence of 
proper protection, awaiting determina- 
tion of occupancy and the installation 
of automatic sprinklers. 

“Believing that the advocacy of par- 
tial or spot automatic sprinkler protec- 
tion is fundamentally unsound, we have 
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in conferences with insurance organiza- 
tions directed their attention to many 
large risks where they had specified and 
approved such inadequate fire protec- 
tion. Further, we have in bulletins urged 
insistence on complete protection. We 
quote therefrom as follows: 


“From Bulletin 7/20/53—Y our atten- 
tion is again directed to the importance 
of endeavoring to convince the assured 
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Development 


With your First Orpver from a new cus- 
tomer you enter upon a new phase in insur- 
ance selling—Development. This is based upon 
a thorough probing with the purpose of learn- 
ing the customer’s complete insurance needs. | 


Account Development requires study of the 
individual’s complete personal situation, or in 
the case of a business, of its whole operation. 
Only with the full picture in your possession 
can you properly relate the existing insurance 
with the hazards faced and the insurance 
needed to protect against them. 


This may be done in a step by step way or the 
complete survey way, depending on the ac- 
cessibility of the required information and 
your sales position with the Insured. Never 
make a recommendation unless you are sure 
it is based on all the facts related to it and, | 


Union Assurance : : ozs 

weet therefore, is sound in the I : 

Society Limited ; in the Insured’s interest 

One thing is sure—consistent study of all your 
° customers, for all development possibilities, is 


one of the most promising ways to build your 

business successfully. Agents of the Companies 

of the well-known Commercial Union-Ocean | 
Group receive valuable assistance in their 

efforts, from our Fieldmen. 





OCEAN GROUP 








and the insurance carriers of the neces- 
sity of complete automatic sprinkler pro- 
tection, rather than partial. Hazards are 
never constant and automatic sprinkler 
protection, not required today in a sec- 
tion of the plant because of a non- 
hazardous occupancy, becomes very nec- 
essary tomorrow because the occupancy 
has changed or the assured has intro- 
duced processes which were not known 
or contemplated. The only fireproof 
structure that we know of is a reservoir 
and, incidentally, many of the pumping 
stations connected therewith have auto- 
matic sprinkler protection. A stove is 
fireproof, but it’s built to burn its con- 
tents. The safest procedure and the one 
that will minimize fire loss, which is a 
burden on all taxpayers and the entire 
public, is to require proper protection 
and in that respect there can be no 
argument that automatic sprinklers form 
the first line of defense. 

“Tt is your obligation to sell complete 
protection, irrespective of the recom- 
mendations of others.’ 


Comment of NFPA 


“In the bulletin of May 4, 1953 on 
‘Large Loss Fires of 1953—NFPA Sum- 
mary and Study,’ the following reason 
was responsible for eight unsatisfactory 
fires: 

“The inherent weakness of partial 
sprinkler protection, namely: inability to 
cope with fires that develop to serious 
proportions in unsprinklered areas be- 
fore spreading into adjacent sprinklered 
sections. 


“From Bulletin 12/18/52—‘The most 
serious concern of all of us, and that 
includes insuranee carriers, 1S the in- 


creasing tendency of some of the insur- 
ance organi: ations to advocate and ac- 
cept partial automatic sprinkler protec- 
tion, theorizing that fires will not occur 
in unprotected sections, but they gen- 
erally do. Our investigation discloses 
many instances where risks of substan- 
tial size have been accepted without any 
automatic sprinkler protection, especially 
in fire-resistive sections of plants, plat- 
form areas, etc., or with a few sprinklers 
in immense areas, by insurance organi- 
zations whose splendid loss record has 
been the result of requiring proper au- 
tomatic sprinkler protection over a long 
period. 

“In some instances, it has been re- 
ported that a requirement for automatic 
sprinkler protection has not been en- 
forced until the occupancy of the various 
sections of the property was known. Ap- 
parently, reducing the extent of fire pro- 
tection is being offered as an argument 
as to why certain insurance should be 
purchased. 

“We direct your attention to this sit- 
uation that you, as automatic sprinkler 
salesmen, may be cognizant of it and 
that you may exert extreme effort to 
convince property owners and occupants 
of the necessity of complete automatic 
sprinkler protection if they expect to 
continue in business and derive revenue 
therefrom.” 

“From Bulletin 8/12/52—‘Our con- 
tinued examination of fire reports 
stresses again the importance of: Com- 
plete automatic sprinkler protection, out- 


(Continued on Page 32) 
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AUTO CLASSIFICATION CHANGE 





Present Two Classes for Collision in 

California Increased to Three; Class 

1 Rates Down 11%; Class 2 Up 15% 

A revision to the present private pas- 
senger automobile collision classification 
rating plan has been made by the Na- 
tional Automobile Underwriters Associa- 
tion on behalf of its members and sub- 
scribers to become effective September 
21, in California. 

The present two classes for private 
passenger automobile collision rating 
have been increased to three classes by 
subdividing Class 2 into a new Class 2 
and a Class 3; the new Class 2 being 
business and non-business use—operator 
under age 25; while Class 3 is business 
and non-business use, individually owned 
—no operator under age 25, or private 
passenger automobiles owned by corpo- 
ratioys, co-partnerships or by unincorpo- 
rated associations. 

Collision premiums for Class 1 are re- 
duced by approximately 11%; the colli- 
sion premiums for the new Class 2 are 
increased by 15%; and the collision pre- 
miums for Class 3 remain the same as 
for the present Class 2, unchanged. 
These changes are justified by the col- 
lision experience. 

Changes from two to three classes are 
announced also for Washington and 
Idaho, as well as rate revisions made. 
These changes will bring savings to 
Washington’ policyholders of about 
$844,000 annually and of about $27,000 in 
Idaho. 


Auto Rate and Rule 


Revisions in Colorado 


Revisions in rates and rules have been 
filed in Colorado by the NAUA. The 
new rates and premiums for automobile 
material damage coverages result in an 
estimated annual savings to Colorado 
policyholders of approximately $417,000. 

Private passenger automobile fire and 
theft and comprehensive rates have been 
changed and realigned to produce a very 
slight premium reduction. 

Private passenger $50 deductible col- 
lision is unchanged, whereas the $100 
deductible average collision premium has 
been reduced approximately 15%. Age 
group classifications have been realigned. 
Therefore, the percentage increases and 
decreases will vary slightly on the indi- 
vidual car premiums on all forms of pri- 
vate passenger collision. 

Commercial local hauling fire and theft 
and comprehensive rates have been 
changed and will produce an estimated 
premium reduction of approximately 
15%. Commercial local hauling collision 
premiums have been reduced in excess 
of 27% because of favorable experience. 
A new “light commercial” classification 
for commercial vehicles with a load ca- 
pacity of 1,500 pounds or less has been 
established entitling risks of this type to 
local hauling rates and premiums regard- 
less of distance of operation. 

Commercial intermediate and long dis- 
tance hauling automobile fire and theft 
and comprehensive rates have been 
changed to produce an estimated pre- 
mium reduction of approximately 27%. 
Commercial intermediate and long dis- 
tance collision premiums are unchanged. 


COMER SPECIAL IN MICH. 

The Saint Paul Companies announce 
appointment of John R. Comer as spe- 
cial agent in Michigan with headquar- 
ters in the Detroit office. Mr. Comer has 
been with the Saint Paul Companies for 
many years in the capacity of under- 
writer in the various departments in the 
home office and since May, 1952, has 
been associated with the Detroit office. 


EAST AURORA AGENCY 
A business name has been filed in the 
Erie County, N. Y., clerk’s office for the 
Fattey-Cline Insurance Agency, 666 
Main Street, East Aurora, by Clayton 
Fattey and Crawford W. Cline. 


New York City Pond 
Dinner on September 30 


New York City Pond of the Honorable 
Order of Blue Goose will hold its open- 
ing “splash” of the new season with a 
dinner meeting on Wednesday, Septem- 
ber 30, at the Drug & Chemical Club, 85 
John Street, New York City. The fel- 
lowship hour will be from 5:30 to 6:30 
p.m., with dinner served at 6:45 o’clock. 
The inclusive charge for the fellowship 


dinner. 


peg, Canada. 


hour and dinner will be $5.50 a person 
and reservations may be made through erson, N. J., of his Past Most Loyal 
Wielder W. M. Whitesell, Jr., 
Adjustment Bureau, 
Most Loyal Gander Floyd C. Pickett, 
Home Insurance Co., 


99 John Street. 


will preside at the 


One of the features of the evening will 
be reports from delegates attending the 
recent Grand Nest gathering at Winni- 
Another highlight will be 
presentation to Robert F. 


eral Adjustment Bureau manager at Pat- 
Gander’s pin. George P. Albiez, most 
loyal gander of the newly established 
Garden State Pond in New Jersey, and 


General 


a past most loyal gander of the New 
York City Pond, will report on progress 
of the new pond. 

A color sound film on the history of 
fire insurance, entitled “Peace of Mind,” 
will be shown through the courtesy of 


Stumpf, Gen- the America Fore Group. 








It was a holiday in Havana —and some thieves had 
a picnic. 

With amazing thoroughness, they looted a large 
“Fabrica de Salchichas,” or sausage factory, of every 
link of plain and fancy wurst they could lay hands on! 

The newspapers played it for laughs. But it was seri- 
ous business to the American owners. That missing 
meat represented a loss of thousands of dollars. 

Yet the owners recovered every cent! They had 
American insurance, obtained by their own trusted 
broker in Kansas City, Missouri! 

The procedure was simple. The broker merely se- 
cured the same sort of information needed for domestic 
risks, and brought it to American International Under- 
writers. Specialists drew up the coverage required. 

Any broker can do the same. American-earned com- 
missions on foreign coverages run into millions yearly 
—and are mounting rapidly. Sugar mills, jute mills, 
plantations, canneries, bottling plants, bakeries... oil 
companies, railroads, utilities, lumber mills, airlines 
and sales organizations...engineering, mining, manu- 
facturing...yachts, autos, jewelry, archaeological ex- 
peditions, road shows: these are a sampling of the 
immense variety of risks handled by American brokers 
through AIU — in the U.S. A.! 

Your client’s coverage is in American terms and 
language, enforceable in U. S. courts. Yet it conforms 
to every law and custom of the country concerned. 
Claims are handled by AIU representatives on the 
spot. Payment is prompt, and in the same currency as 
the premium is paid — including U. S. dollars where 
local laws permit. 

Remember, you don’t have to be an expert to handle 
foreign risks — take them to AIU —and AIU is your 
expert! 

For full information and literature, write to Dept. E 
of the AIU office nearest you. Or call in person. 
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Atlanta 3, Ga..... ..807 Candler Building 
Detroit 26, Mich. ee Free Press Building 
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Dallas 1, Texas palatal sive 801 Corrigan Tower 
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FOR YOU...FOR 


fire Frevention 


Fire PREVENTION WEEK, October 4-10, offers 
unusual opportunities for the insurance 
agent to win greater recognition for himself 
and his agency...play a major role in com- 


munity activities...and do more business! 


The Home is paving the way for you with 
big, full color advertisements like the one 
shown on the opposite page. Appearing in 
national publications, these advertisements 





Met zene NOE ee tmarnce Age will be read by an estimated 48,000,000 
HE KEEPS THE HOME FIRES FROM BURNING! 


people—your clients and potential policy- 
holders. You can take advantage of this ‘| 
advertising in your area by using the special 
material provided by The Home without cost 
to you. This material includes advertisements 


Posters 


ready to go into your local newspapers, post- 





ers, sample speeches and other sales aids. 


te the centers sn te fming 1088 Pe Pe 
Se 








is ce “sine nome> pl [ Your Home fieldman will be pleased to sup- 
“wh saa © ® ply you with all you need. Why not plan to 








get the most out of Fire Prevention Week 
by asking him for this material today? 


INSURE) == THE HOME* 


R E B U | L D Home Office: 59 Maiden Lane, New York 8, N. Y. 








FIRE . AUTOMOBILE . MARINE 


The Home Indemnity Company, an affiliate, writes 
Casualty Insurance, Fidelity and Surety Bonds 
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Meet your HOMEtown Insurance Agent 





HE KEEPS THE HOME FIRES FROM BURNING! 


Your Home Insurance agent is a handy 
man to have around when the leaves start 
falling! He knows that even a harmless- 
looking leaf fire can suddenly blaze 

into danger. He is an expert on safety 
and his keen sense of community welfare 
makes him a true public servant. Fall 
and winter, spring and summer, your 
insurance agent works for you and your 
family, your friends and neighbors, 

your entire community. 





Z METI 
= 








+ * 
As an independent businessman in 
your community, the insurance agent has a 
real stake in local progress and prosperity. 
That’s one reason he does so much to 
protect the property and possessions of 
homeowners and businessmen alike. Another 
reason: he’s a good friend as well as a 

good counselor! 


Your HOMEtown Agent can serve 
you well—see him now! 





In the century since its founding in 1853, The Home 
has worked constantly to help firemen get better equipment and to help 
prevent fires. Insurance and fire-fighting are partners in protection. 


As a full page in 
lettin § four colors, this 


w a RHE HOME w ad will appear in: 


é Susurance Company Saturday Evening Post 
Home Office: 59 Maiden Lone, New York 8, N. Y. Ores Sept. 26 | 
te . AUTOMOBILE . MARINE gy U. S. News & World Report i 
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Sept. 25 
Business Week — Sept. 26 
Time— Oct. 5 


Better Homes & Gardens 
Oct 






The Home Indemnity Company, an affiliate, writes 
Casualty Insurance . Fidelity and Surety Bonds 














Nation’s Business — Oct. 
Pathfinder — Oct. 
Successful Farming — Oct 
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LOSS CONFERENCE ELECTS 





Charles T. Spackman, Fire Association, 
President of Philadelphia Group; 
Coulston Vice President 


Charles T. Spackman, assistant secre- 
the Fire Association of Phila- 
delphia, was elected president of the 
Philadelphia Conference at the 
organization’s annual meeting last week. 
He succeeds Clifford E. Kolb, general 
adjuster of the Home. 

Others elected to office are: vice pres- 
ident, Walter C. Coulston, Insurance Co. 
of North America; treasurer, Thomas 
J. Howarth, Camden Fire, and secretary, 
Henry V. Schristiani, Home Insurance 
Co. 

Mr. Spackman has been 
the Fire Association’s loss staff for 15 
years except for a period of service in 
Department. He 


tary of 


Loss 


a member of 


the Army Ordnance 


first served the company in St. Louis, 
then in Chicago and in 1945 was called 


to the home office. He was elected as- 
sistant secretary in April, 1952. 
The Philadelphia Loss Conference was 
1950. Six months 
November wind- 


organized in May, 
later came the great 
storm which created loss problems of a 
magnitude never before approached on 
the Eastern seaboard. The Conference 
rendered invaluable service in coordi- 
nating the efforts to meet that 
gency and has ever since been an active 
element in the property insurance busi- 
ness in the area it serves. 


emer- 


AUTO RATE CHANGES IN ARK. 





Revisions in Passenger Car and Com- 
mercial Rates for Physical Damage 
Risks Bring Savings of $108,000 

Revisions in rates and rules have been 
filed iti Arkansas by the National Auto- 
mobile Underwriters Association on be- 
half of its member and subscriber com- 
panies and approved for use effective 
September 14. The new rates and pre- 
miums for automobile material damage 
coverages result in an estimated annual 
savings to Arkansas policyholders of 
approximately $108,000. 

Private passenger automobile fire and 
theft and comprehensive rates have been 
changed to produce a premium increase 
of about 1A%. 

Private passenger $50 deductible aver- 
age Collision premium has been in- 
saiee approximately 8%. Whereas pri- 
vate passenger $100 deductible average 
collision eae has been decreased 
approximately 11%2%. Age group classi- 
fications have been realigned. There- 
fore, the percentage increases and de- 
creases will vary slightly on the individ- 
ual car premiums on all forms of private 
passenger collision. 

Commercial local hauling fire and 
theft and comprehensive rates have been 
changed and will produce an estimated 
premium reduction of approximately 
28%. Commercial local hauling collision 
premiums have been reduced in excess 
of 10“% because of favorable experi- 
ence. A new “light commercial” classi- 
fication for commercial vehicles with a 
load capacity of 1,500 pounds or less has 
been established entitling risks of this 
type to local hauling rates and premiums 
regardless of distance of operation. 

Commercial intermediate and long dis- 
tance hauling automobile fire and theft 
and comprehensive rates have been 
changed to produce an estimated pre- 
mium reduction of approximé ately 23%. 
Increases have been made in commer- 
cial intermediate and long distance haul- 
ing collision which produces an estimated 
reduction of approximately 


premium 
TUM. 
In addition to these revisions, other 


minor rate and rule changes have been 
approved by the Insurance Department. 
Included in these changes are reductions 
in the premiums for towing and labor 
costs and for garage keepers’ legal lia- 
bility. 


W. R. Phelan to Address 


Controllers Institute 

William R. Phelan, controller, United 
States Fidelity and Guaranty, will be 
the main speaker at the fire and casualty 
conference, annual meeting, Controllers 
Institute of America, in Boston, on Sep- 
tember 28. His subject will be “Internal 
Auditing and Control.” 

Mr. Phelan, speaker and author of 
many articles on accounting and man- 
agement topics, is a member of the Con- 
trollers Institute, National Association 
of Cost Accountants, American Man- 
agement Association, American Institute 
of Management and various insurance 
accounting associations. 

Chairman of the conference will be 
H. Randall Pease, comptroller, Travelers. 


Allstate Fire Plans 
To Write Dwellings 


The Allstate Insurance Co.’s entry in 
the dwelling fire insurance field in Wash- 
ington is said to be scheduled for Janu- 
ary 1, 1954. Officials of the Sears, Roe- 
buck, subsidiary at Seattle have given no 
indication that a definite date has been 
set, but state that it is only a matter 
of time before the company will be writ- 
ing fire, as practically all preliminary 


KENTUCKY AGENTS TO NAIA 

Kentucky will be well represented at 
the annual meeting of the National As- 
sociation of Insurance Agents, at Wash- 
ington, September 28 to October 2. 

Those attending will be James W. 
Henning, president of the Louisville 
board; E. Ewing Carrico, vice president; 
Red Barnes, executive secretary of the 
board; Edward J. Miller; John M. Hen- 
nessy; Frank Bosler; A. J. Harrison, 
chairman of the Midwest Territorial 
Conference to meet in Louisville next 
March; Walter McCord, Louisville, sec- 
retary of the Kentucky Association ; 
Sharidan Barnes, Elizabethtown, Ky.; 
Charles Moore, Bowling Green; Henry 
Millward, Lexington, and Norman Chris- 
man, Pikesville. 





steps have been taken. 

Allstate Fire, formed in 1931, is li- 
censed in Washington, and it is reported 
that already Washington agents of All- 
state have been licensed to write fire. 
It is estimated that Allstate has 85,000 
policyholders in Washington. 

Most of the company’s writings in fire 
are expected to be in the dwelling 
class, but small mercantiles are consid- 
ered likely to be included. 

Last year Allstate’s nationwide auto- 
= liability premiums were $81,000,- 
000. 
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N. Y. C. Agents Buy I-Day 
Tickets for Brokers 


Because of the importance of New 
York’s first Insurance Day, the Associa- 
tion of Local Agents of the City of New 
York, Inc., announces that it has pur- 
chased tickets for distribution to insur- 
ance brokers in New York. According 
to information received from Russell 
Edgett, president, the association is un- 
dertaking this project because it feels 
that the problem of the industry can be 
solved only where there is widespread 
understanding and discussion. 

“A gigantic conference of this sort,’ 
said Mr. Edgett, “with representatives 
of all segments of the industry partici- 
pating, should be attended by as many 
people as possible. We agents feel that 
the distribution by our association of 
many thousands of tickets would stimu- 
late a much broader group into partici- 
pation in the various forums.” 

Mr. Edgett went on to suggest that 
those attending should plan to be there 
by 10 a.m. to hear an address by John 
Weghorn, past president of the asso- 
ciation, on “The Role of the New York 
City Agent.” 


NORTH BRITISH SPECIAL 

The North British Group announces 
appointment of Sidney J. Aucoin as ae. 
cial agent for the Southwestern inland 
marine service office at New Orleans, 
in association with Special Agent H. M. 
Dickerson. Mr. Aucoin for seven years 
has been associated with a local agency 
in Louisiana. 


Sprinkler Report 


(Continued from Page 28) 


side exposure protection, adequate water 
supplies, proper maintenance. 

““F’very effort should be made in each 
instance to be watchful of these impor- 
tant items in designing and selling auto- 
matic sprinkler protection. You are 
again reminded that when there are 
large loss fires in sprinklered properties, 
it is a reflection upon the automatic 
sprinkler industry. Our constant effort 
should be to design and install automatic 
sprinkler protection so as to minimize 
the possibility of large loss fires, and in 
so doing you not only are serving your 
own selfish interests, but also that of the 
insurance carriers and the general 
public.’ 

Insurance Support for Sprinklers 

“From Bulletin 4/18/52—‘Many serious 
fires occurring in sprinklered properties 
have the unfortunate habit of starting in 
unsprinklered areas. One of the leading 
insurance organizations recently issued a 
special bulletin to its field and office staff 
in which it was stated that in 11 months 
of 1951 they had suffered 36 losses ex- 
ceeding $10,000 in unsprinklered areas of 
combustible construction or with com- 
bustible occupancy, that the total of 
these losses was $5,362,255 or approxi- 
mately 30% of all their losses. They 
unhesitatingly stated that they would 
have been justified in requiring sprin- 
klers in each of the 36 cases. “They 
could and should have been sprinklered. 
The installation of automatic sprinklers 
in unsprinklered areas or properties cer- 
tainly will cut down our losses.”’ 

“The insurance organizations have to 
compete for insurance business just as 
you have to do for automatic sprinkler 
business. Quite often there is a tendency 
on their part to cut corners influenced 
by competition and they sometimes indi- 
cate a willingness to accept partial auto- 
matic sprinkler protection. You have an 
obligation to oppose this and to try to 
convince, not only the insurance carriers 
but the property owners or occupants, of 
the inadvisability of leaving any sections 
of a property unprotected. This is a 
false economy which daily proves to be 
most expensive. Furthermore, it in- 
creases the losses in sprinklered proper- 
ties ind the automatic sprinkler industry 
is blamed for such losses, notwithstand- 
ing the fires having originated in un- 
sprinklered areas.” 
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Advertising Conference 


(Continued from Page 1) 


spotlight. William L. Bennett of Jamaica, 
L. L., special agent of the Northern As- 
surance, told why he considered adver- 
tising essential in his job as a fieldman; 
John O. Cole of Despard & Co., Inc., 
New York, gave observations on IAC’s 
advertising award competition of last 
year and dwelt on its importance to the 
insurance business; Robert E. Brown, 
Jr., Aetna Life Affiliated Companies, 
recounted milestones in IAC’s 30-year 
career and stimulated its members to 
raise their sights for greater accomplish- 
ments in the years ahead. 

Many attending felt that Mr. Brown’s 
address, delivered at yesterday’s lunch- 
eon, might well be considered the key- 
note talk of the convention. He brought 
out that with the increased responsibili- 
ties of company ad managers in their 
own organizations the IAC, in turn, 
should expand its activities and, at its 
meetings, engage in more brass-tacks 
discussions with real exchange of ideas. 

The specific suggestion, well received, 
was that IAC might conduct a series of 
seminars at future meetings, embracing 
such subjects as public relations, employe 
relations, annual reports, sales campaigns 
and direct mail. Each advertising mana- 
ger, according to the expanded activity 
in which he was engaged, could join the 
seminar in which he was most interested. 

It was also proposed that joint meet- 
ings be held with the Life Advertisers 
Association, the two groups gathering 
at the same time and place. If this plan 
were adopted it was felt that it should 
increase the stature of both the IAC 
and LAA. 

The idea of having more agents in 
attendance at IAC sessions, not just to 
deliver set and formal talks but to com- 
pare notes informally with the company 
ad men, was favorably received. This 
thought ties in with the advertising 
awards competition whose winners could 
be invited to “sit in” at IAC gatherings 
or even be considered for membership 
in the conference. 


Rhea Hurd Dinner Speaker 


Rhea Hurd, who has done an out- 
standing job as president of the IAC 
over the past year, was in the spotlight 
at the annual dinner last evening. He 
spoke with considerable satisfaction on 
the IAC’s awareness of its increasing 
importance to the industry. Extended 
review of his remarks appear in the 
casualty-surety section of this issue. 
Likewise, the addresses of Messrs. Ben- 
nett, Cole and Brown are reported in 
that section, 

Mr. Hurd also officiated at a 30th an- 

niversary cake-cutting ceremonies. Mr. 
Bothwell in the role of master of cere- 
monies, introduced “a distinguished for- 
eign insurance visitor” who poked good- 
natured fun at insurance advertising 
practices here and JAC personalities. 
_ This morning the sound movie, Lex- 
ington Story, prepared by the Bureau of 
Advertising, American Newspaper Pub- 
lishers Association, was shown under the 
direction of Warren Bragg of that or- 
ganization. The meeting closed with a 
business session at which reports were 
received from Harry V. Carlier, North- 
ern Assurance, who served in the past 
year as secretary-treasurer, and Dwight 
P. Ely, Ohio Farmers, chairman of the 
1954 awards committee. Details of each 
of these reports appear in the casualty- 
surety section of this issue. 

Irving D. Bothwell was given:a vote 
of thanks as program chairman of this 
meeting, and each of the speakers re- 
ceived the IAC’s top headliner’s club 
award in recognition of their efforts in 
making this 30th anniversary gathering 
a success. 


NEW GAB OFFICE IN GEORGIA 


The General Adjustment Bureau has 
opened a new branch at Athens, Ga., 
with Carlyle Holleman as adjuster- in- 
charge. This office will service losses in 
15 counties in northeastern Georgia. 














What are they looking for? 


Security in one form or another. And, for most of them 
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N. Y. Commission on 
Fire Laws Organizes 


SENATOR HORTON CHAIRMAN 
Will Study Laws Relating to Volunteer 
Firemen and Fire Prevention Serv- 
ices in Towns and Villages 
The New York Temporary State Com- 
mission on Fire Laws held its first meet- 
ing in Albany last week. The commis- 
sion was created by the 1953 legislature 
to study laws relating to volunteer fire- 
men and fire prevention and protection 
services in towns, villages and fire dis- 

tricts. 

The commission, of which Senator S. 
Wentworth Horton of Suffolk County is 
chairman, elected Assemblyman Charles 
A. Cusick, Republican, of Cayuga County 
as vice chairman and Assemblyman 
D-Cady Herrick, Il, Democrat, of Albany 
County, as secretary. 

The commission appointed Charles W. 
Potter of Albany as counsel and Con- 
stance K. Eberhardt of Ithaca and Zelda 
M. Uthe of Albany as legal consultants 
Mr. Potter has been granted a leave of 
absence from his position as chief muni- 
cipal consultant in the Division of Muni- 
cipal Affairs of the New York State 
Department of Audit and Control in 
order to act as counsel to the com- 
mission. 

To Study Benefit Laws 

The commission determined that its 
first effort should be the study of the 
laws relating to benefits payable when 
volunteer firemen are killed or injured in 
line of duty and the financing of the 
payment of such benefits. The legal staff 
was directed to conduct research on the 
problem. Due to the vz ariety of methods 
of furnishing fire protection service out- 
side cities and the larger villages, the 
subject is quite complex. 

In many areas, confusion as to the 
legal provisions has hindered the full 
development of mutual aid plans among 
neighboring fire departments. Many 
other problems dealing with the organ- 
ization and administration of the fire 
service will be considered by the com- 
mission. 

Chairman Horton said “Our laws re- 
lating to volunteer firemen and fire pre- 
vention and protection have needed a 
good overhauling for a long time. This 
commission, representing various groups 
and interests, will be able to accomplish 
much more than various state agencies 
and firemanic groups could do by sepa- 
rate action.” 

Donlon and Bohlinger on Commission 

Members present were Senators S. 
Wentworth Horton, chairman, of Green- 
port, Long Island, and John G. Mac- 
donald of Staten Island; Assemblymen 
Charles A. Cusick of Weedsport, Jacob 
E. Hollinger of Middleport and D-Cady 
Herrick, II of Albany; State Comptroller 
J. Raymond McGovern; Mary H. Don- 
lon, chairman of the Workmen’s Com- 
pensation Board; Alfred J. Bohlinger, 
Superintendent of Insurance; Thomas J. 
Ryan, director of the Division of Satety 
of the Executive Department; J. Willis 
Barrett of Williamson; Albert J. Foley 
of Dunkirk; Stephen P. Fox of New 
Hyde Park; Charles Mangan of Great 
Neck; William A. Reid of Hamilton; 
Morgan Strong of ey pee udy, and Ed- 
ward F. N. Uthe of Coeymans. Senator 
William Rosenblatt of Brooklyn, also a 
member of the commission, was not able 
to be present. 

State officials attending at the invita- 
tion of the commission were Deputy 
State Comptroller William J. Embler 
J. Palmer Harcourt, deputy director ot 
the Division of Safety; B. Richter 
Townsend, chief of the Bureau of Fire 
of the Division of Safety, and William 
Evans, assistant counsel of the Work- 
men’s Compensation Board. 


DAYTON WOMEN MEET 
The Insurance Women of Dayton Club 
held a dinner meeting September 15 at 
the YMCA in Dayton, Ohio. Virginia 
Brock and Gertrude Dill were in charge 
of the program. 
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Agency Terminations 
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which the agent may have been far- 
sighted enough to have had made dur- 
ing the more halcyon days of his rela- 
tionship with the company. It is true that 
the surrendering of the terminated con- 
tract to a company representative might, 
under certain circumstances, cause the 
agent inconvenience and some delay. But 
following such a course is in no sense 
catastrophic and should not be regarded 
as an important tactical move one way 
or the other. 

“However, I believe that if I were 
an agent under these circumstances, J 
would not surrender my contract, on the 
principle that it does not require me to 
give it up and if anyone is to be sub- 
sequently inconvenienced, my best inter- 
est indicates that it shouldn’t be I. Many 
finding themselves in a similar 
would agree or disagree with 
proportion to 


agents, 

position, 

me, no doubt in direct 

their emotional involvement and the de- 

gree of chagrin which may have de- 

veloped as a result of the termination, 
Return of Supplies 

“Your agency agreement states that 
the company supplies furnished to the 
agent shall remain the property of the 
company and shall be returned to the 
company through its representative 
promptly upon demand, Naturally a 
demand will be made for return of the 
supplies at about the same time the 
notice of termination is received by 
the agent. The agent is required by his 
agreement to return these supplies and, 
after he has done so, he should receive 
back as part of this transaction a re- 
ceipt from the company representative. 

“I understand that occasionally an 
agent is reluctant to comply with this 
provision and it is difficult for me 
logically to understand why. This is 
one area in which the agent has no 
choice and in all good faith he should 
certainly do that which he has promised 
to do. It is easy to fathom the company’s 
interest in regaining possession of its 
policy forms in order to protect itself 
from the rather remote possibility that 
an agent might use them in a fraudulent 
manner. 

‘Before the insurance company notifies 
the Insurance Department of the termi- 
nation of the agency, the agent should 
consider how the unexpired business of 
the company still remaining on the 
agent’s books is going to be serviced, 
unless this matter has been previously 
considered and an understz anding reached. 
This becomes important in the case of 
annual, orthodox term, installment term, 
or annual renewal business. 

“The agent should discuss with the 
company representative how this can be 
handled in a manner to preserve the 
ownership of expirations for the closed 
agent. Also the agent’s right to collect 
premiums and retain his commission 
thereon on subsequent installments when 
installment payment plans have been 
used should be clearly understood and 
agreed to. 

“The company of course may wish to 
retain until expiration some desirable 
business on the agent’s books, and for 
this reason may agree with the agent 
to make the termination effective sub- 
sequent to the running off of this busi- 
ness. In this situation the company will 
probably require the agent to agree that 
he will write no new business nor in 
any way increase the company’s liability. 


Unexpired Business 


“The company may not agree to al- 
low the agent to continue even in this 
limited manner and accordingly may 
insist that the Insurance Department 
be notified that the agent no longer 
represents it. In this event the company 
may agree to allow the agent to rein- 


sure the unexpired business with another 
company in the agent’s office, if such an 
arrangement could be worked out on an 
agreeable basis. 

“However, I am informed that in con- 
nection with casualty business, it is most 
unusual for one company to reinsure 
another. If the casualty termination is 
on a so-called friendly basis, the agent 
should be permitted to allow the busi- 
ness to run off the books and, during 
the intervening period, take care of 
routine matters so long as no new 
policies are written. 

“At any rate, it would appear that 
this matter should be thoroughly dis- 


cussed with the company representative 
and an agreement reached. Any agree- 
ment on how the unexpired business is 
to be handled could be reduced to writ- 
ing in letter form, without the necessity 
of a formal contract just so long as the 
salient points of the understanding are 
set forth. 

“Whether or not a company would 
agree to one of these arrangements will 
depend largely on the agency involved, 
the type and desirability of the business 
remaining on the agent’s books, and the 
company’s experience with the agent. 
Generally these situations do work out, 
but it is an immutable law of human 


conduct that cooperation between dis- 
agreeing parties is most easily achieved 
when there has been a_ reasonable 
amount of dignity and decorum on both 
sides. 

“As every agency termination will 
present a different factual situation at 
least in some respects, it is impossible 
to prognosticate accurately just which 
of the various points discussed will 
prove to be the main bone of contention. 
In a real situation you would doubtless 
be faced with variations of these, to- 
gether with some entirely different ones 


(Concluded on Page 35) 



































IN 1761, the British Parliament passed the Writs of 
Assistance whereby it assumed the right to search the 
colonists’ homes for contraband goods. Thereupon, 
James Otis, the Crown’s representative in Boston, re- 
signed his official position. His speech, often called the 
cornerstone of American liberty, defined the Writs as 
“the worst instrument of arbitrary power. 














” He denied 





Parliament the right to pass such a law and the king 
or a law court the right to enforce it. 

¥ 
Our sincere endeavor to adhere to the principles of 
democracy, which are exemplified in the American 
Agency System, has gained the respect and confidence 
of the agents of America. These are cherished assets. 
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Foreign Insurance Discrimination 1.1. tynch, Marine Ofice of America, 


Assistant Secretary of State Thurston 
B. Morton last week told Senator Charles 
E. Potter (R., Mich.) that the State De- 
partment in Ww ashington is doing every- 
thing possible to cut down on foreign 
discrimination against U. S. marine insur- 
ance companies. Senator Potter last July 
wrote the State Department about the 
problem, and Morton answered for Sec- 
retary of State John Foster Dulles. 

This is the text of the State Depart- 
ment letter: 

“As a result of discussions between 
the Department and representatives of 
the U.S. marine insurance interests, the 
Department embarked upon a program 
of seeking non- discriminatory treatment 
in the placing of insurance on goods 
moving in the foreign trade of the US. 
through the inclusion of a new provision 
in commercial treaties. The provision 
sought to be included in such treaties 
reads as follows: 


Proposed Treaty Provision 


“‘Neither party shall impose any 
measure of a discriminatory nature that 
hinders or prevents the importer or 
exporter of products of either country 
from obtaining marine insurance on such 
products in companies of either party.’ 

“This provision has been incorporated 
in only one treaty—that with Japan, 
which has not yet come into force. The 
Department will continue to seek its 
inclusion in all commercial treaties which 
mav be negotiated in the future. 

“The question of discrimination in 
marine insurance has been under serious 
consideration by the Department and 
the United Nations Transport and Com- 
munications Commission for more than 
two years. Representatives of U.S. ma- 
rine insurance interests have discussed 
the question with the Department and, 
through the International Chamber of 
Commerce, have requested that it be 
considered by the Transportation and 
Communication Commission. 


Discriminatory Practices 


“Exchange controls, necessitated by 
dollar shortages, together with a desire 
to protect national insurance interests, 
are the underlying causes of this dis- 
crimination. Many _ countries have 
adopted laws, regulations or practices 
which effectively restrict the participa- 
tion of U.S. marine insurance interests. 
Discriminatory insurance practices as- 
sume various forms in various countries. 
Among these may be cited: 

“a. Laws explicitly require importers 
and exporters responsible for transpor- 
tation risk coverage to insure in locally 
licensed insurance companies. 

“b. Special taxes are imposed where 
insurance is not purchased from local 
underwriters, or, upon premiums trans- 
mitted abroad. 

“c, Administrative and unofficial pres- 
sure is directed through exchange con- 
trol mechanism when application is made 
for foreign exchange license. 

“d. Restrictive insurance clauses are 
incorporated in bilateral trade agree- 
ments. 

“At the request of the International 
Chamber of Commerce this question was 
placed on the agenda of the 5th Session 
of the Trans. and Comm. Commission, 
held in March, 1951. The TCC adopted 
a resolution calling upon the secretary- 
general to conduct a study ‘to determine 
the extent to which these restrictions 
in transport insurance are being applied, 
and their impact on international trade, 
with a view to determining what steps 


can usefully be taken by the commis- 
sion.’ 

“Pending completion of such a study, 
the Economic and Social Council, at the 
suggestion of the TCC, adopted a resolu- 
tion requesting ‘Governments to adopt, 
in so far as possible, a policy of non- 
discrimination in transport insurance, 
and to permit the placing transport in- 
surance on the most economic basis.’ 


TCC Resolution 


“The study conducted by the Secre- 
tariat of the TCC culminated in a report 
to ECOSOC, dated December 23, 1952, 
under the title of ‘Discrimination in 
Transport Insurance.’ This report was 
presented to the TCC session in Febru- 
ary, 1953. 

«Following the report’s recommenda- 
tion, the TCC adopted a resolution, which 
in turn was adopted by the ECOSOC, 
instructing the secretary- general to bring 
to the notice of the contracting parties 
to the General Agreement on Tariffs and 
Trade (GATT) ‘the relevant resolutions 
of the council and of the commission 
and the study by the secretary-general 
for possible action.’ 

“The resolution also instructed the 
secretary-general to bring these same 
documents to the notice of the Inter- 
national Monetary Fund ‘with a view to 
examination by the fund of the possi- 
bility of achieving relaxation of exchange 
controls as applied to transport insur- 
ance.’ 

“Throughout the consideration of this 
matter in TCC and ECOSOC, the ac- 
tions referred to have had the support 
of the U.S. delegation. At the present 
time, interested agencies of this Govern- 
ment are giving consideration to the ac- 
tion that might appropriately be taken 
at the 8th Session of the Contracting 
Parties to the GATT, scheduled to con- 
vene at Geneva on September 17, 1953.” 


John Laidlaw Dies at 87 


One of the best known insurance ex- 
ecutives in Canada, John Baird Laidlaw, 
died in Toronto at age of 87. He was 
general manager of the Norwich Union 
Fire of Norwich, England, for Canada 
and Newfoundland for over 30 years. He 
was twice president of the Canadian 
Fire Underwriters’ Association, former 
president of Automobile Underwriters’ 
Association and Casualty Underwriters’ 


Holds Alarms Have Greatly Aided 
Loss Prevention Efforts 

Underwriters could profitably make 
first hand inspections of protection de- 
vices to understand just how they oper- 
ate and how valuable they are, Thomas 
L. Lynch, production manager for the 
Marine Office of America, says in an 
article appearing in the current issue of 
Babaco News, publication of the Babaco 
Alarm Systems. 

Mr. Lynch had just made an inspec- 
tion tour of the Babaco Alarm Systems’ 
plant and was impressed by its engi- 
neered efficiency and full range of serv- 
ices backing its field operation. 

“Often we are dealing with risks in- 
volving hundreds of thousands of dol- 
lars,” Mr. Lynch said, “and while we 
recognize the need for theft prevention 
measures, we sometimes overlook the 
fact that there is much more to an 
alarm system than the alarm box and 
siren. Underwriters must have complete 
confidence in the theft prevention meas- 
ures they recommend and a ‘look-see’ 
tour such as the one I just made is 
highly recommended to achieve this pur- 
pose.” 

Mr. Lynch said that marine under- 
writers have learned through education 
and often sad experience that sound 
underwriting requires thorough consid- 
eration of loss prevention and “as a re- 
sult we have learned to depend a great 
deal on the various kinds of equipment 
and devices, which have proven them- 
selves over the years, to eliminate cer- 
tain hazards. 

“Through the years most of us have 
been well aware of the development of 
the automatic burgler alarm system 
which protects the merchandise in cars 
and trucks as well as the vehicles them- 
selves,” he added. “These systems have 
proven their value over and over again 
and there is no question but that many 
billions of dollars worth of goods have 
rolled safely on trucks and trailers un- 
der burglar alarm protection.” 

Mr. Lynch then gave a summary pic- 
ture of his tour through the plant, where 
he saw the mechanics of the system and 
the services back of it in full operation. 





Association and founded the Insurance 
Institute of Toronto. 

He retired from active business in 
1930 and was named director of the 
Norwich Union Fire for Canada. He is 
survived by a son and two daughters. 
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which have not been mentioned. How- 
ever, it is felt that we have looked into 
the most pressing points which ordi- 
narily must be considered by an agent 
when he separates from his company, 
Ownership of Expirations 


“The clause which protects the agent 
in his ownership of expirations comes 
into operation, according to its terms, 
when the agency is terminated. In order 
to be eligible for this valuable agency 
right, the provision requires that the 
agent must have ‘promptly accounted for 
and paid over premiums for which he 
may be liable.’ This language of course 
means exactly what it says and it is 
assumed that the agency will be able 
to promptly settle its accounts with the 
withdrawing company and thereby reap 
the harvest of its ownership of expira- 
tions. 

“In relatively good times, through 
which we have been traveling for the 
past several years, agency terminations 
are not ordinarily invoked because of 
the finances of the agent. However, if 
the economy should become less stimu- 
lated, with a leveling off and subsequent 
recession, we could expect an increase 
in terminations based upon the non- 
payment of agency balances. 

“This type of termination might, if the 
agency’s financial condition were aggra- 
vated enough, end in the appointment 
of a so-called ‘committee’ to take over 
the operation of the agency. We have 
not discussed this problem and _ the 
termination we have been contemplating 
ordinarily develops because of differ- 
ences of opinion between company and 
agent for truly irfsurance reasons such 
as underwriting, capacity and poor loss 
experience. 

“The agent should approach the pos- 
sible termination of his agency with 
equanimity and a measure of confidence. 
It can all be summarized by saying that 
no purpose is served by losing your 
head in addition to your company, and 
ordinarily these transactions are con- 
summated in an orderly, sensible way, 
with the interests of both the company 
and the agent fully and properly pro- 
tected,” Mr. Neville concluded. 





HONOR HAROLD J. JUNGE 

A testimonial dinner was given in 
Columbus, Ohio, in honor of Harold 
J. Junge, manager of the Underwriters 
Salvage Company in Columbus for the 
last eight years, who has been appointed 
manager of a new branch in Minneapo- 
lise. Robert D. Hill, staff adjuster with 
the Home Insurance’ Company, was mas- 
ter of ceremonies. The committee in 
charge of the dinner was composed of 
Allen C. Guy and D. N. Clay. Mr. 
Junge opened the Columbus branch eight 
years ago and was in charge of salvage 
operations throughout the State. 


HOME ADVANCES DISTEL 


Frank Distel, state agent for the 
Home Insurance Company at _ its 
Phoenix, Ariz., office, has been made 


manager of that office. Mr. Distel be- 
came affiliated with the Home at its 
head office in New York in September, 
1931, and after progressing through nu- 
merous underwriting assignments was 
made a special agent at Phoenix in July, 
1938. In August, 1941, he was appointed 
State agent there. 
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Producers Win Cos. Over 
To Auto Economy Study 


OUTCOME OF SEPT. 10 MEETING 
National Bureau Hopes for Acquisition 
Cost Reduction Dashed; Will Hold 
Joint Meeting in Mid-October 


The unqualified approval of a_ pro- 
ducer-company study to effect imme- 
diate: economies in the writing of auto- 
mobile liability and combination auto- 
mobile policies was the outcome of a 


three-hour meeting September 10 in 


New York, called by the National Bu- 
reau of Casualty U nderwriters to discuss 
the competitive situation in this line 
with the key men of the three national 


producer groups. : 

Stated purpose of the bureau’s call for 
this gathering was to explore ways and 
means of reducing the acquisition cost 
factor in the automobile rate-making 
structure, and to lower the cost of writ- 
ing automobile insurance so as to meet 
the competition of the direct writers. 
However, tke producers did not fall in 
bureau’s 


line with the thinking of the 

committee of ten, composed of home 
office executives, as to the need for 
acquisition cost reduction. It was their 
opinion, backed by advice of counsel, 
that any plan devised to reduce com- 
missions would be illegal as it would 
constitute restraint of trade under the 


Federal anti-trust law. 

The producers argued 
as commissions are the 
the acquisition cost factor 
automobile casualty business, 
as being 25% and even higher, any at- 
tempt to handle the business for less 
would inevitably mean a reduction in 
commission. Furthermore, the producers 
intimated that they are not afraid of a 
differential in rate which is the equiva- 


that inasmuch 
largest item in 
allowed for 
mentioned 


lent to their commission. They held 
steadfast to the position that difference 
in costs between the direct writers and 
the bureau stock companies was not 
accounted for only by esp een 
Rates, they argued, can only be lowered 
by reducing losses and by economy in 


operations. 
Brokers’ Association Takes Initiative 
The National Association of Insurance 
Brokers took the initiative at this meet- 
ing in offering specific suggestions for 
study which might lead to the desired 
economy Of operation, In so doing it was 


emphasized that this approach to the 
problem was far more practical than 
the acquisition cost approach. It was 


proposed, for example, that savings in 
writing automobile policies might result 
if (1) continuous policies or renewal 
certificates were used; (2) if non-essen- 
tial information now required in policies 
were to be eliminated, such as occupa 
tion of the insured, his business address, 
and the description of the car which 
involves issuz ance of endor sements every 
time a car is traded, and (3) if errors 
in policy writing were cut down. 

The brokers’ association, backed up 
by the NAJA and NACSA, went a step 
further in offering the bureau companies 
their wholehearted support in furthering 
highway safety and accident prevention 
work, and in improving the effectiveness 
of state licensing laws and car inspec- 
tion programs. 


Gratifying Reaction 


The reaction to these suggestions was 
gratifying to the brokers. Not only did 
spokesmen for the National Association 
of Insurance Agents and the National 
Association of Casualty & Surety Agents 
support the NAIB’s position, but com- 


pany men attending agreed to the feasi- 


Arthur S. Wilson Dead 


Arthur S. Wilson, a special agent of 
New Amsterdam Casualty in Brooklyn, 
died last week, leaving a widow and four 
Amsterdam Casu- 


sons. He joined New 

alty in March, 1928. Before that he had 
been with Aetna Life in Brooklyn, his 
services with that company starting in 
1925. 


bility of giving them study. As a result, 
each side will appoint small working 
committees and will get down to business 
at a joint meeting in New York, report- 
edly set for October 14-15 in the National 
Bureau’s offices. 

There was some talk by the company 
men that it might be better to await the 
outcome of a bureau study being made 
into ways and means of lowering the 
prodyiction costs on automobile business, 
but the producers convinced them that 
immediate action was imperative if the 
bureau companies are to hold their own 
in competition with the direct writers. 


NAUA Brought Into Picture 


Thus, the stage has been set for an 
economy program that may have far- 
reaching effect. The bureau people will 
designate a committee of five and the 
National Automobile Underwriters As- 
sociation will take similar action. Bring- 
ing the NAUA into the picture was re- 
garded as a logical move becausé, with 
so much combination automobile busi- 
ness being written today, the stock fire 
companies have just as much at stake 
competitively as the casualty carriers. 
Each of the producer gr oups will send 
to the mid-October meeting committees 
of two or three of their members, ail 
imbued with the necessity of getting to 
work without delay. 

Among producers taking a prominent 
part in the September 10 discussion were 
the following: From the brokers’ asso- 
ciation—Oliver Blase, St. Louis, presi- 
dent; John O. Cole, New York, govern- 
ing committee chairman; from NAIA— 
Joseph A, Neumann, Jamaica, L. I., ex- 
ecutive committee member; and from 
NACSA—Holton R. Price, Jr., St. Louis, 
board chairman; C. F. J. Harrington, 
Boston, executive vice president, and 
sei W. Earls, Cincinnati, vice presi- 
dent, 


Four States Have Approved 


Auto Classification Plan 


The National Bureau of Casualty Un- 
derwriters announces that the new pri- 
vate passenger BI and PD liability 
classification plan has been approved in 
the states of Washington, Minnesota, 
Wisconsin and Michigan, and became 
effective September 14. In each of these 
states the plan is retroactive to policies 
bearing effective date of July 1 or after. 

The Mutual Insurance Rating Bureau 
has not filed the plan in these states 
as they are among the nine western and 
mid-western states where its own revi- 
sion of private classifications and rates 


was made effective earlier this year. 
The Mutual Bureau states that the re- 
vised private passenger classifications 


will be filed in the other states under 
its jurisdiction. 

In making the announcement, William 
Leslie, general manager of the National 
Bureau said: 

“Tt is estimated that at least 50% of 
owners of private passenger cars insured 
by National Bureau companies will save 
on insurance costs as a result of the 
new classification plan. Liability insur- 
ance rates for these cars are lower be- 
cause they qualify as less hazardous 
risks. For cars that are exposed to much 
greater recognized hazards in their op- 
eration, the rates are higher. For the 
remainder, those cars that qualify for 
the medium risk classes, the rates re- 
main unchanged.” 

MASS. AUTO RATE INCREASE 
Commissioner Humphreys Reveals Plans 
Will Boost Rates 9.4% Over-all; In- 
crease Will Not Effect Most Owners 
Massachusetts Commissioner Joseph A 
Humphreys, in the unusual move of re- 
vealing his auto rate plans in advance 
of the formal statutory notification, has 
indicated that the state’s compulsory 
auto liability rates will go up about 9.4% 
over-all. However, in making the an- 
nouncement, the Commissioner stressed 
that a classification plan will avoid any 
rate increase for two out of three owners. 
The 9.4% increase in the rate schedule 
is about half of the 19.7% increase rec- 
ommended by the companies writing 
Massachusetts compulsory business. The 
Commissioner has indic ated that he has 
adopted the “age and use” classification 
plan which has long been advocated by 

the companies. 

The Commissioner has not indicated 
what the rates for commercial vehicles 
and taxis will be. They are expected to 
go up about 10%. The Commissioner is 
expected to release his formal statement 
of the tentative 1954 schedule by the 
end of this week. 
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FAMILY HOSPITAL INSURANCE 


Visw's sthe..chn ty Tk 


National advertising by big life and casualty companies in recent 
months has further stimulated the public demand for hospitalization 


As one of the pioneering companies in this field, National Casualty 
Co., which we are proud to represent, is ready to meet this demand with 
a Hospital-Surgical-Nurse Expense policy . . . for both the individual 
Polio expense rider up to $5,000 may be attached. 


So reasonable in cost, so attractive to buy. 
Sample policy and rates promptly supplied. 
JAMES R. GARRETT, 
The Friendly, Service-with-a-Smile Brokers’ Office 


REctor 2-4567 


INC. 


NEW YORK 38, N. Y. 











TWO EXECUTIVE PROMOTIONS 


Hartford A. & I. Names E. A. Cowie 
Vice President and Arthur A. Han- 
sen Director of Engineering 

In two recent executive staff promo- 
tions at Hartford Accident and Indem- 
nity Co. the board of directors elected 
E. A. Cowie a vice president of the com- 
pany, and the appointment of Arthur A. 
Hansen as director of engineering was 
announced by President Wilson C. 
Jainsen. 

Mr. Cowie, a member of 
Accident 
been associated mainly with the casualty 
department. Since 1950 he 
in charge of home office 
operations of that division. A native of 
Ogdensburg, New York, he attended the 
pub‘ic schools there and in 1925 he was 
graduated from Clarkson College at 
Potsdam, N. Y., with a B.S 
mechanical engineering. 

Upon joining the home office staff of 
Hartford Accident Mr. Cowie was first 
assigned to the engineering department, 
but in January, 1926 he transferred to 
claims work. After a brief period in the 
Rochester claim service office he was. 
given claim and legal duties in the New 
York department at New York City 
where he remained until 1935. Mean- 
while he pursued the study of law at 
New York Law School, receiving his 
LL.B. degree in 1929. He is a member 
of the bar in New York and Ohio. 

Throughout 1935 and 1936 Mr. Cowie 
was in charge of the company’s claim 
offices at Akron and Youngstown, Ohio. 
He was then appointed supervisor of 
liability claims at the home office. In 
February, 1944 he was elected assistant 
secretary of the company, and he be- 
came secretary in February, 1950. 

A member of Phi Delta Phi legal fra- 
ternity, and of the Hartford Golf Club, 
Mr. Cowie resides in Bloomfield, Conn. 
He has three children—Lieutenant Rob- 
ert Cowie, with the Army in Korea; 
Dorothy Cowie, in business in New York 
City; and Barbara Cowie, who is a stu- 
dent at Centenary Junior College. 

Arthur A. Hansen, director of engi- 
neering, was born at Oxford Junction, 
Iowa. Upon completing his early school- 
ing at Doland, S. D., he attended the 
University of Minnesota, graduating in 
1925 with a B.S. degree in civil engi- 
neering. After a few months service 
with the Minnesota State Highway De- 
partment he joined the engineering de- 
partment staff of Hartford Accident at 
the Chicago office. Subsequently he was 
stationed at Nashville, Tenn., and Evans- 
ville, Ind., as field engineer. In 1937 he 
was appointed district engineer at the 
Kansas City office, and in 1939 he was 
transferred to the home office as super- 
vising engineer. 

Mr. Hansen is a member of the Amer- 
ican Society of Safety Engineers; the 
engineering fraternity, Triangle ; and is 
a Professional Engineer in Connecticut. 
He is active in St. James Episcopal 
Church, West Hartford, where he is 
clerk of the Vestry. He and Mrs. Han- 
sen make their home in West Hartford. 
Cheir son, Gerald, attends the Watkin- 
son school and their daughter, Mary, 
is in business in New York. 


the Hartford 


organization for 28 years, has 


claim has 
been secretary 


degree in 


Reception Honors Speakers 


On N. Y. I-Day Program 


The Greater New York Insurance 
Brokers Association announces that a 
reception will be held in honor of Lau- 
rence Lee, chairman, U. S. Chamber 
of Commerce; Alfred J. Bohlinger, Su- 
perintendent of Insurance, and Jacob 

Javits, member of congress from the 
21st district, New York, who will be the 
principal speakers at the evening meet- 
ing of the Greater New York Insurance 
Day, September 22, at the Hotel Bilt- 
more, New York. 

The reception will take place in the 
hotel’s Bowman Room immediately pre- 
ceding the evening session which is 
scheduled to start at 7:45 p.m. 
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Michigan Agents 
Hear A. E. Redding 


SPEAKS AT MACKINAC ISLAND 


Aetna C. & S. Executive Says Agents 
Must Not Become Too Busy for 
Study and Service 


Emphasizing a “point of difference,” a 
commonly accepted practice in the many 
fields of selling, is particularly applicable 
Amos E. 
Aetna 
declared in ad- 
the 


in general insurance selling, 
Redding, 
Casualty 


assistant secretary of 
& Surety Co., 
the two-day 
Michigan Association of Insurance 
Agents at the Grand Hotel, Mackinac 
Mich. Mr. Redding, who is the 
founder and director of the 
casualty and surety sales course, pointed 
out that in the general insurance field 
the major point of difference, the big 
distinguishing and conspicuous fact, is 
the ability and service qualifications of 
the insurance agent himself. 
“The buyer of insurance 


dressing meeting of 


Island, 
Aetna’s 


has many 


REDDING 


AMOS E. 


places where he can secure his needed 
insurance policy, and too often he be- 
lieves that all of them are alike,” Mr. 
Redding continued. “For instance, he 
can buy the same dishonesty, disap- 
pearance and destruction policy from 
agent ‘A,’ or he can get it from agent 
‘B, but if he buys it from the well- 
qualified agent ‘A’ he gets with the 
contract the judgment, the experience 
and the knowledge of his agent.” 


Must Keep Abreast of Developments 


Mr. Redding, recognized as one of 
the nation’s foremost insurance edu- 
cators, declared that the general insur- 
ance agent has a difficult task keeping 
abreast of the developments in the 
business. “The many insurance aspects 
of his work make important demands 
upon his time; the detail work and cor- 
respondence requirements seem to be 
constantly increasing; and he has com- 
petitive problems which it is very natural 
for him to think are the most serious 
he has yet met. The insurance agent is 
basically a salesman, so he must be op- 
timistic and, in the serious problems 
which confront him, be able to recognize 
opportunities too.” 

Mr. Redding stressed that such cover- 
ages as office burglary and robbery; ac- 
counts receivable; valuable papers; dis- 
honesty, disappearance and destruction; 
reporting fire forms; contractors’ equip- 
ment; the application of retrospective 
rating plans, and personal accident in- 
surance are still awaiting their proper 
sales development. 

“Account selling and the proper han- 





dling of all of the insurance require- 
ments of a business or an individual 
cannot be done except by a _ well- 
informed insurance agent—one who 
knows his business,” the speaker con- 
tinued. 


Unable to Use Opportunities 


“Many well established agents have 
such serious demands upon their time 
that they are unable to take advantage 
of the opportunities existing in their 
fields. It may well be that a number 
of these men have also failed to keep 
abreast of their business, and so are 


not in a position to take the proper 
steps to participate in existing oppor- 
tunities. 


“Too frequently, all they see are the 
problems. If such is the case, it appears 
obvious that they need additional help— 
additional sales help—not clerical help; 
not help in details, collections and cor- 
respondence, but genuine sales help. 

“The fresh enthusiasm of an ambitious 
and vigorous young man, fully informed 
on the existing opportunities and ac- 
quainted with methods to take every ad- 
vantage of them, can be the big ‘point of 


difference’ which will make the agency 
conspicuous in the community, con- 
stantly expanding, increasing the num- 
ber of customers and augmenting the 
profitable classes of business. In _ this 
way, the agency will become better and 
more soundly established and will re- 


ceive an ever-widening endorsement and 
approval from the more importe ant insur- 
ance buyers in the community.” 


Mayor Proclaims I-Day 

In a ceremony at City Hall attended 
by civic officials and representatives of 
the Greater New York Insurance 
Brokers’ Association, Mayor Impellitteri 
issued the following proclamation offici- 
ally designating Tuesday, September 22 
as Insurance Day: 

WHEREAS the insurance industry is 
an important and integral part of the 
commerce of the City of New York, and 
insurance brokers have for many decades 
rendered services both to the insurance 
industry and to the public at large, and 

WHEREAS the Greater New York 
Insurance Brokers’ Association, Inc., the 
largest association of insurance brokers 
in the State of New York, has deter- 
mined to devote its time and efforts to 
the establishment of an Annual Greater 
New York Insurance Day for the public 
and for the insurance industry, and 

WHEREAS the service the insurance 
brokers of New York provide is a vital 
and integral part of the city’s economy, 

NOW, THEREFORE. I, Vincent R. 
Impellitteri, Mayor of the City of New 
York, do hereby proclaim September 22, 
1953, as Greater New York Insurance 
Day and urge all New Yorkers affiliated 


with the insurance industry to visit the 
displays, attend the panel discussions 
and otherwise cooperate to make this 
day a success. 

IN WITNESS WHEREOF I have 
hereunto set my hand and caused the 
Seal of the City of New York to be 
affixed this 10th day of July. 1953. 
(Signed) Vincent R. Impellitteri, Mayor. 














Close shaves, narrow squeaks, near accidents, or whatever you 
want to call them—we’ve all had them. But what have we learned 


from them? 


A near accident is a symptom of something wrong—a condition or 


act which, if continued, may have serious results. 


Therefore it is 


important to recognize and heed these symptoms—in other words, 


to develop safety consciousness. 


Promoting safety consciousness, through constant publicity on 
accidents and unsafe practices, should be a part of your community 


safety program. The Zurich-American film, 


‘Close Shaves,” can 


help you. This and other Safety Zone productions can also broaden 
your contacts and win favorable attention and public good will for 


your agency. 


Ki AURICH- 


AMERICAN 


INSURANCE COMPANIES 





Zurich General Accident and Liabitity Insurance Company, Ltd. 
American Guarantee and Liability Insurance Company 


HEAD OFFICE: 135 S. 


LA SALLE ST., CHICAGO 3, 


ILLINOIS 





Vincent de Paul Cliff 


Succumbs to Penumonia 
Vincent de Paul Cliff, founder, past 
president and retired chairman of the 
board of Federal Life & Casualty of 
Zattle Creek, Mich., on September 5 
succumbed to pneumonia. He would 
have been 87 in December. 

In 1891 Mr. Cliff became a 
member and associate in the 
founded Northwestern 
ety, of Duluth. This was one of the 
country’s two original industrial health 
and accident insurance organizations 
With no precedent to follow he made 
sound contributions to policy structures 
and premium rates, which put the organ 
ization on a solid t 

With the merger of the 
in 1900 with the 
Association of 


charter 
newly 
Benevolent Soci- 


yasis. 
Northwestern 
Metropolitan Accident 
Chicago, Mr. Cliff pur- 
chased an interest in the United States 
Health & Accident Insurance Company 
of Saginaw, Mich. : 

In 1902 Mr. Cliff realized 
of the A. & H. companies 
ing practices that destroyed 
fidence in the business 
with D. E. Thomas, he formed the 
Detroit Conference, which he served as 
president and a member of the boar 1 for 


that many 

were follow- 
' bli a) 
pubdiic con- 

generally and 


nearly 20 years. The Detroit Confer- 
ence was the forerunner of today’s 
Health & Accident Underwriters Con- 
ference. 


In March, 1906, he founded the Fed- 
eral Casualty Company. In 15 years, 
Mr. Cliff had risen from office manager 
of one of the very first health and acci- 
dent insurance organizations to the pres 
dency of his own company. 

For many years he realized the 
nelling urgency of complete protection 
tor every personal need, and in 1929 
rounded out Federal’s services to the 
public by expanding and entering the 
life insurance field. His long cherished 
idea became a reality with the amend- 
ing of the company’s charter and the 
changing of the company’s name to 
Federal Life & Casualty Company. He 
served as president of the company un- 
til 1947, when he became chairman of 
the board. He retired in 1952. 


E. W. Ball Promoted to V. P. 
By Hooper-Holmes Bureau 


_Edward W. Ball, New England super 
visor for the Hooper-Holmes Bureau, 


com- 


Inc., has been promoted to be vice presi 
September 1. He will 


dent, effective 


EDWARD W. BALL 


continue to direct the activities of the 
New England division. 

Mr. Ball joined the Hooper-Holmes 
Bureau October 11, 1926, as an inspector 
in the New York office. Subsequently 
he advanced to an assistant manager in 
this office and, on May 1934, was ap- 
pointed manager of the Boston office. 

In 1941 he was made district manage! 
for northern New England. 
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Insurance Advertising Conference, 


Skytop, Pa., September 13-15 





Selling Services of Agency System 
Called Greatest Challenge by Hurd 


Skytop, Pa. Sept. 14—In his presi- 
dent’s report given before the annual 
banquet of the Insurance Advertising 
Conference here today, Rhea Hurd, Jr., 
American - Associated Insurance Compa- 
nies of St. Louis, named friendship and 
zeal as the prime factors accounting for 
the successful history of IAC as it 
reaches its 30th year. In a warm and 
humorous introduction, the IAC presi- 
dent indicated that he did not choose 
to indulge in the traditional reports and 
reminiscences of an important anniver- 
sary, but, rather, he called upon_ the 
individual members for renewed efforts 
in the future. 

In his inspiring call to action, Presi- 
dent Hurd said: 

“One cannot share in the celebration 
of this 30th birthday of ours without 
recognizing that friendship, built over 
the years, is the binding agent which 
has brought us together. Fortunately for 
IAC, however, the zealots in each of the 
past administrations have recognized 
that, although friendship and sentimen- 
tal attachments make for a_ pleasant 
form of lonely hearts club, they are not 
the factors which build a strong and 
useful trade association. There must 
also be present a constructive dissatis- 
faction with the status quo. 

“The reputation of IAC as an impor- 
tant advisory organization has been, and 
always will be, measured by the value of 
its contributions to various segments and 
individuals in the insurance industry. 
This, in turn, depends on the scope of 
its planning and the extent to which 
each of its members is willing to con- 
tribute his or her time and effort to 
projects of this nature. 

“Our problem has never been one of 
planning. Each succeeding executive 
committee has come up with specific 
plans designed to extend the areas in 
which IAC may be helpful. But even 
the best plans are useless if calls upon 
members for help in their execution are 
met with such stock rebuttals as ‘too 
busy’ or ‘too far away.’ While it is com- 
forting to any administration to know 
that it can always rely on a certain few 
faithful and selfless people to take on 


assignments, it is dangerous to the over- 
all welfare of the organization. It gives 
the other members too much time to 


wonder what they are actually getting 
for their membership fee. And, as I 
have said before, IAC like any organi- 
zation of its kind, is a mirror; it can 
give back to its members no more than 
it receives from them. 


Outlines Areas for Future Work 


“Now, a word about the future. I 
firmly believe that there has never been 
a time when our special skills and tal- 
ents were needed to the extent that they 
are today. We, who are so vitally con- 
cerned with public opinion, are faced 
with two attitudes on the part of the 
general public which, if allowed to con- 
tinue, may have a serious effect not only 
on our business but on the American 
Agency System as well. 

“One is a feeling that insurance com- 
panies are fat with profits. The other 
is a desire on the part of most people 


to get their insurance as cheaply as 
possible. So far as the ‘rich insurance 
company’ attitude is concerned, the com- 


panies must take a large share of the 
blame. For the past 50 years we have 
advertised our assets; and assets carry 
the connotation of idle money—money 
stored. for the benefit of the companies 
and their stockholders. The purpose of 
this advertising, of course, has been to 
build public confidence. While it has 
succeeded in this respect, it has also 
helped create a feeling that companies 
have too much money. It is not too 
difficult to believe that this attitude is 


partially responsible for many of the 
present-day unrealistic jury awards. 

“I believe one solution is to publicize 
our operating statements. Perhaps not 
literally, but, certainly in terms of the 
small amount of money companies actu- 
ally keep for themselves, and how much 
of it finds its way into the pockets of 
businessmen, merchants, housewives and 
others in virtually all parts of the 
country. 


Tendency to Shop for “Cheap” Insurance 


“The other problem, and one which is 
even more important to our producers, 
is the growing tendency of buyers 


RHEA HURD, JR. 


(faced by law or their own good sense 
with the necessity of having to buy cov- 
erage) to shop for ‘cheap’ insurance. 
This is neither the place, nor is this the 
group to properly discuss risk selection, 
rate making or underwriting; that is for 
the experts in those fields. But, as ex- 
perts in our field—which is public rela- 
tions and advertising—we must consider 
directing our programs (both as individ- 
ual advertising men and members of this 
organization) toward helping insurance 
producers tell their story—a story of 
local, specialized insurance service—to 
the people in their communities. 

“If agents and brokers fail to take 
positive steps now to sell the public on 
the value of the services provided 
through the American Agency System,” 
the speaker continued, “then, sooner or 
later, they will be forced by public opin- 
ion to justify their commissions. When 
this time comes it will mean that people 
will have already formed opinions about 
the value of the agents’ services; opin- 
ions which, when attacked from the de- 
fensive position of ‘justification’ may be 
difficult or impossible to dislodge or 
change. Here, certainly, is an area in 
which IAC can be of invaluable help. 
This, I think is the most challenging 
opportunity we have had in many years. 

“To some of you the idea of spreading 
ourselves thin through service to others 
in this business may seem presumptu- 
ous and beyond the purpose established 
by the founders when was first 
conceived. To the rest, and I am sure 
they are in the majority, these expanded 
activities are the logical responsibilities 
of this group. 


Calls for More Working Members 


“But, regardless of the extent of our 
so-called outside activities, we must keep 





Ad-Men Hear Talk 
On Agents’ Reactions 


BY W. L. BENNETT OF JAMAICA 





Northern Assurance Fieldman Gives His 
Impressions of Agents’ Use of Ad 
Material; Duties of Fieldman 





Skytop, Pa., Sept. 14—William L. . 
nett, special agent at Jamaica, L. I, 
the ‘Northern Assurance Co., in his ‘talk 
before the Insurance Advertising Con- 
ference here today gave his impressions 
as to how the agents react to advertis- 
ing material prepared by the insurance 
companies. He said that he had hoped 
to present the conference with some 
clear-cut facts, but that the more he 
questioned agents, the harder it became 
to establish any definite conclusions, Say- 
I can merely give you the im- 


ing 
pressions I have obtained, plus the con- 
flicting | impressions received from 
agents.” 


Mr. Bennett said that although some 
agents are strongly in favor of adver- 
tising in general while others reject it 
completely, this does not mean that all 
could not use it to good advantage. 

A Duty of the Fieldman 

gs bs should be up to the fieldman,” he 
continued, “to educate such agents in the 
use of business building material which 
company advertising departments so 
painstakingly prepare. He should con- 
vince the agent that while he is doing 
all right without advertising he could 
do better with it.” Mr. Bennett also 
pointed out that, being a direct repre- 
sentative of his company in the field, the 
fieldman is a part of public relations. 
He should be on the alert for agents’ 
reactions to advertising and keep the 
advertising department informed as to 
what the agents really want. 

Explaining that, since his territory in- 
cluded a portion of metropolitan New 
York as well as cities and towns within 
a radius of 125 miles from the city, he 
was in a good position to view a cross- 
section of opinion from both rural and 
urban agents, Mr. Bennett expressed 
some of the impressions he had received 
in his work. 

Feelings of Agents 

“There is one very definite impression 
that I have received in my experience,’ 
he said, “and that is that the local agent 
feels that he is the business getter for 
the company he represents and that his 
name is the important one and not the 
company name. In other words in many 
instances the company name on certain 
pieces of advertising could be left off 





in mind the fact that IAC is in constant 
need for new blood. Because ours is a 
specialized type of job in the insurance 
business there is, unfortunately, a some- 
what arbitrary limit beyond which we 
cannot go in seeking new members. This 
means that every active member should 
be a working member. If promotion to 
a higher administrative post, press of 
other work or assignment to other 
duties make it impossible for a member 
to participate actively in the affairs of 
IAC then some sort of arrangement 
should be made to allow an additional 
or associate membership so that the 
ranks of ITAC’s workers remain intact. 
We should not overlook the fact that 
our young men can make important 
contributions to IAC. They should cer- 
tainly be given the opportunity without 
regard to the length of time they may 
have been a member.” 

President Hurd then 
talk saying: 

“I cannot help but give my personal 
thanks to the executive committee and 
to Pat Browne, Harry Carlier, Irving 
Bothwell, Bill Doty, Dwight Ely and 
Wally Clapp all of whom performed out- 
standing jobs this year in spite of my 
efforts to hamper them, and to the rest 
of you who put up with me for an entire 
year.’ 


concluded his 


30th Anniversary Party 

Skytop, Pa. Sept. 13—First event of 
the IAC annual meeting here was the 
get-together reception this evening fol- 
lowed by a 30th anniversary supper party 
with IAC President Rhea Hurd, Ameri- 
can-Associated Insurance Companies, in 
the spotlight. Sociability was the order 
of the evening; everyone had a good 
time. 





entirely and prominence given to the 
local agent’s name. am not recom- 
mending that identification of the com- 
pany be omitted from such advertising 
but it can be confined to a seal or some 
similar identification. 

“One of my agents said to me, ‘com- 
pany advertising without the agent’s 
name is of little value to the agent. Also 
company advertising or publicity re- 
garding new coverage before the agent 
is advised of this new coverage leads to 
embarrassing questions which occasion- 
ally the agent can not answer.’ As you 
know, there have been instances of this 
kind and it is not a good selling plan. 

“As to the types of publication ad- 
vertising, my impressions are as fol- 
lows: Local agents like national ad- 
vertising providing their roll as local 
agent is emphasized; they also like the 
tie-in idea used by some companies in 
which the agent is supplied with minia- 
ture copies of the advertisements to be 
used as mail enclosures, This idea has 
been used very gud and I like the 
plan used by the National Board, which 
gives the agents publication dates of 

each ad, helping the agent to get the 
reproduction into the mail at the proper 
date, thus increasing his prestige in the 
public eye. “Here is where the fieldman 
can do much to help local agent in their 
advertising efforts. I am thinking of the 
very splendid advertising and public re- 
lations department of the National 
Board. Their advertising and selling 
helps are professionally prepared. They 
provide a good many helps which are 
not available in the average company, 
such as radio and television spots. This 
valuable service of the National Board 
should be of great help to those com- 
panies that do not have a trained ad- 
vertising man or advertising department. 
It is unfortunate that too few agents 
use the services of the National Board, 
but feel that it is the fault of the field- 
man in not reminding the agent that 
such services are available.” 

Supplying of Printed Matter 

Turning to the question of printed 
advertising pieces supplied by the com- 
panies, Mr. Bennett said: 

“One of the principal duties of the 
company advertising department is pro- 
ducing printed material outlining the 

many insurance coverages. Most com- 
panies can supply printed matter on 
practically all covers. Agents in general 
like this advertising and most of them 
use it. However, too many agents allow 
this expensive printed matter to gather 
dust. Here again the fieldman can do 
much good by emphasizing to the agent 
that it costs nothing but the effort to 
have his girl place a piece of advertising 
in outgoing mail.” 

The speaker then briefly listed his im- 
pression of the general reaction of 
agents toward the use made of standard 
advertising material and media: 

“In almost every case the complaint 
is that the leaflets and folders are too 
wordy—too hard for the layman to un- 
derstand—too much stress on the com- 
pany and not the facilities of the agent 
—should have more pictures and less 
words—as one agent puts it ‘most of the 
insurance advertising is very stodgy. It 
has a stuffed shirt appeal trying to tell 
the people how good we are but misses 
the point in not telling them what we 
do for them.” Then there are some 
pamphlets which are graphically illus- 
trated showing the many types of losses 
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Careers of Newly Elected Officers 


Of Insurance Advertising Conference 


Skytop, Pa., Sept. 15—At the final ses- 
sions of the Insurance Advertising Con- 
ference here today, outgoing president 
Rhea Hurd, Jr., American-Associated 
Companies of St. Louis, in a brief cere- 
mony turned over the president’s gavel 
to his successor, Irving D. Bothwell of 
the Commercial Union - Ocean Group, 
who, as vice president of the organiza- 
tion, was responsible for this year’s out- 
standing program. 

Mr. Bothwell’s entire business career 
has been in the advertising and printing 
field. He served his printing apprentice- 
ship in the De Vinne Press of New 
York, of which he became treasurer in 
1919. Later he became secretary-treas- 
urer and plant manager of James F. 
Newcomb & Co., direct mail advertising 
agency, also of New York City. 

In January, 1938, Mr. Bothwell joined 
the Commercial Union - Ocean Group as 


IRVING D. BOTHWELL 


superintendent of printing and advertis- 
ing which position he has occupied ever 
since. He plans and prepares all of the 
sales material and advertising put out 
by this group. Since 1938 he has been 
a member of the IAC. 

During World War II Mr. Bothwell 
served on the War Production Board in 
Washington, D. C., in the printing and 
publicity division. 

Born and educated in Brooklyn, N. Y., 
he has resided in Montclair, N. J., for 
over 30 years. In that town Mr. Both- 
well is a trustee of the Mid-Park Neigh- 
borhood Council and prominent in the 
Montclair Glee Club of which he has 
been a member for over 30 years. He 
served as its president for two terms 
and is now on the board of trustees. 


H. V. Carlier Is Vice President 


H. V. Carlier, Northern Assurance, 
who for the past two years has been 
secretary-treasurer of IAC as well as 
its membership chairman, was elected 
vice president. Mr. Carlier has been an 
IAC member since 1925 which nearly 
qualifies him for a charter membership. 
His contributions to the progress of IAC 
over the years has been substantial. 

Mr. Carlier’s early training was along 
engineering lines, then journalism, fol- 
lowing which he specialized in mer- 
chandising and advertising with large 
industrial organizations. His insurance 
career began in 1924 with the old Na- 
tional Liberty and, in 1929, when that 
company became one of a large group, 
he joined the Northern Assurance. He 





was promoted in 1937 to be assistant 
secretary. 

In the succeeding years Mr. Carlier 
has demonstrated his ability to handle 
a many-sided executive job with the 


HARRY V. CARLIER 


company. He serves as supervisor of its 
advertising service department, is the 
Northern’s personnel manager, purchas- 
ing agent, printing and supply depart- 
ment supervisor. In addition, he is in 
charge of real estate. 
Secretary Is William H. Doty 

Newly elected secretary of IAC is 
William H. Doty whose appointment as 
supervisor of the publicity department of 





WILLIAM H. DOTY 


the Aetna Insurance Group was recently 


announced, An active participant in the 
affairs of the Insurance Advertising 
Conference, Mr. Doty has edited the 


IAC Bulletin for the past two years. 
Prior to his present appointment, Mr. 
Doty has been advertising and sales 
promotion manager of the “Spectator” 
since 1949. Mr. Doty has an excellent 
background in public relations, advertis- 
ing and sales promotion. He has served 
in one or more of these capacities with 
the Philco Corporation in Philadelphia, 
Hugo Wagenseil & Associates, Dayton, 





Brown Stirs IAC to 
Greater Achievement 


GIVES LUNCHEON ADDRESS 





Offers Specific Suggestions to Improve 
IAC’s Industry Usefulness; Sees 
Agents as Asset to Conference 


Skytop, Pa., Sept. 14—In a thought- 
provoking address here today Robert E. 

brown, Jr., assistant manager, advertis- 
ing and publicity department of the 
Aetna Life Affiliated Companies, pic- 
tured “The IAC—Its Past and Its Pros- 
pects,” and in so doing paid tribute to 
the pioneers of the organization who, 
three decades ago, served as its found- 
ing fathers. Speaking at the luncheon on 
the opening day of IAC’s 30th annual 
meeting, Mr. Brown stirred the insur- 
ance ad men to raise their sights for 
the future by accepting specific sugges- 
tions to improve the industry usefulness 
of the conference, 

As a result of a survey conducted 
among IAC members the speaker said 
he sensed a definite desire on the part 
of many “for a broadening in the scope 
of conference activities and an increase 
in the number of shirt-sleeve sessions 

-’ He had in mind the type of ses- 
sion where members can “let down their 
hair and engage in brass tacks discus- 
sions with a real exchange of ideas.” 
One suggestion which, he said, has merit 
is to launch a series of seminars to em- 
brace such topics as public and employe 
relations, annual reports, sales cam- 
paigns and direct mail. These seminars, 
it was pointed out, might be conducted 
on the first day of a two-day meeting 
and the results discussed at the regular 
meeting of the entire conference. 


Joint Meetings With LAA 


Another suggestion, which Mr. Brown 
considered worthy of careful considera- 
tion by the IAC executive committee, 
was that joint meetings be held with the 
Life Insurance Advertisers Association. 
The two groups could meet in the same 
hotel, at the same time. “There would 
be no merger of officers and no change 
in name,” Mr. Brown made clear. “Each 
organization would retain its own iden- 
tity. But if the two associations joined 
together in at least one general session 
and in the entertainment portions of 
the program, this certainly should in- 
crease the stature of each, should enable 
both the IAC and the LAA to command 
better speakers, and should make a bet- 
ter showing for the entire insurance 
advertising professions.” 

The speaker further recommended in- 
creased participation of insurance agents 
in IAC programs. However, rather than 
to ask these agents to make set and 
formal talks, he felt that IAC members 
would prefer an opportunity to com- 
pare notes informally with them—to get 
their slant on advertising generally and 
to learn of their specific needs. He 
added 


Bring Agents Into the Meetings 


“There are, throughout the country, 
a great many agents who are doing an 
outstanding job in the advertising and 
public relations field. Through our new 
advertising awards program, we are, of 
course, going to uncover many of them 
and give them suitable recognition. But 
let us do more. Let us bring them into 
our meetings for some down-to-earth 
discussions of their problems, and I 
think all of us will be sure to profit. 
We might even consider opening our 
membership rolls to agents . . . perhaps 








Ohio, advertising agency, and Indus- 
trial Marketing, a business magazine 
in the industrial advertising field in Chi- 
cago. 

A veteran of World War II, Mr. Doty 
is a graduate of the University of Chi- 
cago and Charles Morris Price School in 
Philadelphia. 


Irving Bothwell Did Fine 
Job on IAC Program Book 


To Irving D. Bothwell, Commercial 
Union-Ocean Group, goes the credit for 
the fine-looking program booklet, in two 
colors, for the Ad Conference annual 
meeting September 13-15 at Skytop, Pa. 
A product of his group’s printing depart- 
ment, the booklet reflects Mr. Bothwell’s 
knowledge of type and rayout. As IAC 
vice president and program chairman 
during the past year, he has rendered 
creditable service. 





to those agents who qualify for the 
awards program, Some agents I know 
would be a real asset to the conference 
and probably could teach us a few things 
about advertising, too. 

“Still another impression gained from 
my little survey is the definite belief 
that members would appreciate more 
speakers with practical information and 
fewer speakers with non-constructive 
criticism based largely on insufficient 
knowledge. Some of our speakers in the 
past, unfortunately, have performed a 
disservice to our organization and to 
the insurance industry through thought- 
less remarks resulting largely from a 
misconception of the basic fundamentals 
of our business.” 

Turning his attention to oe early days 
of insurance advertising, Mr. Brown said 
that the men and women then active had 
little to help them in their work, “There 





ROBERT E, BROWN, JR. 


were no textbooks, no experience tables, 
files of information. There were few, if 
any, places to turn for guidance.” Then, 
in June, 1923, some of the pioneers 
among the insurance ad men conceived 
the idea of an organization of their own. 
The first slate of offcers of the confer- 
ence was as follows: 

Leon A. Soper, Phoenix Mutual Life, 
president; Edward A. Collins, National 
Surety, vice president; John W. Long- 
necker, Hartford Fire, secretary-treas- 
urer, Serving on the executive committee 
were Chauncy S. S. Miller, North British 
& Mercantile; Clifford Elvins, Imperial 
Life of Toronto; Harry A. Warner, 
Maryland Casualty; Stanley F. Withe, 
Aetna Life Affiliated Companies ; Clar- 
ence A, Palmer, Insurance Co. of North 
America; E. L. Sullivan, Home of New 
York; Luther B. Little, Metropolitan 
Life, and Miss E. L. Everett, Federal 
Surety Co. 

“To all of these fine people we owe a 
full measure of gratitude,” said Mr. 
Brown. 

Has Adhered to Original Purpose 

The speaker then brought out that in 
its founding year, as well as today, the 
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John O. Cole Commends IAC for Fine 
Job on Advertising Award Contest 


Skytop, Pa., Sept. 14—Expressing the 


producer’s impressions of insurance com- 


pany advertising, John O. Cole of New 
York, a prominent figure in the Insur- 
ance Brokers Association and governing 


committee chairman of the National As- 


sociation of Insurance Brokers, accom- 
plished a two-fold purpose in his address 
here this 30th anniver- 


sary meeting of the Insurance Advertis- 


morning at the 


ing Conference. 
First, Mr. Cole as 
in IAC’s f advertising” 
competition, made | observations 
first year’s contest and told why 
he thought that it had great value. Sec- 
ondly, as a discerning producer who 
knows what he likes in insurance adver- 
tising, he commended the insurance ad 
men for their progress in improving the 
quality of company advertising and, at 
the same time, offered constructive sug- 
gestions, especially in their treatment of 
“Never underestimate their in- 
never talk down to them,” 


one of the judges 


“best use « award 
ielpful 


on the 


agents. 

telligence, 

he advised. 
Lauds Cooperation Concept 


At the outset Mr. Cole said that the 
insurance business differs from every 
other business he knows in that its basic 


concept is cooperation. In other words, 
all contribute to pay the losses of the 
few. “That concept,” he explained, “car- 


ries through our business in many ways, 
although, of course, not every way, to 
my regret as a broker. In insurance, 
Gimbel’s does tell Macy’s.” 

He pictured the IAC spending two 
days in exchanging knowledge and ideas 
the it in most businesses would be | labeled 
here to tell 


“top secret.” “You are each 
other how to train and assist agents on 
the use of advertising, and how best to 
carry the message of stock insurance 
to the insurance public. I never heard 


of General Motors sending its most suc- 
cessful salesmen to tell Ford salesmen 
how to do it,” he said. 

Mr. Cole thought that perhaps another 
reason why insurance companies are so 
cooperative is that there is enough busi- 
With a smile he re- 
any company 
enough auto- 


ness to go around. 
marked: “I don’t know of 
that doesn’t think it has 
mobile business, and isn’t willing to 
share what it has with others. Compa- 
nies have always had underwriting limits 
as to size and type of risk, and it has 
always been necessary to share business 
or to reinsure it with other companies 
voluntarily.” 


Companies Secondary to Agents 
in Public’s Eyes 


speaker then elaborated on a 
which he has been singing for 
brought out: “Insurance 
marketing is a matter of personality 
The man who buys insurance has to 
have confidence in the man who is sell- 
ing it. To the everlasting credit of the 
insurance business, only a minute per- 
centage of agents and brokers are un- 
worthy of that confidence. The compa- 
nies represented by an 


agent are sec- 
ondary to the agent himself, in the eves 
of the client. 


The 
theme 
20 years. He 


“This may be a shock to the home 
office boys who pass on the advertising 
budgets or who watch the premium in- 
come mount each year, but it is a fact. 
There is no reason to cut down on the 
advertising budget, however. In mv book, 
such budgets should be increased. Do | 
hear any disagreement? I'll bet that in 
relation to its size, the insurance busi- 


ness spends a smaller percentage on 
“dvertising than any other type of in- 
dustry except the numbers game. And 


there is no business that is more de- 
pendent on public good will and under- 
standing. 

“I don’t have to tell you that your 
agents can make or break you. The 
unfair part is that when the agent does 
a good job by virtue of fine homie office 
work, he is the best insurance man who 
ever walked down the street, in tise eves 
of his customer. When he docs a pocr 
job, it is the company that is iousy. One 
advantage of being an agent is that you 
can always blame it on the company. 
The insurance buyer frequently forgets 
the name of the company that paid the 
but he never forgets the name of 
the company that turned him down, nor 
does he neglect to tell his friends.” 

Mr. Cole emphasized at this point that 
while a good agent can sell any com- 
pany, “he needs a strong advertising 
program behind him to make the door 
easier for him to open, and the coverage 
sell. The better the name of 


loss, 


easier to 


JOHN O. COLE 


the company he represents is known to 
his insured, the less sales resistance he 


will meet. There can be no doubt that 
the most efficient and least expensive 
sartieng of establishing a national repu- 


tation is by advertising. 
patina “of Advertising Vastly Improved 

“T would like to observe from my 
bleacher’s seat that the quality of insur- 
ance company advertising has improved 
vastly in recent years. There seems to 
be recognition of the idea that a com- 
pany can do better for its money than 
to publish its financial statement with 
the home office address and the name 
of the president. . However, the best 
program becomes practically only insti- 
tutional advertising unless the agent 
carries the torch. Under the American 
Agency System that is the way it has 
to be done. There are other systems and 
they work, too, but they have gained 
their growth largely because of lack of 
aggressiveness on the part of the stock 
companies.’ 

In this connection Mr. Cole said that 
although he has no figures to prove it, 
he believed that, aside from bargain 
hunters, 99% of those who clip the 
coupon in the insurance ad of a direct 
writer have either never been = ap- 
proached by a good agent or broker, 
or have been approached by the wrong 
man. 

The speaker deemed the crux of the 
problem to be the advertising help that 
is given to the agent—the type of mate- 
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Hurd Receives Gifts 


Skytop, Pa., Sept. 15—Recognition to 
Rhea Hurd, Jr., American-Associated 
Companies, was given at the final ses- 
sion of the IAC annual meeting here 
when Walter H. Riley, American Surety, 
and an IAC past president, presented 
him with a framed testimonial of appre- 
ciation and a_ statuette, “symbolic of 
your constant fight for freedom.” 


rial, how it is presented to him, and 
how he uses it. Therefore, he advised: 
“Programs and material must be flexible. 
Agents differ, and so do localities. You 
have to depend on the agent to know 
the reactions of the people whom he is 
trying to reach. What may be highly 
effective in Montclair, N. J., may be a 
complete flop inWaco, Tex. These things 
cannot be decided in a home office.” 

As an example of this point, Mr. Cole 
told how he was approached by the 
brokerage man for “one of the finest 
casualty companies” to get him enthused 
over selling a new personal accident 
policy at a $15 premium. The campaign 
was complete with a telephone sales 
campaign “that couldn’t miss.” All he 
had to do was to pick up the telephone 
and start talking, Mr. Cole was told, 
and the results would be immediate. 

Mr. Cole said he told his company 
friend that at 30% the commission on 
this policy would be $4.50, and that it 
would cost his office more than that to 
put a policy on the books. The more $15 
policies he sold, “the deeper we would 
be in the hole.” He would be agreeable 
to selling such a policy when the occa- 
sion arises, but “if a broker spends his 
time on it he will end up insolvent. He 
figured that in this instance the home 
office decided that it wante1 more per- 
sonal accident business so it developed 
this policy and a sales metho], and bro- 
kerage men were told to go out and get 
all their broker friends to se!l a flock 
of 4t. 

In the speaker’s opinion, “this is an 
example of bad marketing,” and he said: 
“There are many places in the countrv 
where a living can be made on $4.50 
commissions, but New York City is not 
one of them.” 

Mr. Cole offered the further sugges- 
tion: “Never underestimate the intelli- 
gence of the agent. They are all self- 
respecting, independent business men, 
many are leaders in their communities, 
and some even do better than home 
office executives. Don’t ever talk down 
to them. Some companies have an appre- 
ciation of the status of agents, and have 
shown it in their advertising, but unfor- 
tunately, this is not true of all compa- 
nies.” 

Impressed by Advertising Award Contest 

Directing his attention to IAC’s adver- 
tising award contest. Mr. Cole made 
these observations: “The entries in this 
contest last vear were a revelation to 
me as one of your judges. Every con- 
ceivable type of program was _ repre- 
sented, from no program at all to com- 
plete productions that distinctly showed 
the professional touch. It seemed to 
me that I could figure out a lot about 
an agent from the way he presented his 
it was. 


entry, and the kind of an entry 
“The thing that impressed me most 
was the quality of the exhibits —the 


planning and originality that went into 
them. . Such originality counted heav- 
ily with the judges. It had to be that 
way; otherwise it would have been a 
competition between insurance compa- 
nies. 

Making a constructive suggestion for 
future award committees to consider, 
Mr. Cole said: “As judges, it would have 
helped us a great deal if we could have 
had some idea of the public response 
to the campaigns submitted. In some 
instances such resulfs were given, but 
we felt that since the information had 
not been asked for by TAC it would not 
be fair to take it into consideration, 


(Continued on Page 41) 


Ely Reports on 1954 Awards 
Contest; to Have NAIA Booth 


Skytop, Pa., Sept. 15—An encouraging 
report by Dwight P. Ely, Ohio Farmers, 
as chairman of ITAC’s 1954 awards com- 
mittee, was given at the business session 


here this morning—closing feature of 
the conference’s 30th anniversary meet- 
ing. Mr. Ely said that the 1954 awards 
will cover the use of advertising by 
agents and brokers during the period 
from March 1, 1953 to March 1, 1954, 


and presentation to the winners wil] be 
made at the JAC annual meeting next 
June. The deadline for entries is March 
1, 1954, following which a panel of top- 
flight insurance and advertising men will 
meet in Chicago to judge these entries. 
Already orders for over 18,000 brochures, 
giving detailed information on the com- 
petition, have been received from com- 
pany members of the conference plus 
the 10,000 copies which IAC will distrib- 
ute generally. The objective is to get 
5,000 brochures and entry blanks in the 


hands of agents throughout the United 





DWIGHT P. ELY 
said Mr, Ely. Twenty-four al- 
replied and pledged cooperation. 
are being urged to talk about 
IAC’s award contest at their meetings 
or in any other way. The generous co- 
operation of company house organ edi- 
tors and insurance trade journals is also 
assured. 
Arrangements have 
said Mr. Ely, for an IAC booth at the 
annual convention of National Associa- 
tion of Insurance Agents September 27 
to October 1 at Washington, D. C. V 
Winthrop Clement, American Interna- 
tional Underwriters Corp., will be in 
charge of this booth. Mr. Ely hopes 
that other IAC members will make them- 
selves available for attendance at state 
association conventions this fall. Michi- 
gan and Kansas associations have made 
a specific request for such representa- 
entries received in the 


States, 
ready 
They 


also been made, 


tion. First two 

award contest, he reported, are from 
Jack Safley, Temple, Tex., and Roger 
Clarke, Fredericksburg, Va., both 1952 


winners. 

Mr. Ely further explained that an out- 
standing feature of the 1954 program 
is that conference hopes to prepare 
exhibits of the various entries for dis- 
play before agents’ associations. “This 
means,” he said, “that even though an 
agent or broker does not win one of 
the awards it is quite possible that his 
entry will be included in one of the 
several sets of samples for other agents 
to see.” 
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Brown Stirs IAC 


(Continued from Page 39) 


IAC has followed a course designed (a) 
to maintain the highest possible stand- 
ards of practice; (b) to promote general 
good will towards insurance as an insti- 
tution; (c) to exchange ideas relative to 
the advertising and promotion of insur- 
ance, and (d) to improve the skill and 
craftsmanship of its members. 

“Through its first 30 years, the or- 
ganization and its members have stead- 
ily forged ahead, overcoming not only 
wars and depressions, with all of the 
special difficulties these disasters brought 
about, but also a major split (with the 
life forces) within its own ranks,” Mr. 
Brown said. 

Some Notable A plish ts 


Pointing to IAC accomplishments over 
the years, the speaker gave top prefer- 
ence to the advertising award program, 
instituted last year, which in the opinion 
of many is the “most significant and 
promising development in the confer- 
ence’s history.” Although there has been 
only one year's experience with this 
program, and “undoubtedly many im- 
provements are yet to be made in its 
operating procedure,” Mr. Brown pre- 
dicted that in the years to come “it will 
become one of the strongest, most pow- 
erful incentives to better advertising on 
the part of agents and brokers that we 
have ever seen.” He added: 

“Surely this will be so if, individually 
and collectively, officially and unoffi- 
cially, we get behind this program and 
give it our wholehearted support.” 

Among other accomplishments the 
speaker pointed to two booklets which 
were produced by IAC, the first being 
a compilation of case histories showing 
in detail how successful agents adver- 
tise, and the second on the subject of 
direct mail which, he felt, is one of the 
most practical and useful volumes on 
this subject available to property insur- 
ance agents. 

He also referred to IAC’s sponsorship 
of a cooperative program of special win- 
dow displays; the assistance given by 
the conference to the Association of 
Newspaper Publishers in the preparation 
of a comprehensive survey of public 
opinion with respect to fire and casu- 
alty insurance, and the IAC’s coopera- 
tion with the public relations committee 
of the National Board of Fire Under- 
writers “by providing an official ob- 
server to attend all meetings of this 
committee and to be available for advice 
and counsel if requested.” 


A Challenge 


In closing Mr. Brown sounded a chal- 
lenge to IAC members to do a bigger 
and better job in the years ahead. Point- 
ing to the excellent talent in the con- 
ference ranks, he said that among its 
members are men charged with the re- 
sponsibility of spending many hundreds 
of thousands of dollars for their compa- 
nies—the total for all members together 
running well into the millions of dollars. 
“In addition,” said the speaker, “we 
number among our members the pub- 
lishers and their representatives of every 
leading insurance journal in the country. 

“Year after year, these men—managers 
and publishers alike—are being called 
upon to assume increased responsibili- 
ties, to meet new problems and to do 
a better job. Such accomplishment, would 
not only benefit their own companies but 
also the industry as a whole. Through 
the medium of the IAC these ad man- 
agers, publishers and their related inter- 
ests could get together for more down- 
to-earth discussions and for more fre- 
quent interchange of ideas and material. 

“Tf we can accomplish these objectives 
—with the others which have been sug- 





John 0. Cole Commends JAC 


(Continued from Page 40) 


because we didn’t have it for all entries.” 
A Competition That Sets Up Standards 

As to the over-all value of this com- 

petition, Mr. Cole said: “I think it has 
great value, and that it served a number 
of purposes. It sets up standards, bring- 
ing together in one spot the programs 
used by agents in large and small com- 
munities all over the country, and com- 
paring them. An agent in Kansas may 
develop what he thinks is an excellent 
program, and it may work well for him, 
but he has no idea of what Jack Safley 
has done down in Texas, nor, in fact, 
what anyone else has done except his 
competitors in his own town. 
“Thus, the IAC competition gives him 
something by which to judge his work. 
It also gives his company something to 
judge him by, and to judge the assistance 
it has given him in comparison with the 
help given by other companies to other 
agents in other localities. If an agent 
has the real competitive spirit—and if 
he doesn’t he shouldn’t be in the insur- 
ance business—it gives him something at 
which to shoot. It also gives advertising 
agencies a basis of comparison.” 

In summation Mr. Cole declared that 
the competition’s greatest vi alue was the 
exchange of ideas. “Look at the home 
towns of last year’s ite mang he said. 
“You had Temple, Tex.; San Diego, Cal.; 
Davenport, lowa; Chicago, Ill., and 
Fredericksburg, Va. You would think 
the judges had deliberately set out to 
spread the awards across the country, 
but I assure you that was just the way 
the cards fell. All the winners showed 
originality; all had definite programs, 
and all were different. And each one can 
profit from what the other has done, and 
there isn’t an agency or a company that 
can’t learn something, too.” 

As a final thought, Mr. Cole hoped 
that the IAC in the coming year will 
give special recognition to certain agen- 
cies in addition to the top winners in 
the contest. He thought that the confer- 
ence didn’t quite catch the boat in this 
respect in last year’s contest. “In going 
over the entries,” he explianed, “the 
judges found some original ideas that 
had particular merit, even though the 
whole entry did not compete in effec- 
tiveness with the winners. We just did 
not want those original ideas to be lost 
in the shuffle, so we suggested a special 
sort of mention. Each citation was to be 
for one specific thing. Next year I sug- 
gest that proper publicity be given to 
original ideas so that other agents, and 
companies, will know about them and 
will be able to use them.” 


Pat Browne Missed 

Norris “Pat” Browne, formerly with 
the Aetna Insurance Group, who recently 
joined Insurance ‘Co. of Texas Group 
as assistant to the vice president in 
charge of public relations and advertis- 
ing, was unable to attend this week’s 
annual meeting of the Insurance Adver- 
tising Conference at Skytop, Pa. He was 
missed by a host of friends who remem- 
ber his fine work as chairman of IAC’s 
first advertising award competition for 
agents and brokers. 

Mr. Browne, who has served as an 
executive committeeman during the past 
year, hopes to attend the 1954 annual 
meeting of IAC next June. 





gested ; if we can obtain more active 
participation from both IAC members 
and agents in the field; if we can win 
back the interest of certain members 
and maintain the interest of all members 
through a stepped-up program, broad- 
ened in scope, then I believe we can rest 
assured that the ‘prospects’ for IAC are 
‘good.’” 





| 1954 Meeting | 
Skytop, Pa. Sept. 15—The 1954) 
| Annual Meeting of the Insurance | 
Advertising Conference will be held 
June 13-15 at Montauk Manor, Mon- | 
tauk, Long Island. 





Prize Winners in Golf 

Skytop, Pa, Sept. 14—Prizes were 
awarded at the annual dinner here of 
the Insurance Conference this evening 
to winners in the golf tournaments for 
both men and women, and the women’s 
bowling-on-the-green competition. Mrs. 
Ed Schenke, women’s golf chairman, 
made presentations to the following: 
Mrs. Margaret C. Ellson, Mrs. Robert 
E. Brown, Jr., Mrs. Tom Sherlock—for 
bowling-on-the-green. For putting—Mrs. 
W. Leslie Lewis, Mrs. Theodore W. 
Budlong, Mrs. Harry V. Carlier and 
Mrs. Arthur B. Boers. For golf—Mrs. 
Walter A. Spangler, Mrs. Coleman D. 
Asinof. Shuffleboard—Mrs. Dwight P. 
Ely and Mrs. Irving D. Bothwell. 

W. Winthrop Clement, American In- 
ternational Underwriters Corp., men’s 
golf chairman, announced the following 
prize winners in the tournament in 
which 36 participated: Charles Walters 
of Walters’ Business Forms, best low 
gross; C. D. Asinof, Advertising Corp. 
of America, best low net; Robert Hinckle 
of The Spectator; Gene Machiverna, 
president, Ad Craft, Inc.; Mark Wells, 
publisher, Insurance Journal; Harry V. 
Carlier, Northern Assurance, and Leslie 


F. Tillinghast, Great American Indem- 
nity. 


Ed Sullivan Welcomed 

Skytop, Pa. Sept. 14—Edward L. 
Sullivan, now vice president and direc- 
tor of advertising of Meredith Publish- 
ing Co., Des Moines, received special 
mention from Robert E. Brown, Aetna 
Life Affiliated: Companies, the IAC 
luncheon speaker here today. In paying 
tribute to the pioneers of the conference, 
and listing them by name, Mr. Brown 
gave credit to Mr. Sullivan for his serv- 
ice on IAC’s first executive committee. 
At that time he was advertising man- 
ager of the Home Insurance Co. of New 
York. 


PAUL REVERE BROKERAGE MGRS. 

‘Brokerage managers of Paul Revere 
Life met at the Worcester, Mass., home 
office for a two-day sales seminar on 
September 10-11. Participants included 
brokerage managers Frances T. Sand- 


idge, Robert L. Seiler, James B. Fel- 
lows and G. Stanley Hammond. Also 
Mrs. Eva M. Fleming, Edward R. 
Hodgkins, B. K. Bicknell, R. U. Clark, 


W. R. Marshall, William Barr, Jr., War- 
ren A. Ellsworth and L. R. Blanchard of 
the home office staff. Paul Revere is in 
the non-can brokerage field in Canada 
and on a sectional basis in the U.S 


N. Y. Life Managers Plan 
A. & H. Round-Up Meeting 


The Life Managers Association of 
Greater New York announces plans for 
an “A. & H. Round-Up” meeting to be 
held September 23 at the Hotel Statler 
in New York. Topic of the meeting is 
the dollar value of A. & H. sales to man- 
agement and how to stimulate sales. 

Speakers scheduled are Michael J. 
Denda, vice president and manager, 
Union Mutual, Earle Y. Duncanson, 
assistant manager, Connecticut General 
and Raymond F. Thorne, CLU, general 
agent, Berkshire. E. Lloyd Mallon and 
Stanley R. Wayne are co-chairmen of 
the affair. 


Reactions of Agents 


(Continued from Page 38) 


covered by the policy, but when their 
illustrated loss occurs, the company no 
longer wants to write the cover. 

“Probably the most popular form of 
printed matter is the blotter. Most com- 
panies supply such blotters but a good 
many of the blotters do not appeal to 
the agents, they like the lighter type of 
copy, even cartoons. Perhaps you are 
wondering as to how the agents feel 
about paying for advertising matter, 
well, with exception of diaries, calendars 
and perhaps gadgets they do not like it. 
They appreciate the opportunity of pur- 
chasing the foregoing as the company 
naturally buys in large quantities and 
gives the agent the advantage of quan- 
tity prices for small lots. 

“The window display is always popu- 
lar, especially the type depicting news 
events, they attract the public interest. 
Another form of selling help is the In- 
surance Survey. I do not need to tell 
you how this is used, you ail know. 
Also popular are the various forms of 
Household Inventory, Record of Insur- 
ance, etc, 

“I am not overlooking a very impor- 
tant form of company advertising as far 
as fieldmen are concerned, and that is 
the company ads in the insurance trade 
journals. These ads keep the company 
name before agents and if the ad talks 
about a new cover it inspires the agent 
to ask the fieldman about it. Then to, 
such ads are a great help in planting 
new agencies.” 


Examples of Local Use 


Mr. Bennett, in conclusion, cited some 
interesting examples of the use of ad- 
vertising locally in creating new busi- 
ness: 

“An up-state agent has a contract 
with the local radio station in which 
the location of all fires are announced 
under their sponsorship. As soon as 
possible after each alarm, the station 
finds out the location of the fire then 
interrupts the program in progress to 
tell where the fire is, first giving a com- 
mercial for them. They have had many 
favorable comments on the idea. The 
same agency is using a cartoon ad fea- 
ture in the local newspaper which has 
shown excellent results. 

“An agent in the Bronx mails out 
7,000 letters every three months solicit- 
ing a certain form of insurance, explain- 
ing in detail the exact coverage and 
quoting a price. He states the results 
are excellent. 

“An agent in Queens County claims to 
have had very good results through 
the telephone red book—in fact the 
agents’ association of that county have 
an advertisement in the red book with 
all their members listed. 

“Invariably all small town agents ad- 
vertise in their local paper with very 
good results. 

“To sum up I have endeavored to point 
out the reactions which I have obtained 
in my years in the field. I hope that it 
has given some constructive thought. 
There is no doubt in my mind that the 
advertising department of the companies 
are a great help to the fieldman in his 
work, and if he does not take full ad- 
vantage of their efforts he is imposing 
a handicap on himself.” 


Harry Carlier’s Report 

Skytop, Pa, Sept. 15—Harry V. 
Carlier, Northern Assurance, reporting 
as secretary of the IAC here this morn- 
ing, brought out that total membership 
of the conference as of September 1, 
1953, stood at 144. The breakdown is 62 
“A” members, 75 associate members and 
seven life members. 

Mr. Carlier also reported that the IAC 
as of September 1 was in a healthy 
financial condition. 
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Spokesman Refutes 
Governor’s Charges 


IN OKLAHOMA COMP. BATTLE 





Denies That State’s Rates Are Nation’s 
Highest; Asserts Larger Benefits 
Paid Than in Other States 





A new note was injected into the up- 
roar over workmen’s compensation in 
Okla thoma as a spokesman for one of the 
state’s largest insurance companies re- 
futed repeated statements by Governor 
Johnston Murray to the effect that 
workmen’s compensation rates in Okla- 
homa have become the highest in the 
nation. The denial came as Governor 
Murray completed reorganization of the 
State Insurance Board which he blamed 
for permitting the compensation rates to 
climb. 

“Compensation insurance in Oklahoma 
does not carry the highest rate in the 
nation, but it does provide greater bene- 
fits than other states,’ the insurance 
representative, who asked that he not be 
identified, declared. 

Compares Texas Benefits 

“Benefits determine the rate the em- 
ployer pays,” he asserted, “and Okla- 
homa, through legislation, has provided 
a $13,500 death benefit for an employe 
covered by compensation insurance. This 
benefit is not only larger than that paid 
by surrounding states, but does not have 
restrictions such as is the case in these 
other states.” 

For example, the maximum death 
benefit in Texas is $9,000, compared to 
Oklahoma’s $13,500, but in event disabil- 
ity or medical expenses are paid by the 
insuror prior to death, these are de- 
ducted from the death benefit payment 
in that state. 

A further 


comparison of Oklahoma 


and Texas in this field was offered. The 
representative said Texas minimum 
weekly compensation is $9, and the 


Oklahoma minimum is $15. Maximum 
rate in Oklahoma is $28 weekly, $25 in 
Texas. 

“Texas furnishes medical care for only 
91 days following an injury, with pay- 
ment for 180 days for hospital bills only, 
while in Oklahoma medical benefits are 
generally considered to be unlimited,” 
he declared. 

Permanent and Total Disability 

“In instances where employes are per- 
manently and totally disabled, the maxi- 
mum payment in Texas is $10,025, while 
in Oklahoma the injured employe may 
receive as much as $14,000. 

“In event of death resulting from in- 


jury in Texas, the maximum payment 
is $9,000, but the employer or his in- 
surance carrier is given credit for any 


compensation payments made to the in- 
jured employe prior to his death. Un- 
der Oklahoma’s law, the dependent heirs 
of the deceased receive $13,500 regard- 


less of any payments made prior to 
death of the employe. 

“Notwithstanding the greater pay- 
ments in benefits, there is very little 


difference between the compensation 
rates in Texas and Oklahoma. In fact, 
oil well drilling, which is a large classi- 
fication in both states, the Texas rates 
are higher than Oklahoma’s.” 

Almost the same formula is used for 
computation of rates in the various 
states, with the exception that in many 
states the rates are computed to permit 
insurance companies an allowance for 
contingencies and profits of 2Y%.%, while 
in Oklahoma this is limited to 14%, 
the representative said. 


NEW YORK BUYERS MEET 

The New York chapter, National In- 
surance Buyers Association, Inc. will 
open its 1953-54 program with a luncheon 
meeting to be held at the Hotel Mar- 
tinique, in New York, on Thursday, Sep- 
tember 24. Claude H. Rice, insurance 
manager, Babcock & Wilcox Co., newly 
elected president will preside and the 
speaker will be J. M. Hanley, chief en- 
gineer, Firemen’s Mutual of Providence, 
R. I. His subject will be “How to In- 
terest Top Management in Fire Safety.” 


CONFERENCE ON H. O. COSTS 


October 19 - 20 at Drake Hotel, Chicago; 
Edward O’Toole Principal Speaker ; 
Other Speakers, Panels 

Need for controlling home office costs 
has prompted the Health & Accident 
Underwriters Conference to schedule the 
first known meeting of this type ever to 
be held by a major accident and health 
insurance trade association. 

Slated to run two days, October 19-20, 
at the Drake Hotel, Chicago, the forum 
will hear speakers and panels on depart- 
mental, functional, claim, renewal, 
agency and underwriting costs. Keynote 


speaker will be Edward F. O’Toole, 
O’Toole & Associates, New York, promi- 
nent consultant in the field. 

The costs committee is under the 
chairmanship of Gordon Grady, Monarch 
Life. Moderators will be Robert B. Sav- 
age, Wisconsin National, and Roy Mac- 
Donald, conference director of company 
relations. 

Other speakers will be Irving L. 
Wood, Mutual Benefit, and Russell 
Wetmore, Mutual Life of New York. 
Panelists: Ward Schroder, Wisconsin 
National; Robert Wetzler, Fairbanks & 
Associates; F, J. Anderson, Great West 
Life, and C. L. Sanders, Paul Revere 
Life. 
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TEXAS COMPENSATION POOL 





Adoption of Rules and Setting Up of 
Committee Expected to Pave Way 
for Assigned Risk Plan 
The governing committee on the for- 
mation of a Workmen’s Compensation 
Insurance Assigned Risk Pool in Texas 
has met with representatives of the com- 
panies to discuss and study the “Rules 
and Regulations Governing Agency and 
Servicing Companies of Assigned Risks 
as Required by House Bill 474.” The 
members of the committee present were 
Karl F. Vasen, Houston F. & C., chair- 
man; G. W. Greathouse, Texas Employ- 
ers, vice chairman; M. A. Harlan, Trav- 
elers; C. E. Archibald, Employers Mu- 
tual Liability; Paul Benbrook, American 
General, who stepped aside for Edwin 
Hillman, Traders & General Insurance 
Co.; E. F. Holway, Liberty Mutual; W. 
B. Gracey, Aetna C. & S.; Z. L. Sliger, 
Service Mutual of Waco; Stoddart 
Smith, American-Associated Companies; 
and John Scrimshire, Hardware Mutual. 
Rule I set up the plan for the gov- 
erning committee. Rule II had to do 
with the number of members of the com- 
mittees authorized to consider and per- 
form the essential functions. Then came 
discussion of the editorial changes 
needed to clarify the provisions so that 
both the servicing companies ‘and the 
agents which represent the servicing 
companies may comply with the law 
without infringement of rights of com- 
pany, agent or employer who seeks cov- 

erage through the pool. 

When the editorial clarifications had 
been approved, Ned McDaniel, repre- 
senting 26 companies, moved the adop- 
tion of the rules and regulation, and 
these were adopted by a practically 
unanimous vote. The group voted also 
that the temporary governing committee 
be made the permanent committee until 
May when the election for the mem- 
bers of the committee will be held. Un- 
less some of the servicing companies ob- 
ject to the by-laws and rules or the 
Casualty Commissioner objects to the 
provisions of the plan, it seems the way 
is clear for setting up the pool. 


Toelle in Manilla for AFIA; 
V. H. Bello Due for Furlough 


R. Maynard Toelle, casualty under- 
writer of the American Foreign Insur- 
ance Association, recently arrived in 
Manilla, Philippines, where he will re- 
main several months to further expand 
the casualty operations of the member 
companies of the association registered 
in the Philippines, in addition to re- 
lieving Supervisor Victor H. Bello, who 
is shortly due in the United States on 
furlough. 

Mr. Toelle has been in charge of head 
office casualty operations since Septem- 
ber, 1951, and prior thereto he was 
manager of the association’s service 
office in Chicago, Ill. 


C. & S. Accountants Meet 


The Casualty & Surety Accountants 
Association of New York will hold the 
first meeting of the current season on 
September 16 at De Palma’s restaurant 
in New York City. The officers elected 
for the ensuing year are: Lester: C. 
Holdsworth, Home Indemnity, president, 
succeeding Henry E. Halloran, Great 
American Indemnity. Rodgers Clapp, 
Employers Liability, was reelected vice 
president, and Elie Dallal, The Home 
Indemnity, was reelected secretary. Jo- 
seph Michaels, American Auto was 
elected treasurer succeeding Michael 
Twomey, Massachusetts Bonding. 

Plans are being formulated for a very 
active season. Several prominent speak- 
ers are being requested to talk on topics 
which will be of real interest to the 
members. It is also announced that the 
October meeting will, be held in. the 
evening on October 13-at De Palma‘s 
restaurant. 
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C. & S. Cos. Announce 
Traffic Studies Manual 


A completely revised and greatly ex- 
panded edition of the “Manual of Traffic 
Engineering Studies” is now available, 
the Association of Casualty & Surety 
Companies has announced. The _ book, 
treating on the methods, forms and 
analysis of traffic studies in clear and 
understandable language, has been writ- 
ten and reviewed by nationally known 
traffic and transportation engineers. It 
has been planned as an _ indispensable 
everyday guidebook in the treatment of 
traffic ills by police, traffic engineers, 
planners and transportation officials, and 
as a text for students. 

The first edition of the “Manual of 
Traffic Engineering Studies” was pub- 
lished in 1945 by the National Conserva- 
tion Bureau, now the accident preven- 
tion department of the Association of 
Casualty & Surety Companies, as a suc- 
cessor to the original “Traffic Survey 
Manual.” The 1953 manual, a completely 
rewritten volume, has been expanded 
135% to incorporate the multitude of 
significant developments in traffic studies 
which have occurred since the original 
edition was published. 

The new manual is obtainable from 
the Association of Casualty & Surety 
Companies, 60 John Street, New York. 


WORLD TO APPEAL IN CALIF. 





Feels 10-Day Suspension Order of Com- 
missioner Maloney Not Justified in 
View of Testimony at Hearing 

The World Insurance Co. of Omaha 
intends to appeal from the order of John 
R. Maloney, Insurance Commissioner of 
California, suspending the right of the 
World to_write disability insurance poli- 
cies in California for a period of ten 
days commencing November 1, according 
to an announcement by T. D. Eilers, 
president of the company. 

“The World Insurance Co. vigorously 
resisted the action of the Insurance 
Commissioner of California and we in- 
tend to continue with that type of a 


defense until the courts reach a final 
conclusion in this matter and we are 
convinced that our company will be 


completely vindicated in a court of jus- 
tice,” said Mr. Eilers. 

“The World Insurance Co. elected to 
fight the accusation filed by the Insur- 
ance Commissioner of California and in 
doing so it has carried the banner for 
the insurance industry, because the 
World Insurance Co. has only done, over 
the years, exactly what other companies 
have done.” 

Mr. Eilers further stated that if the 
World has improperly sold its policies in 

California, then every other similar com- 


AETNA C. & S. SALES COURSE 

John B. Swift, veteran Brooklyn in- 
surance agent and a leading representa- 
tive of Aetna Casualty & Surety, was a 
guest lecturer recently at the 136th ses- 
sion of the Aetna C. & S. sales course 
at the company’s home office. 





pany has been guilty of the same act. 
Mr. Eilers pointed out that in the hear- 
ing of the accusation against the com- 
pany, the policies and advertising ma- 
terial of 22 other companies offered in 
evidence showed these companies were 
advertising their policies in substantially 
the same manner as the World. Seven 
of those companies produced witnesses 
who testified at the hearing that the 
advertising used by the World followed 
the general practice and custom in the 
industry over many years. 

These companies were: Washington 
National, Continental Casualty, Federal 
Life, Federal L. C., Monarch Life, 
North American Accident, West Coast 
Life, Paul Revere Life, Massachusetts 
Protective. Other companies whose poli- 
cies and advertising material were of- 
fered in evidence at the World hearing 
are: Occidental Life of California, Pa- 
cific Mutual Life, Fireman’s Fund In- 
demnity, Mutual Benefit, The Pruden- 
tial, Beneficial Standard Life, Business 
Men’s Assurance, New York Life, Aetna 


Burglary & Glass Assn. 
To Hear Donald Pillsbury 


Robert L. Crossley, president of the 
3urglary & Glass Insurance Association 
of New York announces that the third 
quarterly meeting of the association will 
be held September 29 in room 1200 of 
the Association of Casualty & Surety 
Companies. At this meeting a nomi- 
nating committee of three members will 
be elected to nominate candidates to 


hold office in the association for the 
coming year. 

Donald D. Pillsburv, National Bureau 
of Casualty Underwriters,. will discuss 


the burglary sections of the comprehen- 
sive 3-D policy and other items of in- 
terest to members of the association. 


Life, Mutual of New York, Woodman 
Accident, the Travelers and California 
Western States Life. 

“Tt is interesting to note,” said Mr 
Eilers, “that at the hearing the Depart- 
ment of Insurance failed to call as a 
witness, one single person to testify that 
he had been misled by any of our ad- 
vertising material. The only witness 
called by the Department was a Depart- 
ment lawyer who merely testified from 
their files, which they admitted did not 
contain a single complaint from any 
policyholder.” 
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BOILER INSPECTION ENGINEER 


American Motorists Insurance Company is a participating com- 
pany writing all forms of insurance, except life insurance and 
annuities, through carefully selected agents from coast to coast. 
These agents are served by trained fieldmen— district agency 
supervisors. Their policyholders are served by corps of boiler 
engineers, safety engineers, 92 claim service offices and hundreds 
of claim representatives countrywide. 
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Hunting IS hazardous. That’s why agents will be writ- 
ing thousands of Hunter’s TRIPMASTER policies this fall. 
Hunting and all other accidents are covered 24 hours a day, world 
wide. Policies provide from $5000 to $50,000 Death & Dismem- 
berment; $250 to $2500 Accident Medical Expense. Issued for 
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O’Connor Speaks to Claim Assn. 
On Compulsory Sickness Insurance 


In addressing the annual meeting of 


the International Claim Association at 
the Hotel Sagamore, Bolton Landing, 
N. Y., Edward H. O’Connor, managing 


director, Insurance Economics Society of 
America called for “eternal vigilance” in 


preserving economic freedom from the 
advocates of state socialism. 
Despite the apparent desire of the 


people as was made evident in the elec- 
tion last November, Mr. O’Connor 
warned that many of the policy makers 
supporting socialized sickness insurance 
were still in power and that the past 
progress in this direction has been con- 
siderable. 

“One of the most shocking, but still 
unreve: iled scandals of Washington,” he 
said, “is the full story of what it cost 
the American people to be propagandized 
with their own money, often against 
their own interests, during the past 20 
vears. 

“Perhaps the worst aspect of the mis- 
application and misuse of public funds 
for political propaganda purposes, dur- 
ing recent years, was that so much of 
the money was used in an effort to un- 
dermine the productive enterprises of 
the country, and in an attempt to de- 
stroy the people’s confidence in their 
own capacity to provide for themselves, 
30 that they would be conditioned to 
accept a socialistic state.” 

Trends of Compulsory Sickness 

Legislation 


Turning to the history of compulsory 
sickness insurance proposals throughout 


the various states, Mr. O’Connor out- 
lined the situation at the present as 
fcllows: 


“Since 1941 attempts have been made, 
through bills introduced in Congress, to 
adopt a national plan of compulsory sick- 
ness insurance to be administered and 
operated by the Federal Government. 
These bills of various types have been 
many in number and naturally aroused 
the interest of the so-called liberals. We 
have such a bill now pending in the Sen- 
ate with ten endorsers and 18 companion 
bills in the House of Representatives. 
Due to this pressure, emanating from 
the nation’s capital, the idea of compul- 
sory sickness insurance naturally spread 
to the states. Since 1945 over 200 bills 
have been introduced in 26 state legis- 
latures proposing plans of state compul- 
sory sickness insurance. 

“Although the American people ex- 
pressed themselves quite forcefully last 
November in opposition to the further 
development of these social reforms, 
nevertheless this year we had 33 bills in 
11 states on this subject. Fortunately all 
33 bills were disposed of satisfactorily. 
It is evident it will take time for this 
movement to begin to recede, and for the 
continued efforts of the insurance busi- 
ness, in the field of life and accident and 
sickness insurance, to prove that state 
plans of control are unnecessary evils. 

Arguments in Favor of Legislation 


“What are some of the arguments 
raised in favor of state compulsory sick- 
ness insurance? 

“Many who favor state compulsory 
sickness plans voice the argument that 
it is more logical to pay sickness benefits 
if the worker is physically unable to 
work than unemployment compensation. 
This argument is appealing, however, it 
is necessary to be practical and not let 
the tail wag the dog. Such a statement 
is misleading because it plays on an emo- 
tional rather than a factual approach to 
the question. It makes a vast difference 


to workers in terms of wage loss whether 
they are unemployed because of lack of 
work or because of illness. Lack of em- 
ployment is an economic problem where 
the worker may contemplate loss of in- 
come for indefinite periods, whereas, the 
sick worker still has a job and contem- 
plates a resumption of earnings upon 
recovery. The economic loss in the two 
situations is not comparable 

“Many of the sickness compensation 
bills propose a tax on the employer. The 
logic of this is very difficult to under- 
stand from the point of view of manage- 
ment, because there is no moral or 
logical reason why an employer should 
be compelled, by law, to provide cash 
benefits for a worker who contracts a 
disease whuily, disassociated from his 
employment, or is injured as a result of 
an automobile accident while on a pleas- 
ure trip, or perhaps slips in the bathtub 
at home. There is no more logic in it 
than if you were to require, by law, that 
an employer defray part of the worker’s 
rent or his grocery bills. 

“Likewise the majority of the compul- 
sory sickness compensation bills intro- 
duced in the various states over the 
years cali for the imposition of a tax on 
the worker. However, only in one in- 
stance has the worker been permitted to 
express himself on this issue. In the 
State of Washington at the election in 
1950 a referendum was on the ballot call- 
ing for the adoption of a state plan of 
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compusory sickness insurance. This ref- 
erendum was defeated by a vote of 74% 
against the adoption of the plan.” 


Insurance Industry Leader in Fight 


Praising the insurance industry for its 
leadership, Mr. O’Connor said: 

“As insurance men we can be proud 
of the fact that there are over 88 million 
life insurance policyholders, 90,000,000 
Americans are covered by insurance for 
hospitalization, 70,000,000 covered for 
surgical care, 32,000,000 for general medi- 
cal care and over 36 million, exclusive of 
those under state plans, are covered for 
loss of time protection. All this was 
done voluntarily. If 58% of the popula- 
ticn can be covered, for example, for 
voluntary hospital insurance at a time 
when these plans are still relatively new, 
the government—Federal or state—has a 
weak case in arguing that compulsion is 
the only answer. When you get right 
down to it, compulsion is never the best 
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answer—for any problem. Whenever it 
must be adopted, it is adopted as the 
least of the evils. Certainly in medical 
care, which is a most personal sort of 
thing, the present evidence demonstrated 
that the American people are quietly 
and calmly making their own choice— 
of the volunti ary Way. 


Carolina Agents Meet 
To Form A. & H. Assn. 


At a recent meeting held Charles- 
ton, S. C., Elric S. Pinckney, Travelers 
Insurance 'Co.; Frank C. Riddick, Mutual 
Life of New York; Horace G. Dent, Sr., 
Atlantic Life Insurance 0.2 Chartes: 1.. 
Fox, Charles L. Fox Insurance Agency; 
and Carlton J. Poulnot, New York Life, 
met with William G. Coursey, managing 
director of the International Association 
of Accident & Health Underwriters to 
discuss plans for organizing a State 
Association of A. & H. Underwriters in 
South Carolina. Mr. Pinckney was se- 
lected as temporary chairman for the 
Charleston area, and will cooperate with 
temporary chairmen from Columbia, 
Greenville, and Spartanburg. 

The first state meeting will be held 
early in October in Columbia, at which 
time permanent officers will be elected. 
The International Association of A. & 
H. Underwriters has as its agape the 


improvement of relationships existing 
between the A. & H. agent san the 
public, the encouragement of coopera- 


tion among insurance men, doctors and 
hospitals, and the education and train- 
ing of the A, & H. agent so that he 
may serve the public on a professional 
level. 


W. VA. TO STUDY BLUE SHIELD 


Commissioner Gillooly to Determine if 
Plans Conform to Statutes; Cites 
Possible Charleston Violation 
West Virginia Insurance Commis- 
sioner Thomas Gillooly has announced 
that medical care insurance plans in the 
state will be studied to determine 
whether or not they conform with the 
law. The Commissioner has issued a 
statement in which he said one plan in 
the Charleston area, administered by the 
Medical Service, Inc., and known as the 
Blue Shield, does not meet the require- 

ments set up by the state legislature. 

The Commissioner noted that, as en- 
acted by the legislature, the medical 
plans are not-profit and are governed 
by a board of directors, a majority of 
which must be licensed physicians. 

He said he believes the Charleston 
Blue Shield to be in violation of the law 
because it is operated on the basis of an 
indemnity system, whereby doctors col- 
lect a standard fee from Blue Shield and 
may bill patients for an additional fee. 

Most of the plans throughout the 
state, he explained, provide that if in- 
come of the subscriber does not exceed 
a stated amount the entire fee is paid 
by the service. 
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Firestone Enlarges Group 
Coverage With Prudential 


A revised comprehensive group insur- 
ance program covering 45,000 employes 
has been provided by Firestone Tire & 
Rubber Co. through the Prudential ef- 
fective October 1. The new program 
represents a broad extension of coverage 
provided under old Prudential policies. 

Firestone instituted its insured em- 
ploye welfare program with group life 
and accident and sickness benefits pur- 
chased from Prudential in 1933. Over 
the years these have been amended and 
enlarged and other group A. & H. cov- 
erages were provided as the need be- 
came apparent. ice : : 

The latest revision in the Firestone 
welfare program will provide compre- 
hensive hospital, surgical and hospital 
medical care expenses for workers and 
dependents and weekly benefits to com- 
pensate workers due to loss of time 
through sickness and accident. The pre- 
miums will be paid by Firestone. 


Agents in California 


Criticize NBCU Publicity 


The California Association of Insur- 
ance Agents has made formal protest 
against the “premature” announcement 
of the new automobile rating classifica- 
tion plan of the National Bureau of 
Casualty Underwriters. Producers were 
perturbed because they were put in an 
unfavorable position with insureds mak- 
ing inquiries after reading of the widely 
publicized program of the bureau. 

A spokesman for the bureau in New 
York said that the situation may have 
been created through an erroneous story 
appearing in a New York daily paper, 
which indicated that the classification 
plan was to go into immediate effect 
nationwide. The incorrect version is said 
to have been copied by the wire services 
and given national circulation, causing 
much concern in the Insurance Depart- 
ments of states throughout the nation. 


Bar Meeting to Discuss 
Motor Vehicle Issues 


A point-by-point definition of the New 
York State Bar Association’s stand on 
the highly controversial motor vehicle 
insurance issues will be discussed and 
presented at Buffalo, on September 25, 
during the first day of a two-day meet- 
ing which the State Bar Association will 
hold in conjunction with the Federation 
of Bar Associations of Western New 
York. Convening at the Hotel Statler, 
the meeting also will include sessions on 
banking law, insurance law and general 
meetings. 

Attorneys from all sections of the 
state have already registered to attend 
the session which, in view of the motor 
vehicle legislation expected to be pre- 
sented in Albany this year, will be of 
utmost significance to pedestrians and 
drivers in the state. 

In line with the association’s program 
of assisting legislators and of keeping 
the attorneys of the state informed, the 
entire day will be devoted to current 
aspects of this complicated and impor- 
tant subject. Technicians and authorities 
familiar with the history and with the 
pros and cons of the issues will delineate 
each point and answer questions on the 
legislation which is being prepared to 
supplement the present law. 

Among the subjects to be discussed 
will be: the impoundment of uninsured 
automobiles, compulsory inspection of 
vehicles, point systems to revoke drivers’ 
licenses, periodic reexamination of cer- 
tain drivers and unsatisfied judgment 
funds to reimburse persons who have 
been injured or whose property has been 
damaged in an automobile accident and 
who have not been able to collect dam- 
ages, despite a judgment against the 
wrong-doer. 


Refutes Digest Charges 


Against A. & H. Industry 
Research by the Health & Accident 
Underwriters Conference staff discloses 
charges leveled against the accident and 
health industry by John Appleman in 
this month’s Reader’s Digest article 
“Health and Accident Insurance Poli- 
cies,” to be based on non-existent exclu- 
sions or misrepresented facts. A full 
memorandum report has been sent con- 
ference member companies and the edi- 
tor of Reader’s Digest. 
Of seven cases cited in the article, 
at least three were found to deal with 
the double indemnity feature of life 


insurance policies and not with accident 
and health, as the author insists. In a 
search of policies from more than 100 
representative companies, no examples 
turned up of exclusions for “disorders 
of the heart or circulatory systems, in- 
fections, or pulmonary disorders,” which 
the author used as examples. 

There was also no evidence found 
that companies made a practice of high- 
lighting impressive lists of diseases, in- 
cluding bubonic plague, Asiatic cholera 
and other ailments the average Ameri- 
can is not likely to contract. In the 
search, no mention of any of these 
unlikely diseases was encountered. 


Conference Managing Director John 


LEDERER GETS SAFETY AWARD 

The Arthur Williams Award, one of 
the major honors in the field of safety, 
has been given to Jerome Lederer, man- 
aging director of the Flight Safety 
Foundation, Inc. This is the first time 
that the Arthur Williams Award, estab- 
lished under the will of Mr. Williams, 
who was the first president of the 
American Museum of Safety, the first 
president of the Greater New York 
Safety Council and a leader in many 
phases of accident prevention, has been 
given solely for achievement in aviation 
safety. 
Hanna says other allegations are on just 
as shaky ground. 
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Chiefs of Police 
Warned by Boate 


NEED FOR POLICE MANPOWER 





Assn. of C. & S. Companies Executive 
Addresses International Association 
Meeting in Detroit 





Thomas N. Boate, accident prevention 
department manager of the Association 
of Casualty & Surety Companies, in 
addressing the delegates to the Interna- 
tional Association of Chiefs of Police 
convention in Detroit, warned the na- 
tion’s law enforcement officers that un- 
less the manpower patrolling the high- 
ways is greatly stepped up, “rural acci- 
dents will increase by leaps and bounds 
and soon the national highway death toll 
will be hell-bent toward the 50,000 
mark.” 

Mr. Boate urged that the state police 
and highway patrol forces enforcing 
speed laws and other safe driving stat- 
utes be increased by at least 15,000 men, 
at an estimated cost of $120,000,000 an- 
nually. He asserted that the enforce- 
ment program be recommended, increas- 
ing highway patrol manpower 136%, 
would enable state police forces “to 
minimize the average driver’s chances 
of sudden death on a rural road when a 
speeder or drunken or reckless driver 
goes out of control and spreads death 
destruction.” Fewer law violators 
will mean fewer highway fatalities and 
injuries, he said, and the $120,000,000 in- 
vestment in greater highway safety will 

“pay tremendous dividends to all high- 
way users in the years to come.” 

Prevention Will Pay for Increase 

Prevention of 1,000 fatal accidents on 
rural highways by strong measures to 
curb speeders and other law violators 
who are causing 90% of the serious 
mishaps will alone pay for the cost of 
adding 15,000 men to the patrol forces, 
Mr. Boate declared. About 1,300 lives 
would be saved if 1,000 rural accidents 
could be prevented, he added, “and the 
extra dividends in lives saved and eco- 
nomic waste prevented would be one of 
the happiest results in the history of 
highway safety, which in recent years 
has known only increased death tolls, 
increased totals of injured, and damage 
costs that go higher by millions of dol- 
lars every year.” 

Present strength of state police and 
highway patrol forces is “an inadequate 
15,610 men,” the speaker told the police 
group’s state and provincial sectional 
meeting, representing all parts of the 
U. S. and Canada. With 390,000 miles of 
rural state highways to patrol and only 
11,000 of the present total force assigned 
to traffic duty, he pointed out, each man 
must cover a “patrol beat” of 118 miles 
on the average. But only 60% of these 
men, or about 6,600 of all state police 
and highway patrolmen, are enforcing 
rural speed laws on a given day, Mr. 
Boate said. He added that his recom- 
mended program would reduce this aver- 
age pi trol beat to 50 miles per man. 

“Actually, the public’s safety with re- 
spect to the ever-present dangers of 
speed-caused accidents now is in the 
hands of only 3,300 state police or high- 
way patrol officers at a given time,” the 
speaker asserted, explaining that this 
figure represented one shift of men on 
a two-shift day. “That is a pitiful state 
for so-called police protection against 
speeders to attain. This is undoubtedly 
the main reason why rural highwz ay 
fatalities have risen from 22,000 in 1949 
to 28,200 in 1952, and this year may be 
9,000 higher than they were in 1949. 


Increased Enforcement Key to Problem 

“Too many speeders and careless and 
indifferent drivers are on the highways 
and they are not decreasing, but i increas- 
ing. They must be decreased in numbers 
before the rural death toll begins to 
decline. Increased enforcement man- 
power is, as I see the sad picture un- 
folding, the key to this situation and the 
nation’s only answer to one of its gravest 
problems.” 

The speaker pointed out that adequate 


and 


Nominating Committee of 
City Surety Association 


A nominating committee comprising 
three past presidents of the association 
was named by the Surety Underwriters 
Association of the City of New York 
at its first meeting of the fall season to 
draw up a slate of officers and executive 
committee members for the forthcoming 
year. The meeting, presided over by 
Donald F. Harned, Travelers Indemnity, 
association vice president, in the absence 
of Tracy A. Clute, Globe Indemnity, 
president, was held at the Lawyers 
Club on September 10. 

Members of the nominating committee 
are Rankin Martin, Standard Accident, 
chairman; Edward J. Gorman, Fidelity 
& Deposit; and Richard J. Purcell, Co- 
lumbia Casualty. The committee will re- 
port at the October meeting, with elec- 
tions scheduled for November. 


Committee reports, a survey of cur- 
rent conditions in the contract bond 
field, and a discussion of other contem- 


porary problems also featured the open- 
ing fall meeting. 


patrol forces would cost the nation only 
$208,000,000, or about 5% of its annual 
economic loss of nearly $4,000,000,000 in 


traffic accidents. He urged the police 
chiefs to “work like beavers” at their 
grass root levels to induce state and 


local governments to increase appropria- 
tions for rural highway patrol forces 
that will bring their enforcement powers 
within the scope of what they should be 
to prevent accidents and save lives and 
property. 

“You can sell your dedicated service 
of safety in the public behalf to your 
own state, county and local chiefs of 
government better than anyone else,” 
said Mr. Boate. “The future of greater 
highway safety is in your hands and 
theirs more than in any other two 
groups of people in the nation.” 
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BALTIMORE EVENING COURSES 





Insurance Education Council to Sponsor 
Program at Loyola College; Parts A, 
B & C, IIA and Fart 1, CPCU 
Insurance Education Council of 
Baltimore has announced that it will 
sponsor a program of insurance educ- 
ation at Loyola Evening College, Balti- 
more, starting September 22. The courses 
to be given will be those outlined by the 
Insurance Institute of America and the 
American Institute for Property and 

Casualty Underwriters. 
The subjects embraced will be those 


The 


contained in Parts A, B, and C (IIA) 
and Part I (CPCU): Part A—Prin- 
ciples of Insurance, an introductory 
course; Part B—Fi arine and Allied 





Lines Insurance; Part C—Casualty In- 
surance and Bonding; Part I—Insurance 
Principles and Practices, an advanced 
course. 

Students wishing to enroll for any of 
the above courses should do so at Loyola 
College, Baltimore, before September 19, 
as the number of students accepted will 
be limited. 

Among the instructors will be J. Rut- 
ledge Clark, Baltimore manager, Atlan- 
tic Mutual Companies; Philip J. Dubey, 
CPCU, Travelers Fire; John Davies 
Healey, U. S. F. & G,, and Elmer. J. 
Rhody, CPCU, Louis Godron & Co. 
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SAFETY CENTER RESEARCH 


During Project 53% of Speeders Clocked 
Were Women, 99% of Drivers Ignored 
15-25 Mile Speed Limits 

Women motorists may be well in the 
minority on the open road, but accord- 
ing to a New York University researcher 
who spent the entire summer making 
radar speed studies during a 15,000 mile 
tour in the northeastern states, distaff 
drivers often burn up the highway in 
greater numbers than male motorists. 
One test made in a New England state 
revealed that 53% of all the speeders 
warned were women, it has been re- 
ported by William J. Toth, research asso- 
ciate of New York University’s Center 
for Safety Education. 

Mr. Toth, who made the 10-state sur- 
vey to check up on the speed habits of 
drivers in connection with the summer 
anti-speed program sponsored by the 
Northeastern State Safety Coordinators, 
said that his findings had shattered all 
of his previously held illusions that 
women generally are slow and cautious 
drivers. “They surprised and disap- 
pointed me with their speeding through- 
out the entire three months of my 
tour,” he said. 

The New York University researcher 
also found in two tests that 99% of all 
drivers ignored speed limits of 15 and 
25 miles an hour posted in towns and 
villages. On the open road he clocked 
speeds up to 92 miles an hour on his 
radar equipment. Approximately 5% of 
all drivers on rural highways were going 
faster than 70. 

Working on his tests in cooperation 
with state, county and local police and 
motor vehicle and safety authorities in 
the states he visited, Mr. Toth said 
written warnings were issued to more 
than 700 drivers whose speeds were well 
over posted limits. Among those stopped 
were two state legislators and the son 
of a state supreme court justice. No 
arrests were made in demonstrating the 
effectiveness of radar equipment in the 
detection of speeders, he pointed out, but 
warnings were issued by the police for 
whom the tests were conducted. 

Even in front of a srate police bar- 
racks, he said, 80% of all drivers whizzed 
by at speeds well over the 25-mile limit 
while tests were being made. Motorists 
generally displayed contempt for speed 
limits, Mr. Toth observed, and his radar 
car was forced off the road into ditches 
an average of three times a week by 
recklessly driven oncoming vehicles. 
Crossing double white center lines and 
passing other vehicles in the face of on- 
coming traffic were among the worst 
and commonnest driving sins he wit- 
nessed during his 15,000 mile journey. 

Mr. Toth also observed that dirty and 
illegible license plates, and the system 
of having only one license on a vehicle 
in some states, usually at the rear, are 
severe handicaps to police in apprehend- 
| speeders and reckless drivers. 

‘he researcher came upon more than 
40 accidents on the highways he tra- 
veled. At least four persons were killed 
and dozens were injured in these mis- 
haps, in 90% of which high speed was 
a factor in causing them or increasing 
the severity of injuries and damage. 

Mr. Toth’s findings will be studied by 
Dr. Herbert J. Stack, director of the 
Center for Safety Education, who will 
issue a more detailed report on the speed 
studies later. The Center for Safety 
Education was founded and is largely 
supported by grants from the Associa- 
tion of Casualty & Surety Companies. 
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FINANCIAL STATEMENTS DECEMBER 31, 1952 


VALUATIONS ON BASIS APPROVED BY NATIONAL ASSOCIATION OF INSURANCE COMMISSIONERS 


Total Admitted Liabilities Surplus to 
Companies Capital Assets (except capital) Policyholders 


Firemen's satan —— of Newark, N. J. $11,925,000. $125,872,513. $71,027,539. $54,844,974. 
rganized 185: 
Girard Insurance Compan - Philadelphia, Pa, 1,000,000. 12,515,163. 8,032,056. 4,483,107. 
rganized 185. 
National-Ben Fron = Co. of Pitts., Pa. 1,000,000. 12,310,134. 7,653,165. 4,656,969. 
Milwaukee —_—, Company of Milwaukee, Wis. 2,000,000. 32,979,149. 20,735,873. 12,243,276. 
rganized 185 
The Metropolitan Cowal Insurance Co. of N.Y. 1,500,000. 38,563,554. 30,241,571. 8,321,983. 
rganized 1874 
Commercial aauiie ney of Newark, N. J. 2,000,000. 45,543,960. 35,212,720. 10,331,240. 
Organized | 
Royal General Insurence Company of Canada 100,000. 452,493. 1,155. 451,338. 
Organiz 


HOME OFFICE 


10 Park Place PACIFIC DEPARTMENT 
Newark I, New Jersey 220 Bush Street 
San Francisco 6, Calif, 


WESTERN DEPARTMENT 
120 So. LaSalle Street 
Chicago 3, Illinois 
tile Sto 
SOUTHWESTERN DEPARTMENT s Standard ¥ FOREIGN DEPARTMENTS 
912 Commerce Street e 3 protection 102 Maiden Lane 
Dallas 2, Texas Any ins0® New York 5, New York 


206 Sansome Street 
CANADIAN DEPARTMENTS San Francisco 4, Calif. 


800 Bay St., Toronto 2, Ontario 
535 Homer St., Vancouver 3, B. C. 
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INLAND MARINE MEANS GOOD BUSINESS 
ON EVERY STREET IN YOUR COMMUNITY! 


Be sure and call on your Travelers Field Man to help 
you get started. 








Protection through The Travelers means increased 
earnings for you. 


THE TRAVELERS INSURANCE COMPANIES - HARTFORD 15, CONNECTICUT 

















